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CONTROVERSY 


, Will his revolution in selling 
« change the basic marketing structure 
of our industry? 


is 





see page 83 





TURES. 
sje WATTS T&P RELIEF VALVES 


with the EXCLUSWE STRAIGHT TUBE 
EXTENSION THERMOSTAT DESIGN 


MEETS NEW 1959 F.H.A. REQUIREMENTS 
and A.S.A. CONSTRUCTION STANDARDS 


Leading authorities agree that an exten- 
sion type thermostat in temperature (and 
pressure) relief valves is essential to the 
complete protection of hot water supply 
systems. As a matter of fact, they are 
required by both the new A.S.A. Standard 
221.22-1958 and the new F.H.A. Minimum 
Property Standards for temperature relief 
valves installed in the hot outlet piping 
from storage water heaters. 


Compare these superior features with 
any other valve on the market today. 





SOLID WALL, HYDRAULIC PRINCIPLE, PISTON TYPE 
%4 x 4% No. 40x! - THERMOSTAT, NOT VULNERABLE TO FATIGUE OR COR- 
A.G.A. Emergency < F ROSIVE WATER CONDITIONS, ASSURES DEPENDABIL- 
Temperature ITY AND LONG LIFE. 


Steam Rating 
up to 100,000 BTU/HR 
Capacity Heaters 








DOES NOT START TO OPEN VALVE UNTIL TANK 
TEMPERATURE EXCEEDS 200°F AND FULLY OPENS A.G.A. Emergency 


Temperature 
BEFORE 210°F. Steam Rating 


up to 50,000 BTU/HR 
Capacity Heaters 





Watts No. 4XL and 40XL provide fully 
automatic temperature and pressure 


relief protection for hot water storage STRAIGHT TUBE EXTENSION THERMOSTAT, 
tanks and heaters, and contain outstand WITH MAXIMUM %” 0.D. FOR ITS ENTIRE 
ing features as shown on this page LENGTH, DOES NOT RESTRICT FLOW IN HOT 
The “heart” of a self-closing valve is OUTLET LINE. 

its thermostat, and these valves feature a 
Straight tube extension type having a maxi 
mum %” 0.D. for their entire length. This 











exclusive design eliminates any obstruction Z 

at the bottom end which can reduce water MOTIVATED BY HYDRAULIC FLUID 
flow when typically installed in the hot outlet ACTION THROUGHOUT ITS ENTIRE 
line. If overheating occurs, the thermostat LENGTH — DOES NOT NECESSITATE 
causes the valve to open accurately and de “PUSH RODS” — OPERATION NOT 
pendably, discharging only the amount of hot AFFECTED IF BENT ACCIDENTALLY. 


water necessary to restore safe conditions 
Temperature operating range 200° -210°F. 











TEMPERATURE pevcnes 3 oa 
SENSING Send for ‘‘What's What 
ZONE i at Watts" Bulletin 


Be sure... Use 





Watts Regulator Company, Lawrence, Mass. 


Protection and Control Specialties 





You pay no more for unequalled SLOAN quality... 


Save Water with 


Sloan Flush Valves 


e@ Water is scarce in many parts of the country 
and it costs money. And costs often rise when it must be 
pumped (within a building) to distant branches and up- 


per floors. You can save both water and money when you 





specify Sloan—the non-hold-open flush valve. 





e The non-hold-open feature is a product of 
Sloan research. Its purpose is to prevent the waste of 
water—either accidentally or maliciously. A Sloan Flush 
Valve will complete its cycle and shut off automatically 
whether the handle is held or released. 

e Non-hold-open is a standard Sloan 
feature—another bonus of quality you expect 
from Sloan. And since Sloan quality costs no 


more—why not make sure you get it. 


SLOAN:::: 


j 
> 
SLOAN VALVE COMPANY » 4300 WEST LAKE STREET: CHICAGO 24, ILLINOIS 


DomEstic ENGINEERING, JUNE 1960 





9 


RY 
<= 
June « 1960 J 


? 
3 
2 

° 


x 
Cura’ 


NGINEERIN 


+ Special in this issue 


What's the Real Truth Behind the Embattled Reichle Plan? ..... 83-114 


A 32-page special report on the hottest subject to hit the plumbing and heating 
industry in a decade .. . the direct-to-consumer selling program of Saginaw, Mich. 
wholesaler Walter Reichle. 

Much has been written and said about the ‘“Reichle plan” since its inception a 
year ago, but conflicting reports have clouded the vital issues. DE is presenting 
this special report to clarify the isswes and to interpret their national consequences as 


we see them. Here are some of the subjects covered 


Why the Reichle Plan Is Important to You 
What the Plan Is—How It Works 
What Contractors. Wholesalers Say 


How Good, or How Bad, Is Contractor 


It’s the Law 

Letterhead Design Clinic 
Classified Advertising 2 Letters to the Editor 
Convention Dates .... Tere New Products 
Idea File : News of the Month 


Index to Advertisers Zk Trade Literature 


continued on page 6 


Established 1889. Published monthly by Domestic Engineering Co., 1801 Prairie Ave., Chicago 16, Ill., 
U.S.A. Subscription rate $5.00 per year. Current copies 50c each; back copies $1.00 each, Second class 
postage paid at Chicago, Ill., and at additional mailing offices. Copyright 1960 by Domestic Engineering 
Co. The publication's title is registered in the U.S. Patent Office. Vol. 195, No. 6. Whole No. 2316. DE 
unconditionally guarantees to refund the unexpired portion of any subscription if our service in any 
way is found unsatisfactory. 
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e customers and... 


EARN UP IC 
$5 MORE 


on nearly every home call! 


It's easy! Simply check and service the automatic 
spray while you're on the job. . . sell and install 
Official Automatic Spray Replacements where 
needed. Experience proves you can average 

up to $5 more profit per call. And you'll find 
automatic (thumb-control) kitchen sink sprays 


in more than 20 million homes. So, if you like 


@) AUTOMATIC SPRAYS . profits and happy customers, try it! Keep 


Replace any automatic spray with your customer's choice of the , ’ 

tam Oficial Nenlenement tana ihe het Msiienehingdies Dish-Quik, Rinse-Quik and the other Official 
ing and all-purpose use; Rinse-Quik, for rinsing only. Either one Replacements on the truck and in your showroom, 
fits in place of any model or shape of automatic spray (which 

means any spray with its own on-off thumb control). 


too. They're self-selling and colorfully-packaged. 


The Automatic Spray Service Center = 
will be happy to send you this quick 
TECEEEECELEPEPET TET ECP eT TEPC RCTTETT TTT eT eT Teer ee eee check list, ‘How to Service Automatic 


Sprays,” plus full information on the 


@ REPLACEMENT HOSES | standard, official replacement products. 


On nearly every job, you'll find need for 
proper installation of the new, lighter, NN : : ° : ; 
Cadinte ade rR nt > Siw, - To: Automatic Spray Service Center 


Hi . They 1% con fi > s ie 1700 East 58th Place, Los Angeles 1, California 
ie any automatic spray - equipped faucet. * “ : Please send me your free check list on servicing plus full infor 


mation on all Official Automatic Spray Replacements 


FREE ‘‘How 10 Service Automatic Sprays” 


PSOE HEE EEE ERE HE EERE HEE EEE HEHEHE EEE EEE HEHEHE EEE ERE HEHEHE Eee 


(3) DIVERTER OPERATION 


If water does not divert properly to the a 2 Z a 
spray, a quick check and cleaning will ea . ey one ate 
usually correct the problem. Or choose ’ of 7 The Center is an information agency serving all manufacturers of 


automatic spray-equipped kitchen faucets. Order Official Replace 
ment products from your usual source of plumbing brass goods. 


Name 


Address 





continued from page 4 


All in a Day's Work... 


DOMESTIC ENGINEERING 


Combined with Automatic Heat and Air Conditioning 
and Domestic Appliance Merchandising 


1885 O. T. CARSON 1960 


Officers 
G. L. Milne, president 
J. A. Foxworthy, executive vice president and 
general manager 
a Fe Staples, vice president 
W. M. Carson, secretary 


Staff 


J. E. Purnell, managing editor and 
assistant publisher 


Fea. Jozsi-Joe. feature editor 
L. L. Viser, news editor 
H. M. Unger, service section editor 


A.C. Pronoitis, art director 


KE. P. Campbell, director of catalogs 
J 
| 
I 


. D. Morrison, sales promotion manager 
. A. Bogusz, market research manager 
©. E. Ocker, advertising production manager 
M. B. Johnston, circulation manager 

C. L. Starner, circulation promotion manager 


J. Balma, office manager 


Field Representatives 


Chicago (Home Office) 


1801 Prairie Ave O. S. Johnson, sales manager 


J. W. Sullivan, D. R. Duffy 








Eastern 


110 E. 42nd St., New York City 


A. Papineau, Eastern mgr 

D. Banks 
467 Robins St., Roselle, N. J J. Untch 
New England 


60 Mt. Vernon, Needham, Mass 
Central 

9387 Mendota Blvd., Detroit .... .....-D. T. Howerter 
913 Citizens Bldg., Cleveland . ...D. T. Howerter 
213 Monroe. Middletown, O. ...... ; ....R. T. Wagner 
12523 S. Richard, Palos Heights, Ill. ...........R. P. Haglund 
Pacific Coast 

520 S. W. 6th Ave., Portland, Ore. ..... a0 seneed sds MCHMON 
625 Market St., San Francisco ...... oe 

3727 W. Sixth St., Los Angeles : .R. Eubanks 


A. Papineau, Eastern mgr 


Southern 
1722 Rhodes-Haverty Bldg., Atlanta, Ga. . ....M. Pirnie 
Western 
620 Sherman St., Denver, Colo. ... R. H. Heidersbach 
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“SPEEDWAY, FLEXIBLE WATER SUPPLIES 


QUALITY-STEP 


nwo 
ExTRA TIE - 


See EG Peale POE sti QUALITY 
TRIPLE sOlami\te. 2 ne) F AP i TRIPLE-PLATE 


2 | re 
COPPER. " 3 encxan CHROME “JUST CHROME” 


FOR ADHESION FOR DURABILITY FOR BEAUTY 
7 BE SAFE! 
(i) | i INSTALL A 
BRASS | | NOSEPIECE 
fi THAT WON'T 
INSERT APSE 


HIGHEST QUALITY 1 PIECE SOLID COLLAPSE 


BRASS INSERT CONSTRUCTION NOSEPIECE 


BE PRACTICAL! 


ee ) 
QUALITY or pee BID WITH 
—_, \, at QUALITY, 
PRECISION =) i BRAND-NAME 


BRASS-CRAFT 


PRECISION CLOSE TOLERANCE ONLY THEN ARE MATERIAL 
MACHINING INSPECTION THEY TRADEMARKED 


R Packaged complete in 

krass BGaft takes Speedway Supplies , . over 2000 job hits for 

warehouse savings 

ishi i i , ... ease of handling 

through extra, finishing steps in production _ Phew ee 
to deliver the highest quality, best made 


supply in the industry. 


QUALITY-STEPS mean a faster, more 
permanent hookup to lavatory, closet and 


sink at the lowest possible cost. 


Brass-Craft ta. 


SPEEDWAY SUPPLIES by |: ee raft 
a P DETROIT 1 MICH. 
See Brass-Craft’s “Quality-Steps” in detail at Exhibit 207, NAPC. 
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NEW TIME-SAVING CABLE ARRANGEMENT — 3 
leads in a single cable jacket! 3 leads permit easy service- 
ability, because controls are at surface level. 1-piece con- 
struction eliminates splicing on the job, cuts installation 
time, prevents wrong connections at the pump end. 
Packaged cable available in 9 lengths. 


NEW DESIGN IDEAS INSIDE! New Hex-A-Drive shaft 


design eliminates impeller keys, provides positive drive. 
New ByrITE parts—impellers, guide vane, coverplates— 
resist water absorption. Extra-wide impellers protect 


against mineral and algae build-up. Lower in cost, BYRITE 


even offers advantages over corrosion-resistant metals. 














NEW ROCK-BOTTOM PRICE is attracting flocks of 
buyers to Goulds’ new Silent-Flow Submersible Water 
System in !; through 3 HP sizes. Now you can offer 
your customers a !; HP sub—with many exclusive fea- 
tures—for only $165 (manufacturer’s suggested retail 
price). 


DISASSEMBLE IT IN THE FIELD—no special tools 
needed! To do the job, all you need is a screwdriver and 
a wrench. You avoid sending the pump to the factory for 
repairs, save time and money and build good will with 
your customers by providing faster service. 


moat 
modgerr 

submersible 
built! 


—— 


USE THIS DISPLAY to spread the word about Goulds’ 
new Silent-Flow to your customers. It illustrates each 
new feature, points out all the advantages, helps you get 
those “‘easy”’ sales. To get yours, ask your Goulds dis- 
tributor, or write for more information to Goulds Pumps, 
Inc., Dept. DE-60, Seneca Falls, N. Y. 





GOULDS @© PUMPS 
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PREFERRED 


by PLUMBING, HEATING and AIR 
CONDITIONING CONTRACTORS tor: 


“=~ POWER 

“\. PERFORMANCE 
“=~. RUGGEDNESS 
“=~. DURABILITY 
“S~ PRICE 


Arrange for a demonstration through a MILWAUKEE 
Electric Tool Distributor or write for literature and prices. 





~ Heavy- Duty 
“Portable Electric 


Visit our booth No. 504 — National Plumbing-Heating- 
Cooling Exposition — Cleveland Public Auditorium, 
(June 19-22), Cleveland, Ohio, 


ELECTRIC SHEAR 

16 ga. capacity, heavier on 
trim cuts, and up to 17 ga 
stainless. Full 14 HP, 4000 
strokes per minute. Cuts 
tight curves to ¥” radius. 


Leaves smooth, clean edges. 


PITTSBURGH 
LOCK-HAMMER 

Handles 30 to 22 ga. sheet 
metal. Lightweight, power 
ful, closes seams at rate 
of 20 feet per minute. Per- 
fectly balanced, guides 
easily along seams. Ball 
and roller bearings. 


RIGHT ANGLE DRILLS 

“4%,” to Y%”" chuck capaci- 
ties in 7 basic models. 
Speed ranges 215 to 3000 
RPM. '4 HP motor. Head 
and handle swivel 360°, 
lock in any position. Per- 
fect for tight-spot drilling. 


SAWZALL 

Electric Hacksaw with full 
¥%,” stroke. Cuts wood, 
metal, plaster, pipe. / HP 
MILWAUKEE-buiit motor, 
2250 strokes per minute. 


Lightweight, easy to handle. 


ELECTRIC HAMMER 
Compact, lightweight. 34” 
rated capacity. 3000 blows 
per minute. Cushioned re- 
coil action. Ideal for chip- 
ping, scaling, anchoring, 
drilling, etc. 


Look under—Tools-Electric wen 


Write for Free /iterature 


MILWAUKEE ELECTRIC TOOL CORP. 


5376 W. STATE STREET * MILWAUKEE 8, WISCONSIN 


Also available: Circular Saws (614”, 714”, 814” 
dia. 134 HP at the blade). Electric Drills from 14” 
to 114” capacity, Screw Drivers and Nut Runners. 
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Generals 


Hit Back—Call NAPC's 


Stand on Contracts ‘Misleading 


{Ge 


Wasuincton, D.C.—A _ plumbing 
industry booklet that states the case 
for the separate contract system of 
bidding for mechanical work in new 


called 


inaccurate 


construction was “orossly 


misleading, and ove! 
drawn” last month by proponent 
of the single-contract system 

e The charge was made in a re- 
lease to the press by president John 


Volpe of the 


Contractors of 


General 
America. He di- 
rected his fire at the National Assn 


of Plumbing 


Associated 


Contractors’ booklet 


attacks brochure, defends single-bid system 


‘Economy and Efficiency with Sep- 
Mechanical Contracts.” (See 
DE for April, page 10.) He said the 
booklet presents “a totally mislead- 


arate 


ing picture of conditions within the 
construction industry.” 

Volpe said the advantages of the 
single-contract system “include 
centralized responsibility, lowest 
cost, completion on schedule and 
protection of the (project) owne1 
against loss from suits and claims.” 

He then charged the leadership 
of NAPC with “consistently reject- 


ing cooperation with other industry 


Honeywell Puts Hoopla in Controls Shows 


a 


ee 


CONTROL CARNIVAL provides a circus atmosphere in which to demonstrate 
Minneapolis-Honeywell Regulator Co.’s heating and air conditioning controls to 
groups of wholesalers and retailers. Here Honeywell salesman, John McGuane, 
shows the firm’s new Weather Station to Ralph Lanzilli, Robert Bernard and 


Robert O'Rourke, all of New York City 


See the complete story on page 138. 


organizations and unilate rally pro- 


moting separate contracts to the 


detriment of the entire construc- 


tion industry 

es In what the AGC ‘point- 
“NAPC 
task the 


“separate 


calls a 
rebuttal of the 
Volpe 


statement 


by-point’ 
facts.” 
NAPC’'s 


contracts are required by 


takes to 
that 
law in 
many of the highly industrialized 
states” by pointing out “only seven 
states in the union have mandatory 
laws for separate contracts, and 
these apply only to building proj- 


(Volpe 


failed to mention that there are not 


ects involving state funds.” 


many more than seven “highly in- 
the 50 


dustrialized states” among 


states in the union.) 


aA 


chure 


statement in the 
that 
sulted “in 


NAPC 


contracts re- 


bro- 
separate 
lower costs” for nine 
specific jobs was challenged by the 


did 


not include the standard 4 percent 


AGC on the grounds that “it 


charge for an architect to coordi- 
nate a separate contract job.” 
Volpe claimed that in “three of the 
nine cases, if that charge had been 
made, it would have resulted in 
additional costs to the owners using 
the 


stead of single 


separate contract system in- 


contracts.” 
a For the NAPC’s statement that 
the owner, architect and engineei 
have ready access to costs and de- 
tails about specific portions of a 
job, Volpe countered that this in- 
formation is similarly available 
from the general contractor under 
the single-contract 


the 


system. 
NAPC’s 
tions from six executives of indus- 
trial 


Countering quota- 
1 


concerns, who endorsed the 
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NAPC Replies to Attack 
on Separate-Bid Stand 


Rechkemmer happy as 
generals do slow burn 
WasuincTon, D.C. 
Assn. of 


The National 


Plumbing Contractors’ 


brochure on separate mechanical 


contracts (see 


struck 


facing page) has 
a tender spot in the hide of 
the Associated General Contractors 
it was apparent with the publica- 
tion of a two page all-out attack on 
NAPC in the AGC’s house organ. 

Irvin Rechkemmer, president of 
the NAPC, discounted the generals’ 
attack called it bette! 
expected.” He gleefully 


and “even 
than we 
added, “the booklet must have hit 


them where it hurts the most!” 


a The 
first definitive analysis of the ad- 
the 


system, has been widely circulated 


brochure, intended as the 


vantages of separate-contract 
among legislators, architects, engi- 


neers, and other segments of the 
construction industry since its pub- 
lication two has 


the 


comment and controversy in official 


months ago. It 
been cause of considerable 
association circles in the construc- 
tion industry since that date 
DE a 


by point analysis of the blast at the 


Rechkemmer gave point 
brochure issued by AGC president 


(Please turn to page 172) 


separate-contract system, the AGC 
that 
‘taken out of context” from letters 
to the Senate Judiciary Committee 
in 1955 


charged the statements were 


Volpe said the quotations 
were “misleading” in that only 28 
industrial firms were contacted and 
of these, “only five indicated that 
they preferred to use separate con- 
tracts, and all five firms had full 
time construction divisions.” 

The AGC also listed other NAPC 
statements as “claims” and _ pre- 
sented its own “facts” to 


the NAPC’s stand. 
(Please turn to page 170) 


counte! 


Among the 
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SOVIET PREMIER NIKITA KHRUSHCHEV appears in the background as Arthur 


Gilmore narrates a scene from “A Letter to Moscow.” 


The 28-minute color 


film, illustrating the advantages of the American concept of free enterprise, 


is sponsored by the Armstrong Cork Co. (Lancaster, Pa. 


tennial observance. 
to the U.S. 


as part of its cen- 


It answers challenges voiced by Mr. K. during his visit 
The film is available for showing from Armstrong without charge. 


Crane Shows Its Muscles—Will Try 
Proxy Fight to Gain Briggs Control 


CHICAGO the double 
blow of law suits from the Federal 


Trade Commission on the one hand 


Following 


and Briggs Manufacturing Co. on 
the other, Crane Co. began to show 
its muscles last month as chairman 
and chief executive officer Thomas 
Evans announced that Crane will 
seek to oust the present manage- 
ment of Briggs by a proxy fight. 

that Crane 
previous offer to 
purchase outright the Warren, 
Mich 


some $14 million. 


Evans also said has 


withdrawn its 


fixture manufacturer for 


s Crane filed an answer in U. S. 
District Court (Detroit) to a dam- 
age suit, brought by 
than $1 million. 


In the 


Briggs, for 
more 
answer, Crane admitted 
that it is trying to acquire Briggs 


Gifts for Just Looking 
FREE PURSES will be given to consum- 


ers who visit contractors’ showrooms 
to see In-Sink-Erator Manufacturing 
Co.'s Gold Comet food waste disposer. 
The pretty miss is the real-life counter- 
part of the fashion model in the Ra- 
cine, Wis. firm’s consumer advertising. 


but denied allegations made by 
Briggs that public reports of the 
acquisition move had caused Briggs 
to lose $350,000 in orders. Briggs is 
seeking triple damages under the 


(Please turn to page 12) 





News .. . continued from page I1 


pLUMBIN 
INFOR 


MAT 


Ses Deve opment lastitute 


5ET A PROGRAM STARTED 


“WE'LL HELP YOU START CONTRACTOR SALES TRAINING.” That was the theme 


of a display by the 
Central Supply Assn 
Norm Wicks 


were 


Plumbing-Heating-Cooling 
meeting in Chicago 
left), executive director; William Fitzpatrick, PHCIB presi- 


Bureau at the 
On hand to help wholesalers start 


Information 


dent; and David Braun, director of the bureau’s Sales Development Institute. 


Chicago Journeymen Give Up Coffee, 
Travel Pay for 32-Cent Wage Hike 


Cuicaco—One of the 


in the Cole Porter musical of a few 


top songs 


years back was sung to a 
“Td 


sianca, 


pretty 
miss: 
Sanka, 


might 


give up coffee—even 
you!” This 

the theme 
Windy City 


They gave 


fon 


well have been 


song last month fo 
journeyman plumbers. 
up their coffee breaks for that 
charming lady “Dough.” 

The journeymen waved farewell 


to coffee breaks along with travel 


Can an employee claim a 


pay to and from jobs in exchange 


for a contract worth 32 cents an 


hour over a two-year period. 
= Stephen Bailey, business man- 
ager of Local 130, announced the 
new contract which was approved 
by the union membership. 

“We aren't going to stand for any 
featherbedding practices,” Bailey 
said. “We want our men to put in 


eight hours a day and do a good 


Proxy Fight Ahead in 
Crane Bid for Briggs 


(Continued from page 11) 

government's anti-trust laws. 
Crane’s answer said “any losses 
the plaintiff (Briggs) 
are not due to any activity of the 


suffered by 


defendant,” and pointed out that 
“the trade in general has suffered 
a loss of approximately 14 percent 
during the first quarter of 1960.” 

Crane 


filed an affidavit to quash a move 


In another court action, 
by Briggs for a preliminary injunc- 
Crane 


from voting its Briggs stock at the 


tion which would restrain 
latter's annual meeting June 15. 
Crane list of 
seven candidates for election to the 
the 
injunction were upheld, Crane 
able to 


headway in the elections. 


has submitted a 


Briggs board of directors. If 


would not be make any 


2 No further developments were 
revealed in the FTC’s charges that 
Crane violated the anti-trust laws 
by acquiring the assets or stock in- 
terest in Chapman Valve Co., 
Briggs, National-U.S. Radiator 

Co. 
FTC 


that the acquisitions “may substan- 


Corp., Swartwout and Pipe 


Fabricators Inc. contended 
tially reduce competition or tend to 
create a monopoly.” (See At Press 
Time for any late news.) 


day’s work for a good day’s pay.” 
He said that the Local 130 was 


(Please turn to page 14) 


lower-rated job on the basis of seniority? 


See answer, page 14 





HOPE I'LLGET THAT) Sorry. 
MAINTENANCE CHARLIE. WE 
SPOT. I'M GETTING \GAVE IT To 
TOO OLD FOR HARD j YOUNG 80B 
WORK. “> 





LEE) 





GOSH CHARLIE, 
YOu'vVE GOT 
SENIORITY. 

BOUNCE THE 

Guy / 


SURE, 
THEY HAVE 
TO GIVE IT 

















| HAVE WE NEED | 
OVER I5 YEARSYCHARLIE WHERE 
SENIORITY. _ HE IS. 

rf = A“ 
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WELCOME TO THE NEW PRESIDENT is extended by the retiring president of 
the Southern Wholesalers Assn. From left are John Smither, Smither Plumbing 
Supply Co., Birmingham, Ala., 2nd vice president; Lloyd Noland Jr., Noland 
Co., Newport News, Va., new president; C. A. Baker, Baker-Mitchell Co., 
Charlotte, N. C., retiring president; and O. C. Kyle, Peninsular Supply Co., 


Miami, Fla., 1st vice president. 


See page 174 for complete convention report. 


Set Long-Range Plans for Developing 
Residential Hydronic Heating Market 


WASHINGTON, D.C. 


market development plan, designed 


A long-range 


to increase the sale of residential 
hydronic heating, was launched re- 
cently by the National 
Plumbing Contractors in coopera- 
tion with the Better Heating-Cool- 
ing Council. 


Assn. of 


Both groups agreed on a four- 
point plan that would: “amalgamate 
the hydronic industry’s technical 


knowledge of promotion, selling, 
design and installation; provide a 
the 


members of 


in- 
the 
industry; develop for contractors a 


method of distribution of 
formation to all 


sound hydronics sales approach to 
the major residential markets; and 
intensify consumer desire for hy- 
dronic heating systems.” 


» The new plan was proposed by 
NAPC’s public relations committee 
chairman, Leonard Kiley, a con- 
tractor from Salem, Mass. 

The first phase of the plan would 
be aimed at accumulating, expand- 
ing and exchanging the industry’s 
technical and sales know-how 
through a series of contractor- 
wholesaler-manufacturer seminars 
The first seminar will be held dur- 
ing the NAPC convention in Cleve- 
land, June 20-23. Follow-up sem- 
inars will be held at the national, 
regional and local levels and will 
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be conducted by local affiliates of 
the NAPC and BHC. 

Immediate results of the seminar 
phase, Kiley said, would be to 
‘broaden the market for hydronics; 
the encoun- 
tered by contractors in the field; 
field-test the 
theories and practices of the hy- 


pin-point problems 


research-developed 


dronics equipment manufacturers; 
and define the principal markets 
for residential hydronic heating. 
s “Eventually,” Kiley said, “the 
plan would develop into a continu- 
ing series of case histories of suc- 
cessful hydronic installations of all 
kinds, broadening the program still 
further to include commercial and 
industrial installations.” The plan 
also calls for the production of sales 
promotion materials for contractor 
application. 

The new plan was seen by some 
NAPC officials as a “natural com- 
plement to BHC’s recently an- 
nounced hydronic wholesaler sales 


Right This Way, Gents 


SHAPELY GUIDE: Show princess Julie 
Jarrett was ready to give assistance 
to visitors viewing new equipment 
displays at the recent Western Air 
Conditioning, Heating & Refrigeration 
exhibit held in Los Angeles. 


Gammie Gets AEC 


Nod for Leak Tracing 
Cuicaco—The U,. S. Atomic En- 

has, in effect, 
Donald Gam- 


radioactive 


ergy Commission 
licensed contractor 
mie to use fluids in 
pipe leak detection work. 
Gammie now becomes the only 
p-h contractor in the nation who 
has AEC consent to work unsuper- 
vised with radioisotopes in both 
solid and liquid forms. 
1953 he’s held a 


for handling solid radioactive co- 


Since license 
balt. The new license permits him 
to use radioactive sodium in a chem- 
ical or physical form. 

In leak detection work, Gammie 
had previously operated under the 
Nuclear Chicago 
Corp., a Des Plaines, Ill. instrument 
manufacturer. 


supervision of 


Gammie’s radioisotope work was 
described in the April and May is- 
sues of DoMEsTIC ENGINEERING. 

(NEWS continued on page 14) 


plan.” In the wholesaler plan, the 
“traditional methods of distribution 
are stressed, along with a new team 
approach to selling.” 


"BELL «GOSSETT 


BACHARACH 





News .. . continued from page 13 


BIG ENOUGH FOR EVERYONE TO HEAR? No, the 


bolizes Kelvinator’s spring appliance promotion. 
f g ap 


large telephone only sym- 
The American Motors Corp. 


division’s pretty miss is calling dealer salesmen to quiz them on the “Big 


Plus” features of the firm’s new appliance line 


each salesman 


homeowners with some 


Prizes range up to $250 for 


A consumer contest, running concurrently, will award lucky 
$50,000 worth of household products 


Wholesaler Group Hits Manufacturers 
for Direct-Selling to Contractors 


Cutcaco—Wholesaler members of 
the Central Supply Assn. have re- 
ported sales losses “in 
$114 million” 


facturers selling direct to contrac- 


excess ol 
as a result of manu- 
tors. The figure was revealed at the 
recent CSA meeting by Ralph 


Cook, president, who reported the 


results of a preliminary survey of 
54 members in 26 central states 
Cook said that the results “have 


been both astounding and disturb 


Here's answer to the labor- 
relations question, page 12 


ARBITRATOR'S 
DECISION 





NO seniority IS A 
FACTOR IN PROMOTION 
OP THE JOB LADDER. 
PERSONAL DESIRES 
NEVER TURN A 
REDUCTION IN GRADE 
INTO A PROMOTION, 
Based on a /959 
| Penns y/varnia Decision 











ing. This is a serious problem.” 
As reported by DE in last month’s 
At Press Time section, 54 of the 67 
members surveyed said that direct 
elling by 


manulacturers to con- 


tractors has been a competitive 
problem during the last six months. 

The that 
1,111 sales valued by CSA at $1,- 
277,000 were sold direct during the 
Cook that 


“some sales have 


survey revealed some 


period noted while 


might been re- 
ported twice in the same area, this 
irregularity was more than com- 
pensated for by the fact that many 
wholesalers acknowledged the ex- 
tent of the problem but refused to 
guess at any job or dollar figure.” 
s Prefacing his remarks to the 
that 
manufacturer “has the right to set 


his own sales policies. CSA cannot 


meeting, Cook stressed each 


take any action, direct or indirect, 


to influence these 


policies.” He 
added, however, that the associa- 
tion can serve as a “clearinghouse 
for information on direct-selling 
practices in its area and report to 


the industry.” Cook told the meet- 


Journeymen Give Up 
Coffee for Wage Hike 


(Continued from page 12) 
the first union in the nation to pro- 
that 
must not leave job sites except for 


vide, in a contract, workers 
lunch and personal breaks. 

“We don’t object to coffee drink- 
ing on the job, while a man is work- 
“but 
though our members have not 


ing,’ Bailey added, even 


abused the privilege, leaving the job 


in the middle of the morning or 


afternoon for coffee is out. It is a 
wasteful, costly practice.” 
the 6,800-member Lo- 


eal 130 signed an agreement to 


Last year, 


dump all restrictions on the use of 
power equipment and tools. 

e The new “coffeeless” contract w 
negotiated with the Plumbing Con- 
tractors Assn. of Chicago, the 
Northern Cook 
& Heating Contractors Assn. and 
the West Suburban Plumbing Con- 


tracters Assn 


County Plumbing 


The three groups 
represent some 639 contractors in 
the area 

The new pay hike, effective Jure 
1, will 
from $3.95 an 
June 1, 


hour will be paid, raising journey- 
$4.20 an 


boost wages 


journeyman 
hour to $4.03. On 
1961, another 15 cents an 


man wages to hour. In 
addition, six cents per hour per man 
will be paid by contractors to the 
welfare fund, plus one cent pei 
the 


Hitherto, only con- 


hour per man for apprentice 
training fund. 
tractors who employed apprentices 
had to pay into the training fund. 
The total training contribution, 
however, is not to exceed $75 per 


month per contractor. 


ing that industry manufacturers, 
having made the decision to market 
their products through wholesalers, 
“have a vital interest in helping 
their distributors maintain econom- 
ic health. the 


represent his 


Otherwise, whole- 


saler cannot manu- 
facturers on an adequate basis over 
any reasonable period of time,” he 
said. 

In summary, Cook urged whole- 
salers to take a three-step approach 
the direct-sales 


toward settling 


(Please turn to page 131) 
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“90% of our service calls come to 
us through the Yellow Pages,” 


says Norman Rupert, Rupert Plumbing & Heating Co., Albuquerque, N. M. 


“About half of our business is repair and service work in homes. 
About 90° of these jobs come to us through our Yellow Pages 
advertising. That’s why if I had only one advertising medium 
to choose, I'd select the Yellow Pages. We have been Yellow 
Pages advertisers since 1943 when we started in business.” 
You, too, will find it pays to make Yellow Pages advertising 
your basic advertising medium. Yellow Pages helps to tell your 
prospective customers where they can reach you when they 
are ready to buy. 

Making home-owners in your community aware of your services 
and the equipment you sell means more business, Call the 
Yellow Pages man at vour Bell telephone business office. He'll 
be happy to give you all the details without obligation. 





@ PLUMBING 
@ HEATING 
@ CONTRACTING 


REPAIRING 
OF ALL TYPES 


Blectronic Pipe ond 
leat Finder 


24-HOUR 
SERVICE 


CH 7-8138 
OIAL 
Becme CH 7-9308 
Sewer Servi 


NIGHTS, SUNDAYS AND HOUDAYS Di 4.0257 
18635 LOMAS BLVD., N.E. 











THIS DISPLAY AD (reduced) under 
Plumbers plus other ads under Water 
Heaters, Heating Contractors, Air 
Conditioning Contractors and other 
headings, bring business to Rupert. 





Find Us Fast 


In The '| Display this sales-building emblem wherever your prospects can see it. 





Yellow Pages 


——, 


The Yellow Pages representative will gladly supply as many as you need. 
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Whether by automobile or move- 
ment of gases and liquids by pipe- 
line, today’s trend in transportation 
is toward efficiency and economy. 
HUSKY steel welding fittings are 
designed to provide both. In fact, a 
welded system using HUSKY fittings 
can now be installed for no more 
than a threaded system. Or, looking 
at it another way, you can save as 
much as 85% per fitting over the 
welded fittings now in use! HUSKY 
fittings are ideal for all Schedule 40 
piping and fully comply with A.S.T.M. 
A234 specification... perform 
admirably at much lower cost. + 
ASK FOR FULL PARTICULARS FROM 


6 e 
k fitt n S mM Ga n YOUR WHOLESALER...OR WRITE 
NIBCO INC., Dept. Ks-5506. Elkhart, Ind. 


ransportation, 


HUSKY 
REDUCING 


too! 


<¢ D> 


HUSKY 
STANDARD 
TEE 
HUSKY 
ECCENTRIC 


ha REDUCER 


N 


MURKY 
4y 
FLAUW 


HUSKY ia i Current jobs where HUBAY FITTINGS are 
CONCENTRE being used inelude the followita: MAIBER 
REDUCER PERMANENTE CEMENT PLANT, Nanahuli, 
Hawall: U.S, STEEL CORP,, Chicago, Hii 

nol TEXAS A A M COLLEGE, College 

Station, Texas; WOODLAND CHRISTIAN 

CHURCH, Lexington, Kentucky; PURDUE 

UNIVERSITY, West Lafayette, Indiana; 

McCHORD AIR FORCE BASE, McChord, 

P Washington SONOMA COUNTY Civic 

HUSKY CENTER BUILDINGS, Santa Rosa, Cali 

00 fornia; NORTHWEST ORIENT AIRLINES 

ELBOW FACILITIES, Minneapolis, Minnesota; 

MEMBER FIRST BAPTIST CHURCH, Lima, Ohio. 
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a 6=— 

wipe nica ae methods 
get 

outdated, 


too! 


FLINT AND 


FLINT AND WALLING 


PROFIT PACKAGE, 


Sell 
the 
protit 
package 


FLINT SWALLING 


KENDALLVILLE, INDIANA 
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sence of vents caused the leaks, 
but the contractor pointed out 
that the installation had been 
accepted by the property owner 
some time before the accident. 


Therefore, according to prece- 





dent, he said, the contractor 


— could not be held liable. 

ee, 

5’ S T iH E LAW However, the court replied 
is that this rule “is no longer law 


The modern tendency is to hold 





Legal Decisions of Interest to Contractors conkenctons io the emia aaah 


ard of reasonable care for the 
protection of anyone who may 
foreseeably be endangered by 
negligence, even after accep- 
Seller Didn't Install: sued for negligence over the tance of the work.’ Under this 
death of a girl asphixiated by new attitude of law, the contrac- 
Who Pays for Snafu? fumes escaping from a furnace tor was considered liable. 
he installed. Citation: Tomchick v. Julian 


Evidence indicated that ab- 340 P. (2d) 72. END 


A hotel purchased a large air 
conditioner from one firm but 
hired another for the installa- 
tion. The unit proved too large 
to be moved through certain 





passages, so the installer cut it 
into four parts with a blow torch, 
then reassembled it inside 

The unit did not perform satis- 
factorily, and the hotel sued the 
original seller. In subsequent 
hearings, however, the court 
ruled that when the installer cut 
the unit into pieces he automat- 
ically relieved the seller of re- 
sponsibility for its operation. 

Citation: B. H. Tureen Hotels 
v. Nachman, 317 S.W. (2d) 422 


When Does Job YOU BE THE JUDGE 
Responsibility End? 


If injury to someone results A plumbing contractor agreed to work on a $6,000 in- 


If you were a judge, how would you decide this case? 


from a poor installation after the stallation for a property owner. Part way through the 
snieactor'« week has heen ac- job, the property owner complained that the work was 
cepted by the owner, is the con- unsatisfactory, and he refused to let the contractor finish. 
tractor still responsible? The contractor sued for his investment in the work, point- 

A recent case turning about ing out that he had not differed from specifications and 
this point shows the changing that his completed work was of value to the property 


attitude of the courts. At one owner. Did he collect? 


time, a p-h contractor whose 
work was accepted by a property In cases like these, the court rules on three points: 
owner generally was not held (1) Is the completed work of value? (2) Has it fulfilled 
negligent should injury subse- specifications? (3) Was the work left unfinished through 
quently result. fault of the contractor? Because evidence favored the 
Recently a heating contractor contractor on all points, he recovered his investment. 


claimed this immunity from re (Citation upon request from Domestic Engineering.) 





sponsibility as his defense when 
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Finest Materials e Precision Machining 
Any Combination of Styles and Sizes for 


Lavatory, Closet and Sink Supplies. 


DELIVERY 


from one of the 
world's largest stocks 


EASTMAN 


PRODUCTS CORP. 


PLANO, TEXAS 
Factory Branch: Louisville, Kentucky 





| y is | 


Says Oris A. TATRO, President 


| j T&M PLUMBING COMPANY, INC. 
a Manchester, Conn. 


make possible a 
quality job at 


While grease test proves copper a stoppage nil” 





Continued Mr. Tatro, “If you have any doubts as 
to the quality of the job you can turn out with 
DWV copper water tube for the same amount of 
money as rustable lines, you should have seen the 
Capehart Housing: Project at Ft: Monmouth, N. J. 

“We would have been able to show you how 
men, with practically no experience in working 
with copper tube on the job site, or prefabricating 
it in the shop, were able to turn out the best quality 
job possible at the same price as rustable material. 

“The pictures shown here can tell you better 
than I the many time-saving advantages of working 
with DWV. And speaking of DWV I'd like to 
point out one thing: after ten years with copper, 
we have found stoppage of kitchen sinks, where 
copper drainage lines had been used, to be nil. 
Make the test shown at right; you'll soon see why. 

‘Another thing I'd like to add: a copper installa- 
tion is made to last, and it does.” 

You, too, will find that it costs no more (often 
less) to install a 100% copper job, than it does 
to use rustable pipe. 

Engineers, contractors, home builders and archi- 
tects have also found that copper water tube is 
equally important for use in air conditioning 


lines, radiant panel heating, oil burner and proc- 


essing lines. It’s also important that you specify a 
particular brand... Revere—oldest name in copper. 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
Executive Offices: 

230 Park Ave., N. Y. 17, N. Y. 
Mills: Rome, N. Y.; Baltimore, Md.; 
Chicago and Clinton, Ill; Detroit, 
Mich.; Los Angeles, Riverside and 
Santa Ana, Calif.; New Bedford, Mass.; 
Brooklyn, N. Y.; Newport, Ark.; Ft. 
Calboun, Neb. Sales Offices in Principal 
Cities, Distributors Everywhere. 


PICTURES TELL THE MONEY-SAVING STORY 
OF REVERE COPPER WATER TUBE & DWV 


1. CAPEHART HOUSING PROJECT—U S. Army Base, Ft. 
Monmouth, N.J., where 27,320 ft. of Revere Copper 
Water Tube were used for hot and cold water lines, 
drainage, waste and vent lines, in 130 units, 33 buildings. 


2. SHOP PREFABRICATION— means non-leak joints under 
ideal working conditions with jigs speeding up operations 
and making multiple bends a cinch. Saves installation time 


3. DWV “TREES” can be prefabricated too, because even 
the long lengths are so light one man can handle with ease 


4. ONE MAN and a pick-up truck can load and unload all 
the materials and prefabricated sections needed for a full 
day's work, in a matter of minutes 


5. 2 PLUMBERS and a helper, in one day, installed all the 
plumbing and drainage lines to complete 2 houses a day, 
each building having 4 apartments. Think of all the time 
involved if threaded pipe and fittings had been used 


6. WITH prefabricated sections, plumbing and DWV lines 
can be roughed in at the same time framing is put in place. 


7. GREASE TEST PROVES COPPER DOES NOT CLOG as does 
rustable pipe. Both copper and ferrous pipe (2) were lined 
with 3 oz. of lard. Then, 140° F. water was run through 
both simultaneously using a “Y"’ fitting. The lard left the 
copper tube within 8 seconds due to high conductivity of 
copper, the low mass and its gun-barrel smoothness . . . 
with no trace of residue. It took 29 seconds for the lard 
to leave the ferrous pipe. Note residue. It doesn’t take 
long for grease to pile up in amounts sufficient to cause 
clogging when drainage lines are ferrous pipe. Photos are 
unretouched. Arrow points to lard leaving copper tube. 


General Contractor: B. J. LUCARELLI, Newark, N. J. 
Revere Dist.: KANTOR BROS., inc., Newark, N. J. 
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N We FROM A. 0. SMITH...THE BOILER 


e YOU CAN PUT ‘MOST ANYWHERE! 


fhe NEW 


MODEL HW-80 BOILER 
a 


with 
— Uygic Hee 


Think of the things you can do with this mighty little boiler! Bid AVAILABLE 
successfully on hydronic heating, even in the competitive new home WITH AMAZING 
market... install it in larger homes as a second, remotely-located MAGIC-HEET 
unit ...spot two or more HW-80’s around commercial buildings 

to eliminate long piping runs. LESS THAN 

27 INCHES HIGH 


For these and many other hydronic heating applications, the (plus draft hood) 


compact new Permaglas HW-80 is light enough to mount on a shelf, 
attractive enough to leave out in the open and A.G.A.-approved for LOW-BULK 
close clearance and for installation on combustible flooring. And COPPER-COIL 
exclusive MAGIC-HEET, A. O. Smith’s extra assurance of complete CONSTRUCTION 
indoor comfort, gives you still another important selling point. 


MV17/7 


CeCe HEHEHE EEO HED 


With this new, low-cost, easy-to-install unit, the Permaglas 80,000 BTU/HR. 
boiler line now offers a complete range of sizes, from 80,000 to INPUT 
420,000 BTU input... makes it now, more than ever, your profit 
line for the ’60’s. 


hws 3) 
S 


CCPH ESHEETS EEEEE 


> 
Through research < CF. . a better way 


anand 


SEND TODAY FOR FULL INFORMATION 


A. O. SMITH CORPORATION 
Permaglas Division, Dept. DE-660 
Kankakee, Illinois 


Gentlemen: Please send me information on the new Permaglas HW-80 gas-fired boiler. 


PERMAGLAS DIVISION 
KANKAKEE, ILLINOIS bad NEWARK, CALIFORNIA 
A. 0. SMITH INTERNATIONAL S.A. MILWAUKEE 1, WIS. 


oe A Aa Gh A eh: ae ae a 





renee 


of famous Permaglas gloss bined wil henlie.. Durkay emnervialuate textos) 
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“AS IF BY MAGIC, 
AIR TROUBLES 
VANISHED” 


writes user of BaG Airtrol System 


» 





Circles enclose the B&G Airtrol Tank Fitting and Boiler Fitting. 


“Mr. Edwin B. Tidd, 
Mgr. of Field Research, 
Bell & Gossett Company 


“Dear Mr. Tidd: 

““We have been plagued by air in the top 
floor radiators throughout the projects we 
manage. Bleeding relieved 

the condition temporarily, 

automatic vents helped in 

some cases; however, com- 

plaints continued to pour 

in and our engineers 

worked around the clock 
without being able to —— 


ie BOILER 
correct the condition. FITTING 





Mr. Daniel C. Long 


“By chance, we read an advertisement of your 
‘AIRTROL.’ Knowing that any Bell & Gossett 
product can be purchased without the slightest 
doubt of its representation, we had the Airtrol 
installed on three new boilers in a section under 
construction. We have been free of heat com- 
plaints in the new section. 








BeG Airtrol 
System in- 
“After one year, we installed three Airtrols on stalled on top 
the boilers serving buildings in older sections outlet boiler. 
where complaints were heaviest. The results 

were beyond belief; as if by magic, our troubles 

vanished. 





AIRTROL 
TANK 


“This letter is to thank you, your great organi- FITTING 


zation, and Mr. Curt Sundell, your most effi- 


cient representative here, for the complaint-free B&G Airtrol Systems are GUARANTEED to 
heating season where the Airtrols are installed. B =) end air troubles in forced hot water systems 
& 








“Thirty-five boilers heating the projects which 
we manage will be equipped with Airtrols this 
summer. 





Very truly yours, G BELL & GOSSETT 


M. T. BROYHILL & SONS CORP. A Cc Oo M P AN Y 
(signed) Daniel C. Long, C. E. Dept. GF-1, Morton Grove, Ill. 


Property Management Consultant” Canadian Licensee: S.A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16,Ont, 
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Wholesaler ups price: 


Can contractor 


make him stick with original quote? 


IRON Mot We have 


encountered the following predica- 


NTAIN, MICH 


ment with a wholesaler. This sup- 
plier sent a written quotation for 
material on a construction project 
to a general contractor, and since 
the item was for the mechanical 
work, their quote was turned ove1 
to us 

Shortly thereafter we placed oun 


order with this supplier. Prior to 


this the writer 


talked over the phone with a repre- 


purchase order, 
sentative of the company to con- 
We 


assured that the price was still good 


firm the original quote. were 
and that they would even cut thei 
price for a duplicate order as we 
had two identical jobs needing this 
item. 

Following repeated phone calls 
and correspondence with this sup- 


plier, asking him to expedite sub- 
mittal data, we finally received a 
letter more than two months later 
telling us they could not furnish 
these units at the price of $2,400, 
and that the new price would be 
$3,500. 

Now the question is, can they be 
held to their original quotation to 
the 
turn 


general which in 


was confirmed to us as our 


contractor, 


purchase order indicates? 
R. J. BRANZ 
Mario Branz Co 


@ legal citations involving similar 
cases were sent to Mr. Branz. In addi- 
tion, we sent him an opinion by the 
author of our monthly legal column, 
attorney Leo Parker, who said: “If you 
can prove that by telephone conversa- 
tion an authorized agent of the sup- 
plier agreed to sell you material for 
$2,400, the supplier is liable for 
breach of contract. 

On the other hand, if you cannot 
prove the contents of this conversa- 
tion, then in order to win a favorable 
verdict you are obliged to prove de- 
finitely that the supplier agreed to 
furnish the material to you at the 
price specified in the quotation sent to 
the general contractor.’ 


Readers sound off on the Reichle plan; tell why 
they think it will wreck, or save, our 


Reichle’s Revolution: 
Salvation or Threat? 


ALLIANCE, O May 
your book for the first sensible ap- 
proach to the Reichle deal that I 
have seen 

like editors—I don't 
know yet whether this plan for di- 


I applaud 


I am your 
rect-to-consumer selling by whole- 
salers is our salvation or a threat, 
but I do condemn the other publi- 
cations for jumping feet first on this 
plan without going in and doing 
what your editors are doing. That 
is, getting the facts and doing a lit- 
tle research on the thing. 

This clear-cut, forward thinking 
on the subject and 


your open- 


minded approach proves editorial 
leadership. 
FLoyD SMITH 
Advertising Manager 
AllianceWare, Inc. 


e Our sincere thanks to Floyd Smith. 
Much has been written and said about 
the direct-to-consumer showroom sell- 
ing plan of wholesaler Walter Reichle, 
since its inception a year ago. 


@ We felt, however, that the conflict- 
ing reports appearing in various seg- 
ments of the trade press had served 
only to cloud the issues of the plan, 
particularly since the plan was vigor- 
ously attacked early this spring by the 
National Assn. of Plumbing Contrac- 
tors in its now famous “obey or be 
expelled’’ order to contractors. 

Our research at all levels of the in- 


industry 


dustry revealed an astonishing 
amount of misinformation on the 
Reichle plan’s objectives. We found 
that the issues of whether or not the 
plan is legal and its possible future 
consequences on the marketing struc- 
ture of our industry had been serious- 
ly distorted or underplayed. 


e We were concerned to learn that at 
least two publications devoting size- 
able space to the plan had done so 
without setting foot in the tri-city area 
of Michigan in which Reichle operates. 
Statements from industry leaders who 
were confused by these contradictions 
in the industry’s reporting job con- 
firmed our belief that the plan and its 
ramifications were plainly too impor- 
tant to be swept under the rug with- 
out a thorough airing. 

It is for this reason that DE dis- 
patched a team of six editors to the 
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Saginaw, Mich. area to study the plan 
in operation. Differences between the 
“theory” of the plan as conceived by 
Reichle—and the way it has actually 
worked out—are among the things we 
uncovered. 

Its national ramifications—both in 
the legal area and in its possible ef- 
fect on the industry’s marketing struc- 
ture—were revealed in one of the most 
intensive national studies ever under- 
taken by DE. 

What we found out is the subject 
of the special report beginning on 
page 83. Other comments on the 
Reichle plan follow. 


Cites Reichle’s “Courage, 


Progressive Thinking...” 
MIcH. It 


commendable that you are under- 


MUSKEGON, is very 
taking this national survey of the 
Reichle plan’s ramifications, as we 
that 
been fully covered 

As a that Mr. 


Reichle deserves a lot of credit for 


agree this situation has not 


whole we feel 


Calls plan a knife in the back... 


. This is one more knife in 
the back of the merchandising con- 
tractor. If we have to depend on 
someone else to sell our products 
for us, then our industry is really 
SICK SICK SICK! 

With the whole nation disgusted 
with the payola racket, some people 
within our industry suddenly think 
that this is the answer to our trou- 
bles 
how stupid we’ve been. 


Under the Reichle 


It figures .. . that’s just about 


plan, price 


his progressive thinking and cour- 


age to carry out his “direct-to- 
consumer” selling plan. 

The majority of wholesalers we 
speak to agree on one thing and 


that is that the present system of 





PLUMBER o- me YEAR 
AWARDS DINNER 




















“te 
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like to introduce the winner 


cutting would become even worse 
than now. I can envision that when 
the wholesaler’s retail sales begin 
to lag, the plumbing contractor’s 
profits would be the first to go. And 
the poor contractor, as an unwill- 
ing captive of the retailing whole- 
saler, would be too broke to do 
anything about it. 

H. W. Burts 

Mechanical Engineer 
O. J. Butts Co. (contractor) 
Fort Worth, Tex. 


distribution through plumbing 


and heating contractors—does not 
seem adequate 

In our area there are very few 
contractor showrooms and the pub- 
lic has very little knowledge as to 
where they can see our products 
Whole- 
salers agree that there should be 
changes, but do not agree on exact- 
ly what should be done. 


and how much they cost 


Due to changing economic condi- 
tions, an abundance of materials, 
and the growth of numerous busi- 
nesses outside our industry—where 
plumbing and heating merchandise 
can be readily purchased and 
the general 
our wholesalers and contractors are 


financed by public 
in a really competitive era in which 
there is no room for inefficiency 


s Another important factor is that 
in our area practically anyone can 
buy materials from wholesalers at 
approximately 10 percent over the 
price charged to the contractor. In 
other words a lot of wholesalers 
are selling to the public when they 
think they can get away with it and 
the little 
price protection 


giving contractor very 
As long as this prevails, we be- 
better to be open and 
above board, as Reichle is, and have 
a realistic published sales policy 
according to which the public can 
(Please turn to page 26) 


lieve it’s 
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(Continued from page 25) 
buy direct but with the contractor 
getting adequate price protection. 
We are a small wholesaler carry- 
ing quality lines in plumbing and 
heating and are not satisfied with 
the present method of distribution, 
wherein we are dependent on the 

installer to sell our products 
The remedy seems to be in some 
plan where we can make the public 


aware of what we have to sell and 
at what price they can purchase it 
and how, if can be 
financed. This need not bypass the 
plumbing and heating contractor 
except in those cases where he 
definitely will not be used to make 
the product installation. 


B. R. FISHER 


President 


necessary, it 


B. R. Fisher Co. 


“Let's all keep our perspective on the Reichle plan’ 


. I am certain that Reichle’s 
decision in establishing a showroom 
selling plan was made with a sin- 
cere desire to be of additional help 
to his contractor-customers, to 
channel more business through 
them and of course to help his own 
company 

I suggest that we all keep our 
perspective on the Reichle plan as 


well as other “new merchandising 
methods.” Each branch of the in- 
dustry should look critically at its 
own position and keep in mind that 
in the end success will be achieved 
only by a means of selling more 
products more efficiently in the 
modernization market. 

Your plans to report factually 
and completely on the sales pro- 


Privazoning debate continues: Dealer 
draws reply to blast at manufacturers 


Contractors told: Do your part in promotion 


New York City—I would very 
much like to letters to 
our trade publications on the sub- 


see more 


ject of Privazoning. Even though 
it is sometimes a controversial sub- 
ject, it is nevertheless one idea in 
our industry that deserves much 
more consideration than it’s had. 

(Editor’s note: See Byron Eplett’s 
letter in DE’s April issue, page 24 
Eplett, a Jonnstown, Pa. contractor 
and an vuutstanding merchandiser, 
raises the question of whose job it 
is to promote Privazoning, and an- 
swers it by assigning much of the 
initial responsibility to the manu- 
facturer who, he says, has failed to 
live up to it.) 


alf there are those who do not like 
the label “Privazoning,” they need 
only think of it as a “bathroom for 


every bedroom’’—and the sales po- 
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tential then becomes tremendous. 

The concept of Privazoning itself 
is more applicable to new residen- 
tial construction than it is to mod- 
ernization work because of the lay- 
out and design characteristics of a 
Privazoned home. 

To support this, plumbing fixture 


motion program of Reichle Supply 
Co. are to be commended. 
JAMES PEERY 
Secretary 
Central Supply Assn. 
Chicago 
@ For Mr. Peery’s complete comments, 
and other statements, see the special 
report beginning on page 83. 


Wants Copies of Steam 
Heat Servicing Articles 


Macoms, Itu.—If possible, please 
send us six copies of the articles in 
your March and April issues on 
trouble shooting steam heat jobs. 

As steam is used very little in 
our area in new work, many of 
our newer men need something like 
this article to help them to become 
familiar with possible troubles in 
older installations. 

It’s a very well written report. 
You don’t have to wade through 
several thousand pages to get what 
you want. 

G. E. WINTER 
Connor Co. (wholesaler) 


manufacturers have been quite ac- 
tive in promoting the concept with 
home builders. Quite a number of 
ads have run in builder magazines, 
and exhibits at builder shows have 
been turned over nearly 100 percent 
to the promotion of Privazoning. 
Booklets and manuals that sell the 
concept prepared by 
manufacturers, and our trade group 
(the Plumbing Fixture Manufac- 
turers Assn.) has a film that is used 
to outline the sales potential in 
Privazoning for builders. 

But this is only the first step in 

(Please turn to page 30) 


have been 


Are there too many magazines 
in the plumbing-heating field? 


Kansas City, Mo.—The mail is 
flooded with magazines for the job- 
ber and the contractor but, to our 
way of thinking, there is only one 
real publication for the industry 
and that is yours! 

There is a possibility that we 


may wish to send it to all of our 
salesmen, some 20 or 25 men. Do 
you have any special rates for mul- 
tiple subscriptions? 
A. J. SUITER 
President 
U. S. Supply Co. (wholesaler) 
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Harcraft 
flexible supplies 
measure up 
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1 2 3 4 5 6 } 8 9 10 ll ] 





ask your wholesaler for 
Harcraft flexible supplies 


We teil thitg Hon 10 wale... 
Harcraft Brass 


A DIVISION OF HARVEY ALUMINUM 


Warehouses in Atlanta, Boston, Chicago, 
Dallas, Los Angeles, New York 


GENERAL OFFICES; TORRANCE, CALIFORNIA 





it smart-and install 





CARLTON'S us, co 


Patent *2,925,609 


the 

Stainless Steel Sink 
with the 

New Disposer Bowl 























-—because the right sink 
is essential to any 
waste disposer’s efficiency 


Here is a simple suggestion that can save you lots of installation Phe new Carlrim Disposer Bowl Sink 
° T ° J ivallable \ h disposer outlet a gt 
headaches in the months ahead. No matter what kind of a garbage shanks ig tian ahead ta eae aa 


disposer you put into kitchen specifications, simply specify a Stainless Steel Sinks carefully designed 
Carlrim Disposer Bowl Sink to go with it! The new Carlrim teams for the kitchens of tomorrow. It comes 


elf-rimmed for easy, sanitary drop-in 
7) 
ec 


up with any waste disposer as neatly as ham teams up with installation. Beca like all Carlton 
eggs! ... Notice (above) how the drain outlets have been moved Sinks) it is made only from the finest 
to the rear to provide more work surface. See how the disposer steel, it cannot rust, chip, crack ot 
outlet has been recessed to hold more kitchen scraps and speed an aren ig ee niger Me aera 
up waste disposal. Noise and vibration almost disappear because te le aes pg Irim Sink, 
of the new Carlrim Sink’s special sound-deadening undercoat- or write for Catalog No. 860 to Sink 
ing. Why not play it smart—and specify CARLTON’S New raccaed ‘tasdinos aa 
CARLRIM —since it costs so little more! 


Type 30 18-8) nickel bearing stainless 


OKS @ 
5 * 


YOU JUST CAN’T BUY BETTER— 
STAINLESS STEEL WHEN YOU BUY... 
“4sr5 or 


ee a ee 
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SELL f+} INSTALL to FIGURE § 


with the Dunham-Bush COMPLETE Line of 


Quality Hot Water Heating Equipment 





Everything but boiler and piping and the job’s 
Dunham-Bush complete! Not only Dunham-Bush 
circulators, valves, fittings, specialties, controls, 
but Dunham-Bush convectors and _ baseboard 
radiation, too, 

Dunham-Bush completeness . . . (for your com- 
plete figuring, installing, selling satisfaction)... 
lets you order once from one source... rest 


responsibility on one source...enjoy easier, 


quicker installation time from exclusive design 
developments. 

Your D/B Hot Water Heating Brochure 
#1551A is packed with profitable product infor- 
mation. Write for it today. It’s offered free to help 
you sell more with more profit and less headaches. 

And remember, plumbing and heating whole- 
salers in most principal cities stock Dunham-Bush 
quality products. 


® FASTER 


4 
) 
~~ 


D 


Duna BUSH 


AIR CONDITIONING + REFRIGERATION + HEATING + HEAT TRANSFER 


WEST HARTFORD, CONNECTICUT «+ 


Dunham-Bush,Iinc. 


WEST HARTFORD 10 e 


MICHIGAN CITY, INDIANA 


CONNECTICUT e¢ U.S.A. 


MARSHALLTOWN [OWA + RIVERSIDE CALIF 


suesoranmies 
earn, me Cemera neuen (CAmAaA) TO 
enewsTen my romero CAmon 


mma Quen LTO 
PORTSMOUTH ENGLAND 


ORNA 





rreren Commons Tam (Camaoa) 1O 
On Ore er ame 
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hee ie and Supply Lines. 


with the Ne “ KOLLMANN 
KM -1500 “02220 -2XZZEG'" 


The ‘“‘advanced design” of the powerful new Kollmann KM-1500 
Speed-Kleen incorporates aluminum alloys in a streamlined unit 
which is lighter, stronger, faster and easier to use .. .on ANY flow 
line ANY where. 


Master plumbers and plumber drainage specialists will save time 
. enjoy the convenience of these NEW features: cable-distance 
counter, automatic cord-reel, headlight, extra service receptacle, 
handle-bar legs, powerful 14 H.P. electrically reversible motor, ball- 
bearing wheels and the exclusive Kollmann fingertip control for 
instant starting-stopping-reversing. 
The new Speed-Kleen easily handles 150’ of sectional cable at 
700 rpm. ‘Ready to use” on 3” straight runs or 4’’ to 6” traps and 
RUGGED bends . . . quickly adaptable to lines from 
POWERFUL 114” to 10”. 


yet” 


INSTANTLY 


PORTABLES NEW Machine Steel “T-Slot’’ Coupling 


944 ‘ ih " ) 
Mik Cable sections are coupled 


quickly, positively with the new Kollmann patented 
“T-Slot"’ Steel Coupling. Under normal conditions, 
they last throughout the long service life of the 
cable itself. 


Ask your favorite Supply House 
or write for literature. 
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(Continued from page 26) 
getting Privazoning from the idea 
stage to the practice stage. It needs 
to be followed up actively with lo- 
cal builders by local plumbing con- 
tractors who can get a builder to 
use the Privazone idea in one or 
two model homes. 

When a plumbing contractor ex- 
periences the multiple installations 
in a Privazone house as compared 
with the conventional one-and-a- 
half baths, he can quickly see what 
this increased potential can mean 
to him. 

Manufacturers in any industry 
are more likely to invest money in 
selling and promoting an idea when 
there are strong chances of it being 
promoted in a similar manner at 
the contractor level. 


eln our own industry, I am confi- 
dent that manufacturers of plumb- 
ing products will be much more ag- 
gressive in selling Privazoning, as 
well as promoting bathroom mod- 
ernization for existing homes, when 
plumbing contractors—either indi- 
vidually or in groups—accelerate 
their own advertising and promo- 
tion programs to sell more and bet- 
ter quality fixtures in both new and 
existing homes. 

R. W. WILLIAMS 

General Marketing Mgr. 
American-Standard, P-H Division 


He Likes the News of 
Hydronic Heat's Success 


New York Crry—I’d like to ex- 
tend thanks on behalf of the Nation- 
al Better Heating-Cooling Council 
and its local affiliates for the thor- 
oughly excellent article describing 
Milwaukee’s success in promoting 
hydronic heating in your March 
issue. Please advise quantity re- 
print prices. 

Roy BrEDHOLT 
Better Heating-Cooling Council 


How to Make Hydronic 
Jobs Competitive 


New York Crty—I want to ex- 
press our high appreciation for the 
article in your March issue regard- 
ing our new I-B-R Guide No. 400. 

Your cooperation on behalf of the 

(Please turn to page 32) 
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@ It’s the added profit, the increased dollar volume that makes your 
business prosperous—that makes Tife worth living! General Filters 

7. products can help you—in a BIG way! Byery heating plant service 
call you make is an o portunity 1 ither install new units or renew 
efficiency with General Filters produc Vhen you look at your sparkling 
monthly profits column you will find G ducts are the best scene 
stealers you have ever seen, They give ar performance every 
time—all the time! ee 





Re wove 


C. 
FUEL on FILTER 


TanpaRo MOP “Sil . 


CLAMS 
On oa coat 


1A-25A 


CLEAN RIGHT 
i i Soot Remover 
FILTER ‘‘Moisture-Matic”’ , ) | 
800 HUMIDIFIER © siuetzansZc.teaine cos ina 


© Works in every type heating plant— 
oil, coal, gas, wood. 


» Lifetime cast iron and steel con- 
Struction protected with rust re- 


Lifetime neoprene diaphragm. 
sistant plastic coating. 


fl . iw 
No float to stick, clog, or rust Fast acting! Consumes a 4” layer of 


» Wool felt cartridges (replaceable) Corrosion-proof molded pan. soot in 2 to 5 minutes. 
—trap moisture, dirt, lint; pre- » Chrome-plated valve. 


ant le cl , gumming. - 
a ee ee ee Holds up to 15 “Porous Weave “a sei siuedbliauele ts! 
(replaceable) plates. on-corrosive ; won't harm burner parts ! 


® Safe! No flash, no flare, no intense heat. 


» Wool felt element cleaned and 
bonded to center mesh core. 1 year guarantee on parts. * Light, powdery—can be sprayed or 
“spooned”’ into chambers and flues. 
Installs in 30 minutes (average 


» Two sizes fit all plants— ime). e Use on every call; sell to customers. 


Member 
Humidifier 


_Asocition Ask Your Jobber tor these GF Products 


s © = N = RAL F I LTE ad Ss 9 i nc. 43000 Gant Sve ee 
IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough, Ont. 
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THE POWERS REGULATOR COMPANY 


Dept. 660, Skokie 46, Illinois 
Rush me 


as follows 


Name 
Title 
Company 


Address 


To help you 
Sell more 
Powers 
Profitmakers 


This 3-color folder and envelope 
stuffer is another Powers selling 
tool to help you increase turnover, 
build more profits on Powers line 
of temperature control equipment 
a easy-to-sell equipment like 
this No. 11 Indicating Regulator. 
Selling ammunition like this is only 
one of the money making advan- 
tages of the Powers line. Here’s 
more 


. products engineered and built 
for a lifetime of trouble-free 
service. 


. there’s a Powers product to 
meet any of your customer’s 
temperature control needs. 


. national advertising pre-sells 
your customers, brings in profit- 
able sales leads. 


Mail the coupon today for a supply 
of the free Powers folder. Use it to 
mail out, use it to hand out . . . im- 
printed with your name. 


THE POWERS REGULATOR COMPANY 


Dept. 660, Skokie 46, Illinois 


copies of Form No. 119-400 folder imprinted exactly 

















Colorful folder also helps 
you sell these products... 


Powers Hydroguards for safe, ther- 
mostatic control of water tempera- 
ture; Type D Mixer for steam and 
water; Flowrite Valve for precise 
control of heating medium; air 
operated Accritem Regulator and 
Dial Thermometers, rigid or remote 
bulb types. 


In Canada: The Powers Regulator Co. of Canada Ltd. 
Downsview P.O., Toronto, Ont. 


Letters 





(Continued from page 30) 
hydroniecs industry and this insti- 
tute is extremely gratifying. 

R. E. FERRY 
General Manager 
Institute of Boiler & 
Radiator Manufacturers 


@ The |I-B-R Guide (No. 400) tells how 
contractors can save money on the job 
and make hydronic installations com- 
petitive, while at the same time re- 
taining quality in their installations. 
The manual is described fully on page 
110 of DE’s March issue. Readers in- 
terested in obtaining it should write 
to Mr. Ferry at the Institute, 608 Fifth 
Ave., New York City. The price is 
25 cents per copy. 


How to Correct Bid- 
Handling Abuses 


Santa Ciara, Catir.—Thank you 
for your article on bid depositories 
It was a pleasure to send you our 
views, and we feel that your publi- 
cation did our industry a great 
service by running this article. 

May we add our praise to youn 
efforts toward the betterment of 
bidding procedures. 

C. W. STINNETT 

Executive Manager 
Assn. of Plumbing, Piping and 
Air Conditioning Contractors 


@e The article to which Mr. Stinnett 
refers was a 15-page report in which 
DE put the spotlight on some 30 bid 
depository plans currently operating 
in the p-h industry. These depositories 
have their own variations. But they’re 
alike in that they aim to correct bid 
handling abuses by establishing cer- 
tain practices in the submission of 
mechanical subcontract bids that will 
encourage “fair and open competitive 
bidding.” 

A few copies of the report are still 
available, If you’d like one, write to 
the editor, Domestic Engineering, 
1801 Prairie Ave., Chicago 16. 


What Qualifications 
Does an Inspector Need? 


Sioux Fatis, S. Dak.—In the 
past I've requested information 
from you and have had excellent 
replies. For this I’m very grateful. 
Now I find I’m in desperate need 
for more of your help. 

Our city’s population is about 
60,000, and in our inspection de- 
partment we have three building 


(Please turn to page 34) 
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American Airlines’ Jet Maintenance and Engineering 
Center, Tulsa Municipal Airport 


In the jet age 


it’s , Fome 


we 
=< 


American Airlines has “staked out” its claim on 
the jet age with a $20,000,000 expansion pro- 
gram at the AA Jet Maintenance and Engineer- 
ing Center, Tulsa Municipal Airport (above). 
Under the program almost 600,000 square feet 
of space have been added . . . new shops for 
turbine engine overhaul, fuel control, jet air- 
plane overhaul, jet test cells, to mention a few. 
And at a cost of some $3.5 million, more than 
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er anew 
SP et TR ies 
PAE PRA 
Teh. aR 


15,000 kinds of new items for jet age service 
and maintenance have been gathered at the 
Jet Center. 


You name it . . . ultrasonic cleaners, mass spec- 
trometers, automatic pilot mock-up. American 
has it. . . the finest, most modern equipment 
there is, including Acme Packaged Chillers. In 
fact, in four areas . . . jet fuel control testing 
rooms, standards laboratory, gyroscope overhaul 
shop and two new jet engine test cells . . . where 
air conditioning and humidity control require- 
ments are critical, you'll find ever-dependable 
Acme chillers at “the heart” of the systems. 


Yes, for delivering “the goods”. . . for minimum- 
maintenance, trouble-free performance you can 
depend on Acme. Ask an Acme user . . . ask 
Hugh E. Gallemore, Manager of Facilities 
Maintenance at the Jet Center. 


INDUSTRIES, INC. 


JACKSON, MICHIGAN 


Manufacturers of quality air conditioning and refrigeration 
equipment since 1919 
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(Continued from page 32) 
inspectors, two electrical inspec- 


tors and one plumbing inspector 
with a part-time assistant. Our city 


No 88-M-M.1 commission recently decided to 
e e + 


combine all inspections on dwell- 

ings and small commercial build- 

TEMPERATURE ings. In other words, the first in- 

spector on the job will start and 
& complete all inspections. 

I very strongly oppose this idea. 

I believe the people are entitled to 

PRESSURE VALVE competent inspection by qualified 


inspectors in their respective fields. 











| I can't see how we can be jacks- 
| V. N.B. of-all-trades. 


We would appreciate your views 














. | on this and would like to have any 
gives you | information you may have as to 


whether other cities have at- 


tempted this fallacy. 
THE MOST W. C. ZIsKE 


Plumbing Inspector 


e@ We agree wholeheartedly with Mr. 
A.G.A. 1,1 10,000 BTU/hr Ziske that various types of inspections 
should be kept on an individual basis 
rather than combined. There are too 
for many technical matters coming under 
the various skills involved for one 
| man to understand and inspect them 
all as a qualified authority. 

THE LEAST e@ DE found that the idea of combin- 
ing several types of inspections was at 
one time considered by some cities 
including Chicago, Milwaukee and 
Denver—but the idea was dropped 
after due consideration. 

A valve designed and built for: Some cities have found it desirable 


© combine certain closely related in- 


BETTER SERVICE & LONGER LIFE 9 scec'om.ine cry fe nets 


plumbing—bui not unrelated ones. 








e We suggested to Mr. Ziske that for 
more information in support of his 
position he write to Mr, E. J. Zimmer, 
a nationally recognized authority in 
plumbing and sanitation matters. Mr. 
a e ; Zimmer is director of the Chicago 
#08-M-M.1. has 6” O.A. Extension Plumbing Testing Laboratory. His ad- 
PRESSURE—MAX. 165 Ibs dress is 765 Cabrini St., Chicago. 


TEMPERATURE—210 
Wash and Dry 
Toilet Seat 


34” inlet 34” outlet 


5 i x 
ESTABLISHED 1894 ToRONTO, OntT.—Please send me 


THE BEATON & i a , any information you have on the 


| new “wash and dry” toilet seat. 
: RosBerRT MACKIE 
| @ The toilet seat to which Mr. Mackie 
| refers was invented by a Los Angeles 
MANUFACTURING CO. CADWELL NO. 75 | criminal lawyer with a mechanical 
Adjustable 25 to 175 Ib. pres- | bent. Buttons on the side of the seat, 
NEW BRITAIN, CONN sure relief, with or without which was featured on page 30 of 
fusible plug fer temperature | DE’s February issue, first direct a 


relief. spray of warm water at the user, then 
a drying stream of warm air. END 
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Sample price 
8” length 


Packing nut and 
brass gland 
prevents leaks 
through stem 


PATENTED 


SWIVEL 
STEM Wide flange 
PREVENTS esl penal 
SEAT ey 


WEAR 


Long nose 
for easy 


eliminates ° hose 
connection 


WALL SHOULDER 
FOR TIGHT FIT 


leaks. and 
frequent 
repairs 


eee eeeeeeeeeeeeeee 


Heavy copper — N E WwW : 
tubing Fl Tie A L L 
7 GAS 
: VALVE 
LENGTH 


WHOLESALE 
DISTRIBUTORS: 


Write for complete 


Large waterway ; information. 


for efficient ; 
operation + 


COPPER OR THREADED 


Neoprene 
Rubber Seat - 


CONNECTION 


Swivel stem\: 
eliminates wear ° 
here during ° 
closing action ° 


and %" Male. 


Positive seat 
alignment 
prevents leaks 


mo 
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Copper sweat connection 
for %" Female and %” 
Male or iron pipe threaded 
connection for 2." Female 


Jtost-Pnoof 
FAUCET 


the only SILLCOCK with 
all these quality features 


You must examine this Buckeye SWIVEL-SEAT 
non-freeze sillcock to fully appreciate its quality 
and precision construction . . . Designed for 
trouble free outside use regardless of weather... 
Two types, either with 52” and 7%” copper com- 
bination connection; or with threaded 14” F.I.P. 
and 34,” M.I.P. combination connection. 

These low prices help you make more profit. If 
your wholesale supplier does not have Buckeye 
SWIVEL-SEAT Frost-Proof Faucets, write for 
sample @ $2.65, enclose cash to save postage and 
C.O.D. charges. 


NO. LENGTH PRICE NO. LENGTH PRICE 


FV-103-Copper 8” $3.95 FV-105-Copper 12” $4.35 
FV-103-Threaded 8” 3.95 FV-105-Threaded 12” 4.35 
FV-104-Copper 10” 4.15  FV-106-Copper 14” 4.55 
FV-104-Threaded 10” 4.15 FV-106-Threaded 14” 4.55 


QUANTITY DISCOUNTS 


You get the following quantity discounts from 
the above prices: 

6 to 24 SILLCOCKS 25-10% Discount 

25 to 49 SILLCOCKS 25-15% Discount 

50 or more SILLCOCKS 25-20% Discount 
Coe en ee se Ue eS a A OU UG GGG 


BUCKEYE GAS VALVE 
BRASS OR NEOPRENE SEAT 


Designed for fireplace and space heater in- 
stallations, %4" square stem, 12” long, can be 
cut to fit any job. Available with brass to brass 
or neoprene seat. Swivel stem prevents wear, 
assures positive seating. Brass gland prevents 
leaks through stem packing. Polished brass 
floor plate and brass key if desired. 
SAMPLE PRICE 

FIT-ALL GAS VALVE 12.” or ¥%” 

Key 

Floor Plate (with screws) 





ASK YOUR WHOLESALER OR WRITE 
BUCKEYE VALVE & MANUFACTURING CO. 


Known for Quality for more than 50 years 


18th and Mound Sts., Columbus 5, Ohio 
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MANAGEMENT TIPS FOR CONTRACTORS 


Tips on conducting a successful sales contest 


How CAN YOU PUT more pep 
into the selling efforts of your 
men—whether they’re full-time 
salesmen or journeymen whom 
you're trying to encourage along 
sales lines? 

A sales contest is one excellent 
way. If it’s well planned and exe- 
cuted, it can really fire up your 
On the hand, the 


poorly planned one can fizzle out 


men other 
or even have a demoralizing ef- 
fect instead 

five characteristics 


Here are 


of every good sales contest: 


# Set a goal: Before you make an 
official announcement of the con- 
make 


test, mind 


very clearly as to what you want 


up your own 
to achieve 

Naturally you want to increase 
sales. But that’s too general an 
objective. Set your goal in spe- 
cific terms 
the 


» 


Do you want to in- 


crease sales of particular 


products? Do you want to in- 
crease the sale of complete bath- 


) 


rooms or kitchens? Do you want 
your journeymen to start getting 
sales-minded by promoting toilet 
seats, shower fixtures etc. while 
they’re on calls? 

Make the goal of the contest 
practical: Its purpose is to spark 
your men into putting forth ex- 
tra effort, but if the goal is un- 
attainable, nobody will bother to 
exert that desired extra push. 


36 


Make the goal worth while: A 
salesman’s professional motto is 
The goal 


should be enough of an incentive 


“what's in it for me?” 


to inspire zeal for extra work. 
Money 


good, of course. Besides serving 


rewards are always 


as an incentive, the money can 
be evenly proportioned among 
various winners if there are ties. 
Merchandise has certain ad- 
vantages too, particularly if it’s 
of a fairly permanent nature. The 
salesman who wins a television 
set, for example, is constantly re- 
minded of his selling ability. This 
reminder can serve as a contin- 
uing stimulus to high sales. 
“Time” prizes awaken sales- 
men’s interest and cooperation 


The 


vacation time of salesmen in pro- 


too. idea is to extend the 





portion to the extra sales they 
make the It’s 
popular not only with salesmen 
but with their families as well- 


during contest. 


so that the company can get in 
an extra bit of good public rela- 
tions with the families. 

Make the contest not only re- 
munerative but interesting: One 
way to do this is to set up an 
interesting scoring system. 

For example, you could set up 
your contest as a race between 
baseball maintain 
the score in terms of hits, runs, 


teams and 
leading sluggers, etc. 

If the 
consist of a free vacation, you 
could chart out the distance to 
the vacation spot on a map and 


contest prize were to 


move toy autos or boats along 
the route with each sale, showing 
who’s ahead at any time. 

Keep the contest interesting: 
There comes a time in every sales 


(Please turn to page 45) 


WHEN A SALES CONTEST sends business soaring, the real win- 


ner is the boss. 


But he has to make sure the contest is well- 


planned and executed and that salesman interest never lags. 
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REMOTE CONTROLS 


In hydroelectric plants ...and with Franklin Submersible Motors, 
controls are located at points most favorable for environmental con- 
ditions and service access. Use of 


il! 
vill 


3-wire lead motor construction 
enables Franklin to build important controls into an above-ground 
box rather than in the submerged motor, With Franklin’s 3-wire 
motors, submersible pumps are more dependable. 

Because of proven superior performance-longevity, Franklin 
Motors continue first in contractor-dealer-customer preference. 
Leading pump manufacturers who value customer satisfaction 
choose Franklin Motors for submersibles of all sizes and capacities 
requiring motor ratings from “4 through 40 H.P. 


Pveuntelin Ele. tric Cm | 


BLUFFTON, INDIANA 


DEPENDABLE MOTORS BACKED BY NATIONWIDE REPAIR-EXCHANGE SERVICE 
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p Kepldagiow PUMPS NEVER DIE... without your help! 


Go after the 
GROWING and PROFITABLE 
REPLACEMENT MARKET 


Upgrade each sale with a 
Ripidagi@n CHAMPION® JET- 
or a TWO-WIRE SUBMERSIIE 


, 
a 


The potential of the rapidly-expanding water 
systems replacement market is tremendous. 
Thousands of pumps, although operating per- 
fectly, no longer provide the capacity and pres- : Rapidayton 
sure to meet the needs of completely modern e a two-wire submersibles 
living. Additional baths and kitchen appliances, , am Sateen casueaeanen 
adequate reserve for lawn sprinkling and fire 
protection, and the increased needs of animal- 
centered agriculture, demand bigger, more power- 
ful pumps. Thousands of other pumps are in 
poor mechanical condition and should be replaced 
before an emergency arises. This double-barreled 
replacement market will bring you significant ad- 
ditional business NOW — if you go after it. 
Rapidayton has exactly the pumps you need 
-plus powerful sales promotion helps—for maxi- 
mum volume and profit. One outstanding profit- 
maker. is the Rapidayton TWIN Champion, a 
deluxe quality multi-stage, convertible, packaged 
jet, which pumps full capacity at 40 lbs. pressure. 
Another one is the simplified Rapidayton two- 
wire submersible, easy and inexpensive to install, 
with remarkable performance characteristics and 
a price no higher than many deluxe jets. Go after 
the replacement market (and original installa- 
tions, too) with one or both of these fast-selling, 
profitable pumps from the most complete and oi eo cutie ex tie &. Coaceneen 


modern line of water systems in America today. to 1250 g.p.h.; pressures to 80 ibs. 








division @¥The Tait Manufacturing Company, @ Dayton 1, Ohio 


© iso trait mFG. co 
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Reichle plan for direct selling by wholes: 
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in Tubing - Nothing Beats copPe 
eats READING! 


In Copper Reading Tube Corporation Specializes in the Making of 


Copper Tube, Exclusively, Starting in Its Own Refinery 
and Continuing with Complete Quality Control, thru All 


_-No oth WINS Be 


the Integrated Processes, to the Packaging of the Finished 
Product. Complete Stocks at Eleven Strategically Located 
Distribution Depots Assure Prompt Shipment of Orders. 


Always Specify READING COPPER TUBE! 
READING TUBE CORPORATION 


EMPIRE STATE BUILDING, NEW YORK 1,N. Y. * PLANT: READING, PA. 


Distribution Depots: 


READING, PA. © WOODSIDE, L. |., N. Y., 57-17 Northern Blvd, READING METALS REFINING CORP., Ontelaunee Twp., Berks Co., Pa. 
PHILADELPHIA, PA., 921 No. Penn St. 
ATLANTA, GA., 690 Murphy Ave. S.W., Unit 5, Bldg. 8 
NEW ORLEANS, LA., 1102 St. Thomas St. © CHICAGO, ILL. 305 W. 3ist St. 
CLEVELAND, OHIO, 1562 E. 55th St. © DENVER, COLO., 2635 Walnut St. 
DALLAS, TEXAS, 9000 Sovereign Row @ HOUSTON, TEXAS, 1121 Rothwell St. 
LOS ANGELES, CALIF., 120 No. Santa Fe Ave. © OAKLAND, CALIF., 410 Hegenberger Rd, 


Sold Through Wholesalers Only 


™ COPPER: ae 








SHOWER FLOORS 











It’s easy to see why Fiat PreCast terrazzo floors make top-quality showers so 
simple to install. Compared with the old piece-by-piece cut-and-try subpan, 
mortar and tile construction, you’re way ahead . . . and supplying a much 
better shower! 


The one-piece, PreCast terrazzo slab simply slides into place. Caulk the drain 
... just one connection . . . and there you are. Since there are no joints to open 
... no possibility of the floor leaking . . . there is nothing to create call backs. 


It’s a one-trade installation . . . a simple plumbing job . . . so you cut costs 
substantially. Yet, the black and white marble chips set in the pure white 
cement of the terrazzo floor proclaim the fine quality of the installation. 


FIAT... FIRST IN QUALITY SINCE 1922... PACKAGED SHOWERS «© FLOORS « poors / TOILET ROOM ENCLOSURES 


EASE OF INSTALLATION SAVES TIME—MONEY-—TROUBLE 
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...and forget it! 


This nightmare-sandwich of piece- 
meal construction not only takes three trades to install but 
invites future trouble .. . call backs that can sour the sale. 
Fiat PreCast Terrazzo Floors out-date this method... save 
trouble, expense, headaches! 


This sparkling Fiat PreCast Ter- 

razzo Shower Floor includes integral 
threshold and curb in a single unit. 
Eliminates threshold construction, the most 
expensive step in building showers. Guaran- 
tees a perfect floor. 


FLAT. ) FIAT METAL MANUFACTURING COMPANY 
W 9301 Belmont Avenue, Franklin Park, Illinois 


Please send me your PreCast Terrazzo Shower Floor Folder. 


Name— Position 


Send For Free Folder Company 
—get the full story 
about FIAT PreCast Address 
Terrazzo Shower 


Floors. City- Zone State 











i Cnt x ad den... 


a golden opportunity! 


GENERAL Perma-Cushion 


Water Hammer Silencers protect 
your reputation and pocketbook! 


Protect your piping systems from the damaging effects 
of water hammer . . . your reputation from the embar- 
rassment of noisy hammer vibrations and costly call- 
backs. These silence-sentinels, on constant duty against 


sudden surges and shocks, offer many unique features 

rugged HOn-COTTOSIVE elastic neoprene cvlinder expands 
and dissipates sudden pressures against a cushion of 
trapped air within housing 





& brass housing chamber permanently sealed from water 


supply cant fill up needs no venting or draining 


@ easy inexpensive installation on hot or cold water lines 


rigid pipe or copper tubing 3} inches and unde: 


Perma-Cushion Silencers 
ye part tothe extensive GENERAL 


ue which ithe \ i ‘ 
Hit teed Atake 
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GENERAL Babmslalct-meeliul labs 


BAST GREENWicCH . RHODE ISLAND 
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(Continued from page 36) 
contest when there’s a letdown. 
You can offset this by periodical- 
ly stimulating interest all over 
again. You might have steak- 
and-beans interludes, with the 
men who are ahead getting steak 
for dinner and the laggards, 
beans. 

If the prizes are vacations, you 
might arrange for resorts (or 
other proposed places of travel) 
to send periodic special mailings 


Daddy Sawbuck 


Money? Why you can’t even 
give it away anymore! 
Reisman of “Let 
George Do It”—an Appliance Co. 
in Toronto, Ontario—is the au- 
thority for this. 

He had anonymously 
tucking $10 bills under car wind- 
shield wipers like a highly in- 
flated John D. Rockefeller when 


the cops collared him. The idea, 


George 
& 


been 


Reisman explained to the suspi- 


Out on a Limb 


American-Standard introduced 
its new Contour bathtub recently 
at a Canadian home builders 
“The 


greatest thing since tubs lost 


show with this slogan: 
their legs.” But just to show they 
had nothing against legs in their 
proper places, they surrounded 
the tub with beautiful dames 
The tubs LG6- 80, 


but the 


stack up 
models’ measurements 


Were HeVOEP Pe\ ealed 


he great unveiling, accompa 
nied by harp music just to show 
that a Contour bath “is the near 
est thing to heaven,” took place 
in ‘Toronto, Onee the festivities 
were over, our Canadian corte 
spondent reported that the tubs 
went to market and the models 


“legged it all the way home.” 
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to the contestants to keep their 
interest up. 

There are literally dozens of 
ways to stage a contest and keep 
it going—the only limit is the 
amount of trouble you want to 
take. There’s no doubt about it, 
a sales contest that aims to get 
more work out of salesmen will 
mean more work for you—the 
But the real 
winner in a successful, well-run 
contest is you! END 


boss. remember, 


cious cops, was that anybody 
who was honest enough to turn 
in the bill to police would get to 
keep it—plus a clock radio. 
There were to be further prizes 
for people who used the reward 
most wisely. 

with a $1,000 
got through 
only $300 when police decided 
the stunt stank and ordered 
George out of circulation. 


Starting 
budget, 


out 
Reisman 


But maybe George will have 


RUB-A-DUB-DUB, THEY KICKED OFF THE TUB: President C. W 


the last laugh. The front-page 
publicity he got 
bought for $300. 


couldn’t be 


Off the Wagon 

There’s nothing like Army life 
to make a man appreciate the 
better things in life- -like run- 
ning water for instance. This has 
turned out to be the biggest 
thing to hit U. S. bases in South 
Korea since Marilyn Monroe. 

Modern water purifying sta- 
tions and pumping plants have 
been built throughout Allied 
zones to replace water trucks 
and canvas bags which GI’s have 
been using since the initial occu- 
pation in 1945. The station at 
Seoul can pump 4 million gal- 
lons of water a day and treat 2 
Most of the plumbing 
work was done by South Korean 
contractors under contract to the 
Corps of Engineers. 


million. 


es One wag in the sergeant’s 
quarters was heard to say that 
the return to faucets will give his 
GI’s a perfect excuse to hop off 
the water wagon. 











Johnson of 


American-Standard (Canada) had the help of these beauties when he intro 


duced the firm’s Contour tub at a home builders show early this ye 


orin Toronto 





For safe, economical school 
heating...specify an 


ECONOMITE 


LO-BLAST 
Gas System 


For over 25 years, the Economite Lo-Blast Gas burners 
have been endorsed by satisfied and enthusiastic users. 
From a single room to a large school, there’s a 

Lo-Blast Power burner just right for the job. 


In addition to providing top dependability, Economite Lo-Blast 
Gas burners add a bonus of savings in operation. The unit 
controls primary and secondary air perfectly, functioning 
independently of variable natural drafts. The unit is 
especially well-suited for down-draft boilers. 


Gas heating can give your schools safe, economical service. 
For specific information, take advantage of the consulting 
services provided by your Gas company, as well as 
Mid-Continent. They have trained heating specialists who have 
been working with architects, engineers and school boards 

for years. If you want further information, check with your 
local Gas company’s heating specialist, or write to 
Mid-Continent Metal Products Co., 1960 N. Clybourn Avenue, 
Chicago 14, Illinois. American Gas Association. 


In Birmingham, Alabama, they 


heat with GAS 








LO-BLAS1 

© Average 
operating cost 

e Cost less to install 

e Available in capacities from 
70,600 to 20,000,000 BTl 

e Silent operation 


Power Gas Burners 


10% lower in 


input 





ae 


Birmingham’s Board of Education specified Gas for heating 
most of its new schools. Experience has proved Gas to be 
more convenient, cleaner and cuts down on labor costs. 


“With the style of architecture we want here in Birmingham, 
we find that it’s more sensible to have small boilers in each 
building rather than try to build a central plant and pipe the 
heat to each building,” states Mr. Fred J. Kelley, business 
manager of the City Board of Education. “In many of these 
new installations, we have specified Lo-Blast Power Gas 
burners because of their good record here in 

Birmingham for safe, consistent performance, 

plus low-cost installation and operation.” 
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THE SINK WITH PROVED SALES APPEAL... 


R 


Lyoncraft Disposo-Well 


(| 


The sink with many followers, but no equal—Lyoncraft Disposo- 

Well is the first sink engineered just for garbage disposer units, and 

a sales winner proved in thousands of homes! Still most efficient: 

the in-corner positioning of the disposer for more unbroken work 

room. Stack dishes, fix food, and the disposer remains uncovered 

for instant use. Also catching the eye: the Redi-Rim® feature with 

rim and sink a single unit to eliminate crumb-catching crevices. 

NEW CHOPPING EASE maple Cut- And Disposo- Wells, made of finest nickel stainless, range from the 


ting Board fits over disposer well, yet 39" 


single-bowl size. through the 32”x21” double-bowl, to the roomy 
15"x21" double-bowl model. For full specifications on the first 
and finest sink made for disposer units, send for the new Lyoneraft 


catalog at the address below. 


World's largest fabricator 


sicaeuaumaaele LYON STAINLESS PRODUCTS 
DIVISION OF LYON INC. 
% 13881 W. Chicago Boulevard 

EXTRA WASHING ROOM roomy Lyoncratt Detroit 28, Michigan 


disposer sink speeds cleaning of large fry 
pans, bulky roasters, platters, griddles. AUTOMOBILE WHEEL COVERS « PRESTIGE TABLEWARE e KITCHEN SINKS e HOUSEWARES 
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From Boundry to Boundry 
You’Il Save Money... When You Buy 


CENTRAL FOUNDRY! 
CEFCO” Multi-purpose 


Fibre Pipe 


7 Brak 





HOUSE-TO-SEWER 


INDUSTRIAL USE 


@ Economical and practical for © Removes need for 
homes, farms and industry joining compounds 


® Quick, labor-saving ® Non-corrosive & lightweight 
installations ® Root-proof, watertight joints 
@ Requires no special tools ® Withstands earth load, traffic 


to assemble shock and ground settling FOUNDATION DRAINAGE 


THE CENTRAL FOUNDRY COMPANY 


Centrifugal Cast Soil Pipe ¢ Machine-Made Fittings @ Bituminized Fibre Pipe 
Office: 932 Broadway, New York 10, N.Y. Plant: Holt, Ala. 
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NOTE STRAIGHT FRONT. NO TILE CUTTING AROUND BASE TO INSTALL. 


CRANE 
announces 

a low-profile, 
0 Recess 


Bath with 
edge 

wide enough 
for 
sitting 





CRANE 
DIRECTION 70 — 




















A 


THE FAIRFAX Designed by Henry Drevfuss 


Crane quality—a Dreyfuss design—yet priced in the medium 
range. The floor to top height of the Fairfax is only 14”, for easy 
lower than most baths. Avail- 
able in regular or acid-resisting porcelain enameled cast iron. 
rim is exclusive Crane Dial-ese. You can specify the Fairfax in 
any of the full range of Crane colors and white. 


entry and exit...a full two inches 


The Crane Fairfax—Length: 5’; Width eating Edge Width: 5”; Height: 14” 





New Crane Star* Lite Accessories and Fairfax 
Bath are available through your Crane Distributor 
who also has a complete line of Crane quality 


plumbing ware for every installation. Call him 


for full facts on these new Crane products. 
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IMPORTANT NEW DEVELOPMENTS FROM CRANE 
TO MEET THE CHALLENGE OF THE SOARING SIXTIES 


The Soaring Sixties have begun. This 
is predicted to be the biggest decade for 
America’s biggest industry—building—and 
everyone associated with it. 

There’s the booming population growth 
—a 34 million net gain, or a 16% increase. 

There Ww ill be more households. We need 
homes and schools and hospitals—and 
buildings of all kinds. We have to prov ide 
new construction for the newcomers... 


Announcing i 
CRANE 


Miri lite 


Bathroom 


Soap Holder with Plastic Tray 2-902 


Robe Hook 2-906 


Accessories ae 


Beautifully designed 
with polished chrome 
plating...Solidly Built. 
Moderately Priced... 
Easily Installed. 

Metal accessories sienciltaonitbantiees:..<oiatctant aealibaon tus 
are preferred by over 





half your clients 


[ioe 


2-915 Paper Holder with Metal Roller 


VALVES - 
PLUMBING 


ELECTRONIC CONTROLS ~- PIPING 
* HEATING « AIR CONDITIONING 


Crane Co. Plumbing-Heating-Air Conditioning Group 


Box 780, Johnstown, Pa. 
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Tumbler and Toothbrush Holder 


19 


2-917 Soap Holder with Plastic Tray 


and also to replace those made obsolete. 
Direction °70...to 
help you meet the challenge of the Soaring 


Crane announces 


Sixties. These are products to improve 
building quality. These are products to in- 
crease efficiency. These are products to 
help curb rising costs. 

On these pages are the first of these new 
Crane developments ... the first of many 
you ll be seeing in Crane’s Direction °70. 


2-904 Paper Holder with Metal Roller 


Soap Holder and Grab Bar with oval-shaped Metal Bar and Plastic Tray 


Cross-section of bar shows 
unique oval shape. This provides 
greater separation for faster 
drying. Gives unit a distinctive 
modern appearance. 


RECESS ACCESSORIES 
Overall Size: 64” x 61%”. 
Wall Opening: 51%” x 514” x 214”, 
Recess Accessories are regularly fur- 
nished for wood screw installation. 


2-919 Soap Holder and Grab Bar with Plastic Tray 


CRANE 





Words to Live By 


From news columnist Hy Gard- 
ner comes this joke: 

A plumbing contractor got a 
call from his family doctor who 
complained of a clogged sink. 

“Tell you what, doc,” the con- 
tractor said with relish, “just put 
two aspirins in the drain and I'll 
be along in an hour or so to see 


how you're getting along!” 


Well Done! 


It’s only a hole in the ground 
now, but to school kids in Por- 
terville, Calif. it’s better than all 
the wishing wells in the world. 

The hole was used until re- 
cently to supply water for the 
local grade school, but it became 
as dry as a grammar school lec- 
ture on the first day of spring. 

Since then, 300 kids have been 
on an indefinite vacation until a 
local contractor can find a new 
source of water for the fountain 
of knowledge. He has mighty few 
well-wishers among the town’s 
small-fry. 


Pasta Palaces 
The greatest thing to hit 
Italian cooking since garlic is the 

American-style kitchen. 

Allyn Moss of the Associated 
Press says the Italians are now 
going in for refrigerators and 
ranges in a big way, and the 
more wealthy have even taken to 
dishwashers with a passion they 
formerly reserved for Rossano 


e Highlights of the month in our industry 


etween Ourselves 


Brazzi, Italy’s Clark Gable. 

The AP reporter says the Ital- 
ians were sold on modern ap- 
pliances through movies show- 
ing American homes. Fair ex- 
change, we feel, for giving us 
Sophia Loren and Gina. 


Name Calling 

One of our New York City 
correspondents, who may have 
been exposed just a little too 
long to the Madison Avenue in- 
fluence, has come up with some 
product designations and com- 























Leaky Jewel Box 


Samuel Sampieri of Yonkers, N. Y. returned home just 
in time to see a stranger step from the bedroom into the 
bathroom. 

“Water's 
leaking into the apartment downstairs, and I’m trying to 
locate the leak.” 

The stranger leaned toward the tub drain and shouted, 
“Ts it still leaking, Joe?” 


“I’m a plumber,” the stranger explained. 


# When nobody answered, the stranger told Sampieri, 
“T guess Joe can’t hear me. Would you mind waiting here 
with the shower on while I go downstairs to check? I'll 
holler when you can turn it off.” 

Dutifully, Sampieri waited until boredom set in. Then 
he went downstairs. He found no plumbers, not even Joe. 
No leaks, either. But returning upstairs, he discovered 
the “plumber” had tapped his jewel box for $450 in gems. 
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pany names that he says will 
brighten up the industry almost 
as much as colored fixtures. 

Take the Zip-De-Do-Da 
wrench, for example. Here’s a 
tool, he says, which should send 
journeymen skipping off to work, 
waving their Zip-De-Do-Da at 
passing children and making 
every stubborn joint a cause for 
rousing song. 

And what customer wouldn't 
give their business to the Popu- 
lar Potty Co.? Its very name, he 
reasons, suggests an aura of good 
fellowship, like sitting around for 
a game of musical chairs. 


a This thing is contagious. The 
fellow at the next desk says the 
industry may be missing a bet by 
not creating favorable consumer 
images with other appropriate 
names. Let’s see . . . how about 
London-derriere Toilet Seats .. . 
The Peter Pan Heater Treater 
. Night in Paris Sewers... My 
Sin Do-It-Yourself Kits ... The 
Straight-Flush Plumbing Co... . 
Bathroom Decor by Mr. John. . . 
You take it from there. 


Air Cooled Exploring 


Everybody knows about the 
complex air conditioning prob- 
lems in today’s long-range atomic 
submarines. Since their crews 
spend so much time submerged, 
extra precautions have to be 
taken to keep the air pure and at 
the right temperature. 

But some unique a-c engineer- 
ing also went into a $1-million 
submarine fleet in Southern 
California, the world’s eighth 
largest. 

The eight ships are tourist at- 


tractions at famed Disneyland, 


where passengers view sharks, 
sunken treasure ships, lost conti- 
nents and volcanoes. 
To offer pleasant year-round 
(Please turn to page 56) 
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_ PLUMBERS PREFER... 
INSTO-GAS TORCHES 

















Insto-Gas LPG Torches are ideal for sweating ALL sizes of copper 
fittings. These ruggedly-built torches are economical to use, are fast 
and dependable. Each torch has a wide flame range, eliminating 
the necessity of frequent tip changes. They produce an even, clean, 
brush flame that completely envelops the fitting . . . eliminates hot 
spots, thereby assuring a perfect joint every time ... best for melting 
out soil pipe joints too! 


Insto-Gas Instant Lighting LPG Furnaces melt 40 Ibs. of lead in 
six minutes. Easy to adjust flame control saves fuel and allows lead 
to be kept at just the right temperature at all times. Insto-Gas 
Furnaces are sturdy . . . hard to tip over. Both floor type and 
cylinder type models are available. 


NO PRESSURE REGULATORS REQUIRED WITH 
INSTO-GAS TORCHES AND FURNACES! 


The COMPLETE LINE of Insto-Gas Equipment is sold through 
better wholesalers in the United States and Canada. 


INSTO-GAS CORPORATION DETROIT 7, MICHIGAN 
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CAST 


to help you sell 





[NEW] THE NEW LEDGEWOOD 


19 x 17” and 22 x 19” 


19 x 17" and 20 x 18" 


[NEW THE LEDGEMERE 


13 x 13”, 16 x 14", and 18 x 15” 


[New| DESIGNS... modern lines . . . are what your customers want for building or remodel- 
ing. These four new American-Standard bathroom fixtures will catch the eye of your prospects 
... their quality, style and durability will help sell them. Display these new products... 
promote them for profits. 

NEW) LAVATORIES reflect smooth styling in durable enameled cast iron. Deep, roomy 
bowls, front overflows and convenient shelves add extra customer appeal. Economy-priced, 
in a variety of popular sizes, beautiful colors or white. Ask your distributor about the 
valuable promotion package available when you display the New Ledgewood. 
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IRON FIXTURES 


more jobs... 


[NEW] CORNER CONTOUR 


5' long, 30%” wide, full 16” high 


[NEW] CORNER CONTOUR BATHTUB has the features that made the recessed Contour a “‘best 
seller’? and one of the newest ideas in bathtubs in years. Unique off-center design, roomy 
bathing area, corner ledges, cleaning-convenience features are real selling points. Of rugged 
enameled cast iron in decorator colors or white. Replaces the 5’ Corner Master Pembroke. 


@ For more information, see your American-Standard distributor or write AMERICAN- 
STANDARD, PLUMBING AND HEATING DIVISION, 40 W. 40 St., New York 18, New York. 


Amenican-Standard Standard® are trademarks of Ar an Radiator & Standard Sanitary Corporation 


American-Standard 


PLUMBING AND HEATING DIVISION 
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Here’s Why 
| like 
KUHNS 
Fittings... 


Regardless of the job, “K” 
fittings save time and elimi- 
nate problems. For instance: 


e They're easy to start be- 
cause of the chamfered 
entrances. This prevents dam- 
age to the threads also. 


e “K’s” run up quickly and 
make tight, positive joints be- 
cause the threads are full and 
clean. 


e These rugged fittings don’t 
crack under strain because of 
their strong, uniform walls. 


“K" fittings reflect extra care 
in manufacturing and inspec- 
tion. This assures you of extra 
quality... helps eliminate 
costly call-backs... helps you 
do a better, more profitable 
job. That’s why so many con- 
tractors say Kuhns fittings 
are their favorites. Condensed 
catalog available. 


4 ar er 


THE KUHNS BROTHERS CO. 


1800 McCALL STREET - DAYTON, OHIO 


Cast, ductile and malleable iron fittings 


tinned \ 


, 


Between Ourselves 


(Ccntinued from page 53) 
temperatures, the engineer pro- 
vided each vessel with heating 
and cooling coils. 

The most difficult trick was to 
prevent moisture accumulating 
on the passenger's viewing port- 
holes. Small diffusers were 
placed in each porthole to bounce 
conditioned air off the glass. This 
evaporates moisture collected 
from the amazed gasps of young- 
sters (and not-so-young-young- 
sters) with noses pressed to the 
windows. 


Heartfelt Improvement 

The businessman who con- 
scientiously lowers his choles- 
terol intake and stops chasing 
the 8:15 commuter special to 
avoid a heart attack may inno- 
cently lay himself open for a 
coronary when he settles down 
at home. 

If it's summer and his home is 
hot, the heat and humidity can 
increase his heart’s work 57 per- 
cent over the output that would 
be needed if the house were air 
cooled. 

In these heart-conscious days, 
this fact (reported by research- 
ers at Tulane University) would 
seem to be still another sales 


clincher for central cooling. 


Crockett, Bowie, 
Worthington 


Even Hollywood concedes 
there’s a lot of hot air in Texas. 
To make the $10-million West- 
ern, “The Alamo,” John Wayne’s 
production company utilized one 
of the largest air conditioning 
units since filming the Northern, 
“Call of the Wild.” 

Ten Worthington three-ton 
units were installed in the mess 
hall on location for 270 actors 
and production men. 

Nobody remembered the 
Alamo with air conditioning, 
though—that set remains as hot 
a spot today as the original was 
in 1836. END 
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Bed 0.87. U-BOLT = 


MADE BETTER ( f 


PERFECT-GRIP 


THAN Bis 


BE. y= 
Costs Less to Use » -F mt 


YOU PAY NO MORE ffor the extra 

quality you see in every part of a Jenkins 

Outside Screw & Yoke U-Bolt Gate 

valve. Yet longer life and reduced main- 

tenance is bound to result from the extra 

ruggedness, the precision manufacture ese 
ggedness, € precisic ma act € Silaaic 

and unique design features which BOX 

Jenkins puts into these popular, general 

utility valves. 


Choose the Outside Screw & Yoke pat- 
tern for services where spindle threads 
must be kept out of the destructive 
effects of fluids in the line; where spindle 
threads must be cleaned and lubricated 


BODY-BONNET 
ssularly or where a rising sp » ic 
regularly or where a rising spindle is SARETY JOINT 


SALAD 


needed to indicate wedge position. 


Choose JENKINS, whether O.S. & Y. 
or Inside Screw pattern, for valves built 
to save maintenance dollars. 


WIDE RANGE OF JENKINS U-BOLT GATES 


GET FOLDER NO. 207 which describes 
Inside Screw and OS. & Y. patterns Iron 
Body with Bronze or Stainless Steel Mount- 
ing... All-Iron and Ni-Resist with type 316 
Stainless Steel trim. Ask your local Jenkins 
Distributor or write Jenkins Bros., 100 Park 
Avenue, New York 17. 


HEAVY STEEL 
U-BOLT 


JENKINS 
VALVES = 


Fig. 242 
Sold Through Leading Distributors Everywhere lron Body, Bronze Mounted 
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Using STEEL PIPE for heat lines and vents... 


TOM GRAZIANO SAVES PEOPLE MONEY! 


“Here in our 185-home Stoughton (Massachusetts) 





development, we’re doing everything we can to 
give people more house per dollar,” says Tom 


Graziano, Builder, Boston, Massachusetts. 


“Steel pipe is used for hot water heating system 
piping and vents because it is just as dependable 
in these applications—yet considerably less expensive 
—than any copper product we could use.” 

| Mass-MarKET UsE of galvanized steel pipe is 
@ |. Ag@ ; good proof of the economy and dependability of 


REVIEWING PLUMBING SPECIFICATIONS are: (left to right) this low-cost piping material. Your Republic dis- 


Robert Libby, Robert M. Libby Company, Plumbing Contractor, tributor has the world’s finest steel pipe. Call him 
Dedham, Massachusetts; Tom Graziano, and Bert Roath, 


Republic district salesman. Mr. Graziano’s 185-home Stoughton today or write to Republic Steel Corporation, Dept. 
development consists of ranches and tri-levels in the $16,000 


to $20,000 range. DE-9266, 1441 Republic Building, Cleveland 1,Ohio. 


INSIST ON PIPE MADE IN U.S.A. 


Phone your local distributor for fast delivery of... 


5 REPUBLIC GtecL Pipe 
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The Royal Palms 
Apartments — 164 
“Own-Your-Own” 
units — Long Beach, 
California 


one Central Bryan Boiler System gives 
164 families individual heat control 


By combining a hot water distribution system 
with thermostatically controlled fan-coil units 
and warm air ducts in each apartment, each 
family in this “Own-Your-Own” cooperative 
apartment building enjoys heat to their indi- 
vidual liking. 


4 — 2,250,000 B.T.U. gas-fired, low pressure 


Bryan steam boilers, with cross feed con- 


ryan 


COPPER TUBE 


Bryan Copper Tube boilers 
are designed and built to 
the requirements of the 
A.S.M.E. Code. Gas-fired 
models A.G.A. approved. 


nected to heat exchangers, provide maximum 
flexibility. Any three of the boilers will handle 
the building’s normal loading requirements. 
Thus maintenance or replacement can be 
done without interrupting service. 


In operation since January 1959, this Bryan 
boiler system has proven to be a most satis- 
factory installation. 


Building Architects: 


J. Richard Shelley, A.I.A. 
Francis O. Merchant, A.I.A. 


Mechanical Engineer: 


Thompson Engineering Co. 


General Contractor: 


M. J. Brock & Sons, Inc. 


BRYAN STEAM CORPORATION e¢ 
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LALO LYS 


ESIGN CLINIC FOR 








His logo features a special one-stop service 
—but tells the full company story too... 


WHAT'S THE MAIN JOB that a 
letterhead’s supposed to do? 
On the face of 


like a purely rhetorical question. 


it, this sounds 


Obviously a logo’s function is to 
identify a company by name and 
address and indicate the nature 


of its business. 


s However, a p-hcontractor 
sometimes wants to emphasize 
one particular aspect of his busi- 
ness, even if it seems to play 
down another. Such is the case of 
Bill Stadler, an Eau Claire, Wis. 
contractor. 

Stadler is active in both plumb- 


OUR SHOP — WHERE WE STOP 


NB BA 


aLYY 
j 4 
. a 
THUR “ a] 


He does both 
residential and commercial work. 


ing and heating. 


Kitchen and bathroom remodel- 
ing are among his specialties, and 
he advertises them in a large dis- 
play ad in the yellow pages of the 
phone book, in his newspaper ads 
and elsewhere. 

However, Stadler feels that his 
fully equipped repair trucks, 
which are veritable shops-on- 
wheels, are among his major as- 
sets. His men not only get a re- 
pair job done faster but also 
cheaper, because it’s seldom nec- 
essary for them to make a trip 
back to headquarters. 


This fast, efficient repair serv- 
ice brings in lots of business from 
people who remain permanent 
customers. It’s these same people 
who get to see Stadler’s letter- 
head most often. 

Because Stadler wants to be 
widely identified as the one-trip 
plumber with a shop-on-wheels, 
DE’s Letterhead Design Clinic 
features this service in the hand- 
some dignified new logo created 
for him. It in no way suggests 
“just a repair business” but also 
carries information about Stad- 
ler’s other services. But the spot- 


light’s on the mobile shop. , END 





co uo 


eEBy 


RESIDENTIAL — COMMERCIAL 


M @ r ‘ Bg 


SKEELS AVENUE @ EAU 


_— -_— -—_ 





CLAIRE, 


—— «=| -— 


PLUMBING AND HEATING 


WISCONSIN @ DIAL FE 35-8650 








sonal SS aS 


BECAUSE HE FEELS that his shop-on-wheels helps to bring 
in lots of other business too, Bill Stadler wants to be 


60 


widely identified with this service. So the mobile shop is 
featured in the letterhead created by DE’s Design Clinic. 
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| Yyeteme SINK FRAMES 





Your choice: ALUMINUM or STAINLESS STEEL. Aluminum frames fur- 
nished in Trim-A-Luster (WILL NOT RUB OFF BLACK). Stainless Steel 
frames furnished in Satin-Luster. 


Permanent—Self-Sealing— Watertight—Sanitary. 


Complete range of sizes for installation of all types of flat rim sinks 
including cast iron, pressed steel, stainless steel and vitreous china 
sinks using all types of covering material. 











wor of Dy. Produced in the largest, most modern plant of its kind in the world. 
fom) 


oa Te il ee ye Ms 


THE WILLIAM L. BONNELL COMPANY, INC. 


x * | NEWNAN, GEORGIA 
Remember...the first pre-formed sink frame ever produced was made by Bonnell 
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The happiest homemakers 
buy Brand Name Appliances 


Why do you buy Brand Names? Because you trust them. You know 
that they are consistently good, that they always meet the high 
standards of quality you’ve set for yourself and your family. You'll 
find Brand Name products wherever you go. No guesswork shopping. 
Like good friends, they’re always there. CONFIDENCE 
The Brand Name manufacturer has built a reputation. He must MEMBER OF 
maintain it, so he keeps his standards high, and strives constantly BRAND 
to make his product better. He’s always first with new products and : 
ideas. He employs lots of people. He helps balance the economy. NAMES 
y ° r FOUNDATION, INC 

You depend on him. He depends on you. Know your brands, and SATISFACTION 
buy the brands you know. You'll find some of them on the pages of 

this magazine. 


LOOK FOR 





Don’t take a chance...take a NAME BRAND 


Brand Names Foundation, Inc., 437 Fifth Avenue, New York 16, N.Y. 


DomEsTIc ENGINEERING, JUNE 1960 





WHEN YOU SELL 


RCA WHIRLPOOL DISPOSERS 


... your sales are FAST! 


pacer. Now, for the first time, with a portable 
HE display you can easily demonstrate the 
IEW operation and sell the need and conven- 
theses ience of an RCA WHIRLPOOL disposer in 
FOOD WASTE 1)s/ three minutes! This simple, selling demon- 
. stration can be made either in your 
customer’s home or in your store. Just 
plug it into any 115-V outlet, pour in some 
beans, and watch the beans come out 

finely ground. 


During the demonstration you can point 
out RCA WHIRLPOOL’S quiet operation, 
efficient performance, safety control top, 
built-in reversing switch and ease of opera- 
tion. And here’s another sales plus . 
NEW RCA WHIRLPOOL FACTORY WARRANTY 
POLICY! If service should be required during 
the warranty period and the disposer is 
not repairable in the customer’s home, the 
entire unit will be replaced. It’s easy to 
see the benefits that accrue to the plumber 
through this liberal warranty. 


installation is EASY! p> 
Self adjusting sink flange permits the RCA WHIRLPOOL 
disposer to be easily positioned and installed by one 
man in any standard sink having a 3!4-inch to 4-inch 
opening. The flange is specially designed to give a 
tight seal at sink opening. And a special connection 
is provided for easy hook-up to dishwasher. 


Your RCA WHIRLPOOL distributor is ready to give you Cieitinianbbaiiiiitiiiitas DE-6-0 
the full story or mail the coupon today for all details! Whirlpool Corporation, St. Joseph, Michigan 


I'm interested in profitable sales of food waste disposers. 
Send me details on how to make them. 


fal Name 


Your family will love our family of home appliances 
PE 





Firm Name 





Firm Address 





City 





County 





Products of WHIRLPOOL CORPORATION St. Joseph, Michigan 


trademarks Boa and RCA authorized by trademark owner, Rad 


Join up!...it’s easier to sell RCA WHIRLPOOL than sell against it! 
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Giffels and Rossetti— Architects * Engineers 
O. W. Burke Company—General Contractor 
The Stanley-Carter Co.—Heating & 

Air Conditioning 


70,000 feet of time-tested galvanized steel pipe 


will serve Detroit far into the 21st Century 


In the new multi-million dollar Cobo Hall and Convention 
Arena in Detroit's civic center, galvanized steel pipe is used 
for water, drainage and vent systems. The reasons why? 


1: Longer lengths of steel pipe meant fewer joints with com- 
mensurate installation economies. 2: Water, drainage and 
vent lines of steel pipe required less support. 3: Threaded 
joints on steel pipe made plumbing and aligning easier and 
quicker. 4: Low cost, durable steel pipe, with its built-in 
strength, will efficiently serve the millions of people who will 
use these quarters for conventions, exhibits and spectator 
sports for generations to come. 


Steel pipe remains the first choice in outstanding buildings 
throughout the country. It is dependable, reliable and low in 
cost for gas, air and water transmission, fire sprinkler systems, 
electrical conduit, structural uses, radiant heating, snow 
melting, refrigeration and cooling . . . and it has always been 
easily and readily available anywhere in the country. 


STEEL PIPE IS FIRST CHOICE 


Low cost with durability ¢ Threads smoothly, cleanly 

Strength unexcelled for safety ¢ Sound joints, welded or coupled 
Formable—bends readily ¢ Grades, finishes for all purposes 
Weldable—easily, strongly e Available everywhere from stock 


Insist on § Aj Steel Pipe 











‘pip 

si 
90% of domestic water, d ‘ainage and vent lines require 
horizontal suspension. Because steel pipe is easy to 


install and needs less support, significant economies are 
effected in installation. 


COMMITTEE ON 
STEEL PIPE RESEARCH 
150 East Forty-Second Street, New York 17, N. Y. 
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ROBERTS-GORDON GAS AND OIL BOILERS 


Now —You'll never miss a sale for lack of the right boiler ! 


@® Gas and Oil Fired Models! 
® Hot Water and Steam! 


® Capacities: 50,000 to 
290,000 BTU/Hr. 


The Big News in Boilers is from Roberts-Gordon! The full 
line of Roberts-Gordon Boilers now offers a unit of almost 
every type and size, designed for the complete range of home 
and commercial heating installations. With Roberts-Gordon 
Boilers, service calls are reduced to a minimum. Offered by 


the pioneers of the famous “Spreader-Flame” Gas Burner, 


GWO SERIES GWOA SERIES GWA SERIES 
Oil Fired Hot Water Fac-Pak* Oil Fired Fac-Pak* Gas Fired 
Boilers. In 4 sizes Hot Water Boilers. In Hot Water Boilers. In ter 
from 111,000 + sizes, from 111,000 4 sizes, from 150,000 
180,000 BTU/Hr to 180,000 BTU/Hr to 200,000 BTU Hr 
output. 


to 
output. input Hr 


GW SERIES 


Gas Fired Hot Wa 
Boilers. In water 
from 78,000 
200,000 BTU from 50,000 to 
input 90,000 BTU/Hr. 


sizes, 


@® Famous High Quality! 

@ Easy-to-Sell Prices! 

® Tankless Hot Water Coils! 
@® A Boiler for Every Need! 


Roberts-Gordon Gas and Oil Burners give greater combus- 
tion efficiency, fuel economy and longer trouble-free life 
Roberts-Gordon Boilers feature cast iron boiler sections 
Wet base construction keeps prime heat transfer surfaces 
clean, insuring maximum heat transfer with minimum space 
and weight 


PETITE BOILER 


Gas Fired 


2GO SERIES 
Oil Fired Hot Wa 
ter and Steam Boil 
ers. In 5 sizes, from ers. In 6 sizes, from 
113,000 t0 252,000 100,000 to 190,000 
BTU/Hr. output BTU/Hr. input 


2G SERIES 


Gas Fired Hot Wa 
ter and Steam Boil 


for hort 
hydronic 
heating. In 3 sizes 


input. 


*Factory Assembled Packages, Including Burner, 
Circulator and Controls — Skid-Mounted. Ready 


for Installation 


Roberts-Gordon Products are Pre-Sold by intensive national consumer advertising, Cash-In on this Opportunity Now! 


é , 
A few desirable territories 


} are still available for manufacturers representatives .. 


. Write for information. 


ROBERTS-GORDON APPLIANCE CORP. 


44 CENTRAL AVENUE 


@ DEPT. DE @ BUFFALO 6, N.Y. 


Please send me full details on your complete line of Roberts-Gordon Boilers. 


NAME 
ADoOrRESS___ 
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NATIONAL ADVERTISING—Briggs Beautyware promotes New Home Living and these bathroom 
fixtures to your customers in full-color ads in LIFE, HOUSE & GARDEN’S BOOK OF BUILDING 
HOUSE BEAUTIFUL'’S BUILDING MANUAL and LIVING’S GUIDE TO HOME PLANNING. You'll 
find th ation-wide Briggs promotion will give added impetus to your selling efforts. 





Feature for feature 
BRIGGS BEAUTYWARE proves 


that brand does make a difference 


Ease of installation... maximum durability . .. ready availability are 
just a few of the reasons why more and more plumbing contractors are 
turning to Beautyware by Briggs. They also know that the distinctive 
styling . . . the fused-in-to-stay compatible colors plus the ease of 
maintenance are Briggs features that keep customers happy. 


Whatever the job, either in new homes or in remodeling, you'll find 
Briggs offers a complete range of styles and sizes that will meet your 
specific job requirements. Install BRIGGS BEAUTY WARE plumbing 


fixtures—they re your guarantee of customer satisfaction. 


BRIGGS 


THE CHAUCER vitreous china lava- 
tory features special lavatory fitting 
with stainless steel pre-formed 
moulding. It has off-center oval 
bowl, cast-in soap impression. Can 
be installed easily in a countertop, 
vanity, or it can stand on legs. 


THE MEDALLION seam-free porce- 
lain enamel finish bathtub weighs 
only 120 pounds but is stronger than 
cast iron tubs. Has full-length seat, 
slip-resistant bottom. Requires no 
blocks, shims or extra supports— 
installs quickly and easily 


THE KING vitreous china water 
closet is wall-hung for cleaning 
ease. Has round-front, reverse-trap, 
close-coupled closet combination 
with regular float valve in tank. 
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NOW you can buy... 


are 


c ay 


WATER SYSTEMS 


URBAN AND SUBURBAN 


=. ; . Gold Label 


PLASTIC PIPE 


dite7 Wale). | AND FITTINGS 


GOLF-FARM-CEMETERY 


... the plastic pipe you’ve always wanted — 
MUNICIPALITIES h | TT 
MAINS AND SERVICE LINES strong enough to replace metal! 


Golden fet. Gold Label Gold Label 


FLEXIBLE PUMP PIPE FLEXIBLE PIPE RIGID PIPE 


Engineered specifically as drop Special heavy-duty, high-strength Maximum strength, heavy-wall 
pipe for single or multiple-stage pipe designed to handle all pres- pipe designed to handle all pres- 
jet pumps. Sizes 1”, 1%” and ent and future domestic water ent and future domestic or en- 
1142”. Backed by a 5-year cost of system requirements; sizes 1/2” gineered water system require- 
replacement warranty. Use it with through 2”, in standard coil ments; sizes 42” through 6”, 
submersibles, too. lengths standard length 20 feet 


Gold Label, a single line of flexible and rigid pipe produced only 

4 ; Id L b ] by Yardley, handles all pressure requirements normally en- 
a a. e countered in domestic or engineered water systems. These high- 
strength, “any-use” products can be sold with confidence. They 

FITTINGS pepe lll Ae, ee oie 

stop pipe selection problems, often the cause of field failures 


For flexible and rigid pipe. Heavy- Insist on Gold Label, the plastic pipe and fittings built to fill 


wall design, precision molded a need, not to meet a price. Ask your jobber or write: 
from special high-strength mate- 
rials by Yardley. The most com- 


cay teat molded fittings in YARDLEY PLASTICS co. 


142 PARSONS AVE., COLUMBUS 15, OHIO 


2@@ 
YARDLEY ... Pioneer OF IMPROVEMENTS IN PLASTIC PIPE AND FITTINGS 


DoMEsTIC ENGINEERING, JUNE 1960 67 





CONTRACTOR ASSNS. . 


NAPC—Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing & 
Heating Exposition); Cleveland Public 
Auditorium, Cleveland 


June 20-23 


Oct. 9-14—ASSE 
of the American 
Engineering; U. S 
Diego, Calif 


Annual 
Society of Sanitary 
Grant Hotel, San 


meeting 


Nov. 20-23 
vention of the 


RACCA 


Refrigeration 


Annual con- 


& Air 


MANUFACTURER ASSNS. 


June 5-8—OHINE—Summer con- 
vention of the Oil Heat Institute of 
New England; Wentworth-by-the-Sea 
Hotel, Newcastle, N. H. 


June 20-23—PHE—Annual Plumb- 
ing & Heating Exposition (held in 
conjunction with the annual conven- 
tion of the National Assn. of Plumbing 
Contractors); Cleveland Public Audi- 
torium, Cleveland. 


June 23-25—SKCMA—Annual con- 
vention of the Steel Kitchen Cabinet 
Manufacturers Assn.; Sheraton Hotel, 
French Lick, Ind. 


Aug. 29-31—PBI—Summer meeting 
of the Plumbing Brass Institute; Edge- 
water Beach Hotel, Chicago. 


Oct. 2-6—CIPH—Annual meeting of 
the Canadian Institute of Plumbing & 
Heating; Seigniory Club, Montebello, 


Que. 


Oct. 10-12—AGA—Annual conven- 
tion of the American Gas Assn.; (ho- 
tel not yet determined), Atlantic City, 
N. J. 


Oct. 12-14—SBI—Annual meeting 


68 


. . National 


Fon- 
Fla. 


Conditioning Contractors Assn.; 
tainebleau Hotel, Miami Beach, 


Jan. 8-10 (1961)—NARDA—Annual 
convention of the National Appliance 
& Radio-TV Dealers Assn.; Sheraton 
Towers Hotel, Chicago. 


Feb. 13-16 (1961)—ASHRAE—An- 
nual meeting of the American Society 
of Heating, Refrigerating & Air Con- 
ditioning Engineers (held in conjunc- 
tion with the 15th International Heat- 
ing & Air Conditioning Exposition); 
International Amphitheatre, Chicago. 


of the Steel Boiler Institute; 
ham Hotel, Washington, D.C. 


Shore- 


Oct. 20-23—NIWKC—Annual con- 
vention of the National Institute of 
Wood Kitchen Cabinets: Grand Hotel, 
Point Clear, Ala. 


Oct. 23-24—TSMA—Annual meeting 
of the Toilet Seat Manufacturers 
Assn.; Americana Hotel, Bal Harbour 
(Miami Beach), Fla. 


Nov. 14-16—PBI—Annual meeting 
of the Plumbing Brass Institute; 
Savoy-Hilton Hotel, New York City. 


Nov. 14-17—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J. 


Nov. 14-17—NWAHACA—W inter 
convention of the National Warm Air 
Heating & Air Conditioning Assn.: 
Statler-Hilton Hotel, Cleveland. 


Nov. 15-17—BRI—Fall meeting of 
the Building Research Institute: 
Shoreham Hotel, Washington, D.C. 


Nov. 18-22—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 


WHOLESALER ASSNS. 


June 10-12—PHWNE—Spring meet- 
ing of the Plumbing & Heating Whole- 
salers of New England; Wentworth- 
by-the-Sea Hotel, Portsmouth, N.H. 


Oct. 5-7—CSA—Annual convention 
of the Central Supply Assn.; Palmer 
House, Chicago. 


Oct. 23-26—AI—Annual convention 
of the American Institute of Supply 
Assns.; Americana Hotel, Bal Har- 
bour (Miami Beach), Fla. 


Oct. 28-Nov. 2—ACRW—A nnual 
convention of the Air Conditioning & 
Refrigeration Wholesalers; aboard the 
S.S. Hanseatic, sailing from Port Ever- 
glades, Fla. 


Nov. 26-29—NHAW—Fall conven- 
tion of the Northamerican Heating & 
Air Conditioning Wholesalers; New 
Hilton Hotel, Pittsburgh. 


Apr. 9-11 (1961)—MAWA—Annual 
convention of the Middle Atlantic 
Wholesalers Assn.; Chalfonte Haddon 
Hall, Atlantic City, N.J. 


Apr. 19-21 (1961)—SWA—Annual 
convention of the Southern Whole- 
salers Assn.; Americana Hotel, Bal 
Harbour (Miami Beach), Fla. 


tion Institute; Hollywood Beach Hotel, 
Hollywood Beach, Fla 


Dec. 13-15—BHC—Annual meeting 
of the Better Heating-Cooling Coun- 
cil; Hotel Pierre, New York City END 


How's This for Size? 


SHE’S GOT ELBOWS: Pretty Genevieve 
Cunningham compares one of the 


smallest steel welding fittings with 
one of the largest made by Flowline 
Corp., New Castle, Pa. The small one 
weighs two ounces; the large one, 
205 pounds. Both will be used on the 
reactor piping in an atomic sub. 
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HUDEE OVAL Stainless Stee! Lavatory 


Frames for ‘‘counter-level"’ bowl installations. Ideal for 
ceramic tile or plastic laminate vanity tops. Water 
tight and sanitary. Eliminates chipping and grout 

problems and the need for special tile 
shapes around bowl perimeter. 


} 


HUDEE ROUNDS MWA 


Save Space! Install a round sink bowl 
with HUDEE Stainless Steel frame in 
corner vanity. Perfect for the half 
bath. Saves wall area and 

provides beauty and utility. 





ie LS) ©) i ee |) 1 | ©) 1 


i Stainless Steel lavatory frames for 
PATENT NOS ” 
2,440,741 popular ‘Waterfall Front’’ type 
5 lavatories. Provide a finished, tailored | 
installation with this quality HUDEE frame 


WALTER E.SELCK and COMPANY 


225 W. Hubbard Street + Chicago 10, Illinois 
Phone: DElaware 7-7240 
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engineer... 


you're way ahead 


6 WELBILT Self-Contained 
Air Conditioners 
elbdl venta tl 
Cooled; F Four Models 


the complete 





WELBILT 


WELBILT 
Oil-Fired Boiler-Burner Unit 


Packaged Chillers 


WELBILT Series VGF 
Gas-Fired Hi-Boy Furnaces 
Residential and Small Com- 
mercial; 6M to 120M BTU 

Output 


...America’s newest, most modern 
line of quality Air Conditioning, Heat- 
ing and Refrigerating Equipment. 
Welbilt offers you a complete line 
of highest quality units, fully guaran- 
teed, strongly supported by a contin- 
uous program of technical assistance, 
and backed by a clean-cut marketing 
Ben nl policy featuring solid protection for WELBILT = 
icsheerd Midlebion Geils s ~=all resale groups. Whether you sell, Attic Stowaway Air Conditioners 
. - : service or specify — look to Welbilt for 
the fairest in policy ... the finest in 
quality products. 


SELF-CONTAINED AIR CONDITIONERS * HEAT PUMPS « AIR AND WATER COOLED CONDENSING UNITS * WATER AND AIR COOLED 
PACKAGED CHILLERS * COOLING TOWERS * EVAPORATOR CONDENSERS « GAS FIRED HI-BOY FURNACES « GAS FIRED HORIZONTAL 
FORCED AIR FURNACES * GAS FIRED BOILER UNITS * CLOVERDALE HOT WATER BOILERS * RESIDENTIAL OIL FIRED BOILER BURNER UNITS 
* COMMERCIAL OIL FIRED BOILER BURNER UNITS * COUNTERFLO, SUSPENDED, HI AND LO-BOY OIL FIRED WINTER AIR CONDITIONERS * 
COMBINATION HEATING AND AIR CONDITIONING UNITS * UNIT HEATERS * DUCT HEATERS * RESIDENTIAL RADIATION BASEBOARD 


Welbilt AIR CONDITIONING and HEATING CORP. 


suenioianio7 eee Farmingdale, New Jersey 
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RECOMMENDED FOR DEEP WELL 
SUBMERSIBLE PUMP INSTALLATIONS... 


ID PIPE 


made of ABS Plastic 





RIGID PIPE SUBMERSIBLE PUMP INSTALLATIONS OFFER 
NEW PROOF OF SUPERIORITY OVER CONVENTIONAL PIPE 


In municipal installations ... in irrigation 
BE ABSolutely aT) lines...in sprinkling systems...and now in 


submersible jet pump installations, rigid 
INSIST ON RIGID ABS PIPE pipe made of Cycolac ABS is demonstrating 


mode of its ability to out-perform conventional pipe! 
\ Highly tensile and rustproof, it is recom- 
Vy mended by submersible pump manufacturers 
VY  @ (©, if A\ Cc for 100-ft. and deeper wells. Tasteless, odor- 
; “ less and non-toxic, it is fully NSF-approved 
for carrying drinking water. Swiftly installed 
THE BORG-WARNER PLASTIC THAT IS and connected, it is acclaimed by submersi- 
TOUGH, HARD AND CORROSION-RESISTANT ble pump installers everywhere—saves 50 
to 75 per cent over metal pipe installation 
costs! An added feature—servicing a unit 
suspended from lightweight rigid pipe is 

relatively simple! 

Write for the name of your nearest supplier 


MARBON CHEMICAL vivision BORG-WARNER 


WASHINGTON Tt WEST VIRGINIA 
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SIMPLE DESIGN 
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SIMPLE INSTALLATION 
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TOTAL COMFORT 


New zone valve 
matched to modern comfort... 


Kaay to inatall, foolproof in operation, t] CONOMM Zones, Re sure you have apecifications on other TACO 
new TACO-Zone provide 16 Po a \| tro Products the e line that'a “eflicieney engi 
that today’a water heating Kd Cooly Vatema demand neered’’ to caver the Held, Write TACO HEATERS, INCOR 

Small and compaet, the PACO ® ol Lightly PORATED, L160 Cranaton Street, Cranaton & Rhode laland, 


Mountain any poaior hy Lopen 


ing no need to remove head vireonty thy ry 

nala! No motor pout 11) or pinta to ont ' ; 

wear or holae, Operates at a low ile ) \ 

ment crushes foreign particles whieh off ul ordina 

Valves, and is easily replaced without draining the avetem A PTL 
or your next heating or cooling ineatallation., ‘build 

in” total comfort and troublefree operation with TACO. | SERVING THE HYDRONIC INDUSTRY SINCE 1920 
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Time is money . . . and everyone likes to save money. By installing 
PANEL-TRACK, enough time can be saved on the job to improve profits. 
PANEL-TRACK is the only baseboard with built-in expansion rails that 
eliminate the necessity for time-consuming clips and gadgets. PANEL- 
TRACK is available in lengths from 2 to 20 ft. PANEL-TRACK is 
always supplied with mechanical damper at no additional cost... The 
packaging is the most complete in the industry and the “decorator 
haze white” finish blends with every decor, PANEL-TRACK the 
most widely accepted baseboard in the country saves time on the 
job, Send for catalog PT-BB1, Sel! the profitable baseboard PANEL 

TRACK Save time... save money! 


Nt, == 


3/4" HYDRONIC BASEBOARD 





EMBASSY STEEL PRODUCTS, INC. 
890 STANLEY AVENUE * BROOKLYN 8, NEW YORK 


* Trademark 
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Advertising s 


Most Accurate Measure of 








The ABC symbol represents 
the advertiser's highest stand- 
ard of circulation value. It 
means that we are pledged to 
keep true and correct circula- 
tion records and report our cir- 
culation in accordance with 
known and accepted rules. 











Circulation Value 


Ever try measuring advertising media with a micrometer? Not 
practical, of course, but fortunately the advertising and publish- 
ing fields have their own appropriate and equally fine standard 
through Audited Paid Circulation reports. 


An Audit Bureau of Circulations report is accurate because it in- 
cludes facts and figures on member publications, verified by un- 
biased field audit. Publishers obtain full credit for paid circulation 
based on common definition, uniform methods of measuring and 
reporting. ABC statements include “facts without opinions’ on 
quality, quantity, distribution, paid circulation and subscription 
methods. 


Established over 40 years ago by the industry itself as an answer 
to chaos, guesswork and speculation, the Audit Bureau of Circu- 
lations is recognized today as a vital stabilizing force in the field 
and the world’s most shining example of self-government in busi- 
ness. Membership includes newspapers, weeklies, consumer mag- 
azines, business publications and farm journals. Practically all 
specialized markets of the United States and Canada—urban, 
rural, domestic, industrial, commercial, institutional—may now 
be reached through the printed media of ABC members. 


In the plumbing, heating and air conditioning field only one 
publication is privileged to identify itself with the ABC emblem. 
That publication is Domestic Engineering. 


DOMESTIC ENGINEERING 
MAGAZINE 
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STABLE FLOW AT THE FAUCET ASSURED... 


regardless of 
water service line 
pressure variation 


... with a mR 


H-9300 REGULATOR on the line... 


For water, air 

and oil services with inlet 
pressures to 250 p.s.i. 
Outlet pressures 

from 5 to 125 p.s.i. 


Write for complete information 


and specifications. 
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UELLER: 


You can eliminate call-backs and complaints due to 
high water service pressures by installing a dependable 
Mueller H-9300 Regulator in the line. 


Accurately controlling the output pressure regard- 
less of the flow, you’il find splashing and water hammer 
problems virtually eliminated. With the reduced pres- 
sure, faucet seats last longer, piping joints and valves 
receive less stress. The accurately proportioned seat 


assures stable flow at all pressures. 


MUELLER CO. 
DECATUR, ILL. 


Factories at: Decatur, Chattanooga, Los Angeles; 
in Canada: Mueller, Limited, Sarnia, Ontario, 





nm | 
“WCAG on vet gis 


Here’s why so many plumbers are doing better 
with the Gerber line, designed for the Mighty Middle 


Gerber produces for the biggest market—Gerber offers a complete 
line of plumbing fixtures. They are designed and produced for the 
Mighty Middle—the mass market where 9 out of 10 sales are made. 


Gerber gives greatest value Volume production for the mass 
market only, results in production and marketing economies that 
keep Gerber prices sensible. There are no slow-moving, costly-to- 
handle specialty items to eat into the profits made on the basic 
fixture line that accounts for 89° of all new home and remodeling 
sales. Production savings are passed on to the plumber in the form 
of deluxe features usually found only on more expensive lines. 
Other features assure faster, easier, trouble-free installation. 


Gerber plumbers can be more competitive — The combination of 
smart styling, high quality and moderate price beats competition 
every time, resulting in volume sales to the biggest market. Gerber 
“packaged” bathrooms are offered too, giving you an additional 
advantage in getting more PROFITABLE sales. Complete bath- 
rooms are available in white or six modern Gerber colors: Petal 
Pink, Wedgewood Blue, Forest Green, Driftwood Tan, Daffodil 
Yellow, Cloud Gray. 
No wonder Gerber is the most active line in the industry, in most 
plumbers sales. Gerber has more to offer, to more people, assuring 
quality fixtures at consistent profits. 
See your jobber or write today for your copy oj the new 
Gerber catalog 
“Plumbing Fixtures for the Mighty Middle” 


Cast Iron Enamelware ® Vitreous China @ Brass ®@ Steel Enamelware © Shower Stalls 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago, Illinois 





<< mn ap 

©" Guaranteed by ™ 

Good Housekeeping 
<<" 
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THERE'S MORE | 2 wt my, * TRIPLEGOTE 
PROFIT | <n 
FOR YOU | FR 


Latelmell<) 


WHEN YOU SELL |) ie | a 
Brady : ‘ | ZW Cold rolled 














TRPLECoTE = J ee 
WATER TANKS | 


PLUS VALUES MAKE THE DIFFERENCE: 


® Baked-on plastic lining, totally 
inert, and impervious to water, 
alkalis and mild acids. 


Highest quality hot dip galva- 
nizing both inside and out. 


‘‘Warranted For Ten Years.’' 
Bronze welded seams and 


spuds, applied by exclusive 
process that retains full effec- ; 
tiveness of hot-dip galvanizing. you the Brady Triplecote* Water Tank, 


Ask your favorite wholesaler to show 


or write for complete information— 
* Competitively priced. prove for yourself the Brady tank is a 
better tank. 


*Triple Coated Steel — Hot dip galvanized inside and 
out, plus baked-on plastic coating inside. 


vady COMPANIES, 


1005 East 18th Street, Muncie, Indiana 
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U.S.-CARLIN 


pays 


off in 


PROFITS! 


Any — and every — 


U.S.-Carlin Oil Burner you sell means 


dollars in your pocket. Outstanding quality features, consist- 
ently dependable performance, proved customer acceptance, 
and the unqualified backing of one of the best-known names 
in oil burners are the money-making reasons why you will find 
it pays to “line up with the line of advanced design.” Ask your 
heating wholesaler today for full particulars. 


CONDENSED SI 


MOTOR -— Long-hour duty with 
safety overload control. Complies 
with NEMA mounting specifica- 
tions. 1/8 hp. (Models 400, 150F, 
400S, 150SF-2, 500S-35); 1/6 hp 
(Models 650, 700S-35, 800S-4); 
1/4 hp. (Model 1200; 1/3 hp. 
(Models 2000S-5, 2000). 


TRANSFORMER — Shielded to 
block radio and TV interference 
10,000 volt (12,000 volt on Models 
2000S-5, 1200, 2000) 


AIR TUBE — Steel with heat resist- 
ant air cone. 


FAN — Precision balanced 
Mounted directly on motor shaft 


NOZZLE — Stainless steel alloy 
Hollow cone spray (Hollow cone 
or solid spray on Models 1200, 
2000). Dual nozzles on Models 
500S-35, 650, 700S-35, 800S-4, 
2000S-5, 1200, 2000 


FUEL UNIT — Single-stage stand- 
ard on Models 400, 150F, 400S, 
150SF-2, 500S-35, 650. Two-stage 
on Models 700S-35, 800S-4, 
2000S-5, 1200, 2000. Built-in 
strainer and pressure regulating 
valve. Capacity of strainer equals 
or exceeds maximum firing rate 
of burner 


SOLENOID VALVE — Combination 
delayed-opening and instantane- 
ous off oil valve standard on 
all models, also 1200, 2000 


COMBUSTION HEAD — Models 
150F, 400, and 650 have standard 
head with diffuser vanes formed 
at a fixed angle to establish air 
pattern. Model 150F (0.65 to 1.35 
gph capacity) and Model 400 
(0.65 to 1.00 gph capacity) have 
a series of adjustable openings in 


ECIFICATIONS 

center of diffuser for regulating 
air delivery to shape the fire 

All *‘S’’ Models have ‘Shell 
Head” and finned collar for effi- 
cient mixture of air with oil. 
Models 1200, 2000 have High 
Temperature Combustion Head 
with finned collar for greater fir- 
ing rate (Model 2000) and nar- 
rower fire. 


ELECTRODES — Nichrome steel 
with full-glazed porcelain insula- 
tors counterbored for utmost 
safety. Flared, ““Wide-arc”’ design 
permits heavier spark and assures 
positive protection during low 
voltage periods. 


BUS BARS — Rigid heavy-gage 
brass (Models 400, 400S, 500S-35, 
700S-35, 800S-4); phosphor 
bronze (Models 150F and 150SF- 
2); high tension leads (Models 
650, 2000S-5, 1200, 2000). 


HOUSING — Cast iron. Designed 
to assure efficient air delivery 
and quiet operation. Machined to 
rigid standards. 


COUPLING — Universal type with 
neoprene center piece. (Flexible 
type on Models 2000S-5, 1200, 
2000). 


CONTROLS — Thermostat, Limit 
Control, and Stack Relay. Elec- 
tronic Control set in place of 
Stack Relay on Models 800S-4, 
2000S-5, 1200 and 2000. 


ELECTRICAL CHARACTERISTICS 
— 115V-60 cycle. 1725 rpm. All 
models except 150F and 150SF-2 
available with 230V-60 cycle on 
special order. Also a complete 
line of 110 and 220V-50 cycle 
models with capacities from 0.50 
to 15.00 gph. 





They Outsell 
because they Excel 


MID-WEST REPRESENTATIC al COMPLETE BURNER STOCKS AT CHICAGO 
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TEAMWORK PAYS OFF! 


FOR YOU 100! 


...When you order 
your pipe through the 


WHEATLAND PRODUCER-JOBBER TEAM 


You can be sure this winning combination will supply 


= 


INSIST you with steel pipe of unvarying high quality, job after 


; 


~ 


ON PIPE job. And your Wheatland distributor sees to it that you 
MADE get the pipe you need . . . on time! 


7) 


IN U.S.A. 


me 





See your Wheatland Pipe Distributor for black or galvanized 
Wheatland Steel Pipe. 


nD 1) 


WEED i. bl) ] 


om 


Se ano a 
VF RP ee Se 
eee 


cee ee thio eanammm iit 


’ WHEATLAND STEEL PIPE 


WHEATLAND TUBE COMPANY 


Bankers Securities Bidg., Phila. 7, Pa. 
MILLS Wheatiand, Pa + Delair, N. J 
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New ffrone 


DURO 


2-YEAR GUARANTEE 


ON ALL ) 
DURO PUMPS ALL BRONZE IMPELLER, VENTURI AND NOZZLE 





- IF IT’S GOOD...DURO’S GOT IT! 


i i : ' 














Nags 





YOUR CHOICE 
HORIZONTAL OR 
VERTICAL... 


Take your choice. Duro 
gives you both horizontal 
and vertical tank ar- 
rangements at the same 
low, low price. 


Jet-Ace : a 


F — 
SHALLOW WELL WATER SYSTEMS } 











WHOLESALERS: Write, wire, or telephone for details about the ‘ 
new Jet-Ace and the complete Duro line. Territories now open. ¥ 


DEALERS: Take advantage of the industry's hottest item. Write 
for details and name of nearest distributor. ' 





SPECIFY U-BRAND FITTINGS.” Why waste valuable 
time buying from different sources? When you stock and 
use U-Brand fittings you are assured a complete, 
top-quality line from one source. All fittings are 
conveniently packaged and marked for immediate use. 
FOR ALL YOUR FITTING NEEDS: e Galvanized and Black U-Cote 
Malleable Fittings e Unions e Plugs and Bushings e Steel and 
Brass Nipples and Reducing Nipples e Steel and Brass 

Insert Fittings e Poly-Plus Blue and Nylon Plastic Insert 
Fittings e Dielectric Fittings e Sanitary Well Seals. 








i 
a & 
al 


| YAP WS 
eT a a 4 a 


NY The Union Malleable 


' . Manufacturing Company 


3 Ashland, Ohio + Vernon, Calif. 


} 


SOLD THROUGH WHOLESALERS ONLY SHIPPING DEPOTS IN PRINCIPAL CITIES ASSURES OVERNIGHT SERVICE 


82 
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MR. CONTROVERSY is Walter A. Reichle, the Sagi- 


naw (Mich.) wholesaler whose direct-to-consumer 
selling plan has aroused industry-wide debate 


IN THE SHORT SPACE OF ONE YEAR, a middle- 
aged super-salesman who speaks with the fluency 
of a scholar and the bluntness of a soldier has 
set the plumbing-heating industry on its ear. 

His actions have excited most wholesalers, em- 
bittered many contractors, and surprised some 
manufacturers. His every move has attracted the 
attention of the trade press, reporting what may 
be the hottest p-h story in a decade. 

In the wake of all this attention swirl clouds 
of controversy and confusion. 

Controversy, because what he has done is a 
departure from tradition, an excursion from the 


“accepted” way of doing things. 


What's the 
Real Truth 
Behind the 
Embattled 
Reichle Plan? 


...+ pronounced Rike-lee 





Confusion, because the reporting and interpre- 
tation of his activities have left a large gap in 
the industry’s understanding of his objectives, 
techniques and the implications of both. 

Few people really seem to know what the man 
has in mind or what the repercussions of his 
business behavior will be. But rumors and strong 
suspicions are plentiful enough. Say 
“He'll wreck the industry.” 


some: 
Say others: “He'll 
save it.” 

Says Mr. Controversy himself: “I don’t know 
what all the noise is about.” 

The man, of course, is Saginaw ( Mich.) whole- 
saler Walter A. Reichle. And the object of all 


This 44-page special report on the hottest news in our industry today probes 


the Reichle plan in its national and local implications 
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(Continued from page 83) 
the “noise” is a sales program which he devised, 
and which has become known simply as the 
Reichle plan.” 

Under the plan, Reichle advertises extensively 
to the public and maintains a retail showroom 
where the public can “buy direct.” In a large 
percentage ol the cases, a contractor “partici 
pates” in the sale to some degree and gets a por- 
tion or all of the retail markup, depending upon 
the circumstances. (How the plan works is ex- 
plained in the article beginning on page 88. ) 


Well. what cs the 


the plan wreck or save our industry, or will it 


“noise” all about. and will 


have no appreciable effect 


Does it warrant so much attention? 


This month, Domestic ENGINEERING is doing 
something that we don’t do very often. We're 
devoting nearly all of our main editorial section 
to this one subject: The Reichle plan for direct- 
to-consumer selling by a wholesaler. 

Does the Reichle plan warrant so much edi- 
torial space at this time? 

We think that it does. True, there’s nothing 
new about a wholesaler selling direct. Its been 
done before, both overtly and sub rosa, and will 
It's also true that Walter Reichle’s 


particular retailing technique has been highly 


be again. 


publicized for a solid year in both contractor 
and wholesaler magazines. Praise and invective 
have been heaped upon it. 

Why, then, is DE taking up the subject at this 
) 


time? Precisely because of the afore-mentioned 


publicity. Unfortunately, things have gotten a 
little out of hand. What started out as one whole- 
saler's attempt to correct his local business sit- 
uation in an unorthodox way has become a na- 
tional issue—a “cause celebre” in the industry. 
®But the trouble is that its become a blurred 
national issue. Too many questions remain un- 
answered. Reichle himself says that much of 


the reporting of the facts involving his plan have 





heen distorted, twisted and clouded. As to what 
the consequences would be if the plan were wide- 
ly adopted and whether these consequences 
would be good or bad for the consumer and for 
our industry— this aspect of the subject has been 


largely ignored, skirted or glossed over. 


®/t's pointless to ask now if the subject had 
better been left alone, for wholesaler Reichle 
and his contractor-customers to work out locally. 
One opinion widely expressed in highly placed 
contractor and wholesaler circles is that such is 
the case. The viewpoint, which has some merit, 
is that most local affairs, however unusual or 
perhaps even highly undesirable, are better set- 
tled locally. This is not to evade issues. It’s 
simply being realistic and recognizing what is 
most expeditious and sensible at a given time 
under given circumstances with given persons 
involved. 

Be that as it may, the Reichle plan for direct- 
to-consumer selling by a wholesaler has ceased 
to be a local affair. It ceased being a local affair 
when it became nationally publicized and whole- 
salers elsewhere started to emulate it. It ceased 
being a local affair when the National Assn. of 
Plumbing Contractors took an official stand 
against it on the basis of questionable legality 
and threatened participating contractors with ex- 
pulsion from the association. The issue has been 


thrust into the forefront of industry concern. 


An objective evaluation is needed 


Responsible journalism now calls for a rea- 
soned, unemotional, objective evaluation of the 
Reichle plan in all of its ramifications. Public- 
ity of the subject is not enough. Unfortunately, 
publicity is not necessarily equated with factual 
reporting. Neither is it necessarily equated with 
a reasoned evaluation of the facts, both in terms 
of what the facts are and what their end results 
are likely to be. 

And it’s important, too, that in our evaluation 


we separate the plan from the man Walter 
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Reichle. The plan has * 


with Reichle’s name on it, but we have to weigh 


gone down in history” 


it in principle, the way any man could use it, or 
possibly abuse it. 

As we ve said before and will be saying again 
and again before this report is finished, in its 
most basic sense the real point at issue is the ef- 
fect such a radical departure from conventional 
distribution practices can have upon the total 
structure of our industry and the service rend- 


ered to the consumer. 


The right to a profit is not at issue 


It’s not whether a businessman has a right 
to a reasonable profit and to set up his business 
to achieve this, because we believe he does. 

It’s not how the plan works for Reichle and 
whether he and his contractors are now making 
more money than before, although that’s impor- 
tant to them because it’s why they re in business. 

It’s not whether plumbing contractors are do- 
ing a good enough job of merchandising and sell- 
ing the industry's products in the traditional way, 
although this is necessarily a subject for constant 
scrutiny, evaluation and improvement. 

It’s not whether the plan is legal or not, al- 
though this is a question that cannot be ignored. 

It's not whether wholesalers sometimes sell at 
retail, because we know they do, although the 
efforts of the industry up to now have been to 
keep this practice at a minimum and not endow 


it with any kind of official respectability. 


® All of these factors strongly enter into the 
picture, some of them because they're basic ones 
that are always with us, all of them because they 
help to explain why we have a Reichle plan. But 
none of them is the issue itself. 

The real, theoretical and fictitious ethics of 
our industry must come under examination too. 
How many of our operating principles are rooted 
in fundamental human honesty and integrity? 
Which are rooted in ethical canons that all agree 


are most beneficial to the common good? Which 
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are rooted in the idea of trade protection? Fi- 
nally, which are mere shibboleths—abstract 
theories that are supposedly good but which are 


violated every day in actual practice? 


#®QObviously, the subject we're talking about is 
a fantastically complex one. But in the last anal- 
ysis, all questions are absorbed in the funda- 
mental issue of public service rendered accord- 
ing to reasonably stable and accepted standards 
within the industry itself and toward the public. 

This is so for selfish reasons as well as al- 
truistic ones, because our industry as we know 
it can prosper only if we deliver the goods and 
services without cutting our own and each other's 
throats in the process. 

How can we accomplish both consumer service 
and industry prosperity? We know we've got 
weaknesses and strengths in lots of areas, and a 
complete analysis of our situation should take 
them all into consideration. But let’s just stick 
here to the basic question of distribution. Is a 
change in distribution methods the answer to our 
industry's ills—to the price problem or that of 
competition from outside the industry, for ex- 
ample? Is the industry due for a basic change 


in its distribution methods? 


So the industry has problems—but 
is the Reichle plan the answer? 


We happen to think that it is not and that it 
will, instead, create new problems of a serious 
nature if adopted on a wide scale. Why we think 
this will be unfolded in the following pages, and 
our conclusions will appear at the end of this 
special report. 

At this point, we should like to say a few words 
about the inception of the plan that has come to 
be identified with Walter Reichle. In the begin- 
ning, the man is always indivisible from his plan. 
This is our estimate of the man: If a half-dozen 
wholesalers were selected for outstanding con- 
tribution to this industry, Walter Reichle would 


be among them. If a half-dozen industry mem- 





Whats the Real Truth Bel 


(Continued from page 85) 
bers from all branches were selected upon the 
basis of their essential honesty and integrity, 
Walter Reichle would be one. 


courage, he at the 


On the basis of 
moment stands alone. 

Why did Reichle start the plan? Its a danger- 
ous thing for anyone to analyze the motives of 
another, and, in any case, we're perfectly will- 
ing to accept Reichle’s own explanations. In es- 
sence, there are two. The first is that in his lo- 
cality, other channels of distribution were  pre- 
emplting or attempting to pre-empt an increasing 
share of the market from the so-called legitimate 
channel of distribution. His consumer advertis- 
ing and showroom selling plan, Reichle thought, 
would reverse or at least stay this trend. To the 
degree that it was successful. it would benefit 


the entire industry in his area. 


Desire for profit is valid 


Second, Reichle operates a commercial enter- 
prise. To function, such an enterprise must be 
economically sound. Until he started his direct- 
to-consumer plan, Reichle’s business was down. 
Many a businessman considers the profit of the 
enterprise as his primary obligation, and there 
is much to be said for this viewpoint if no prin- 
ciple of honesty is violated in the process, We 


think none was in Reichle’s case. 


How this special report was written ——— 


WE INTERVIEWED dozens of contractors in the Saginaw 


area for their reactions to the Reichle plan (page 93). 


the Reichle Plan? 


As we ve already said, however, we also think 
that the issues involved in the Reichle plan are 
basic to the industry weal—and they go way be- 
yond any longer being local or personal. They 
contain the latent germ of an industry revolution 
that could conceivably have strong repercussions 
upon the industry—in our opinion definitely 
not to the industry’s best interests. 


Should we retain the status quo? 


The situation now calls for a hard look and 
some hard thinking. We have to examine not 
only the Reichle plan in its ramifications, but 


two alternatives: retention of the 


“status quo 
ante bellum” so to speak—that is the situation 
or a correc- 
tion of some of the ills that brought the Reichle 
Nat- 


urally, we favor the latter, and we have some 


as it exists without a Reichle plan 


plan into being—and these ills do exist. 
thoughts to offer later on this point too. 
We must reject the efforts being made in some 
quarters, including a segment of the press, to 
sweep the issue under the rug. As we said, the 
issue is now a national one. Several wholesalers 
already have introduced their versions of the 
plan and we have it on good authority that many 
others are merely postponing doing so, waiting 
for the hue and ery to die down. They’re just 


waiting to see what happens in Saginaw. 





WE CHECKED and evaluated the merchandising practices 
of contractors in Reichle’s trading area (page 99). 





It’s to enable us—ourselves and you, our 
readers—to review the facts and possible solu- 
tions objectively that DE is featuring this special 
report. To put it together, we’ve done some ex- 
tensive digging the past few weeks. Six of us 
spent two weeks in Reichle’s business area. We 
asked Reichle searching questions about the 
theory and practice of his plan. We watched his 
salesmen at work in his showroom. We talked 
to the contractors in the Saginaw-Bay City-Mid- 
land area who are affected by the plan and who 
are ina position to evaluate it since it’s been in 
operation a full year. 

We also queried individual contractors, whole- 
salers and manufacturers throughout the country, 
along with industry leaders in a position to speak 
officially for their respective groups. We did this 
to gauge industry reaction to the plan and to as- 
certain the degree to which its consequences are 
understood and accepted. 

What are some of these consequences? Will 
contractors go along with the plan? If it’s widely 
followed, will the contractor take less and less of 
a sales role and eventually become a mere hired 
installer of pre-sold equipment? What will hap- 
pen to the personal contact that’s been deemed 


necessary to servicing the consumer in our indus- 


try? Who will guarantee and service the equip- 


ment if the contractor becomes merely a labor 


WE CALLED on Walt Reichle on six different occasions for 
straight answers to probing questions (page 102). 


broker? Is giving the installing contractor a part 
of the retail markup on a sale made by a whole- 
saler legal? If it’s legal, is it ethical? Is it ethical 
for a man to sell at both wholesale and retail? Is 
such a wholesaler competing on the retail level 
with good merchandising contractors who are his 


own customers? 


Ils there an alternative to the plan? 


After a year’s experience with it, does Reichle 
himself have some modifications in mind, mod- 
ifications that may perhaps correct what he deems 
a bad distribution situation, yet be acceptable 
to the industry? 

We've been asking a great many questions in 
these pages. In the following ones, we'll do our 
best to answer them for you and to interpret their 
consequences as we see them. When you've read 


our report, we'll welcome your comments. END 


How the plan works && 


WE STUDIED the sales program in action and interviewed 
retail customers in Reichle’s showroom (page 90). 


... AND WE CONSULTED with attorneys and pored over 
government laws on the plan’s legal ramifications; we 
surveyed 3000 wholesalers and several hundred con- 
tractors by mail for their reactions to the plan and its 
possible use in their areas; we talked with officials of 
major contractor organizations, and we analyzed and 
debated the plan’s national implications. 
. The result: This 44-page special report. 
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PLENTY OF FREE PARKING @ EASY BUDGET TERMS AVAILABLE 





PLUMBING @ HEATING 
AIR CONDITIONING 
KITCHENS 


1215 SOUTH JEFFERSON 


SAGINAW 





of a 100- 
year old building in Saginaw, 
Mich. is the brightest plumbing 
for 90 


ON THE SECOND FLOOR 


and heating showroom 
miles around. 

The 40 by 120-foot room is lo- 
cated in the Reichle Supply Co.’s 
58,000 square foot plant. It’s a 
showplace where _ wholesaler 
salesmen sell direct to the con- 
sumer. As such, it has become 
the focal point and symbol of 
a sales technique that has come 


to be called “the Reichle plan.” 


=» But 


nor ends. in 


the plan neither begins 
the showroom. It 
begins, rather, with the an- 
nounced objectives of the plan. 
Walter Reichle, the company’s 
president, said he started the 
plan to get more business for 
himself and his contractor-cus- 


tomers. He started it because of 
“drooping sales, stiffening com- 
petition and weak 


merchandising.” 


contractor 


He cites the inroads of chain 
stores, dtu’s, lumberyards, hard- 
ware stores and other nonindus- 
try outlets that have invaded the 
plumbing market. 
He points to nickel-nibbling 
wholesaler-retailers who sell di- 


contractor’s 


rect “under-the-counter” and at 
cut prices. He points to material 
brokers localities 
whose chief appeal is price and 
who cut directly into the whole- 
saler’s contractor market. 
Reichle chosen what he 
considers to be a workable 
with 


from distant 


has 


weapon which to combat 
both the forces that undermine 
him as a wholesaler and those 


that work against his contractor- 


Bo 


customers as retailers. That 
weapon is a plan for direct-to- 
consumer selling that also pro- 
vides for contractor “participa- 
tion” in the sale and the profits. 

In essence, here’s how the plan 
works. 

Reichle advertises directly to 
the consumer via newspaper, 
radio and television, quoting re- 
tail prices on plumbing and heat- 
ing products. His ads call the 
figures cited “showroom prices” 
they the slogan 
“inspect, select, then buy direct.” 
Some of his retail advertising is 
financed on a cooperative basis 
by manufacturers whose lines he 
carries. 


and feature 


Consumers are invited to visit 
Reichle’s “shopper’s showroom,” 
which, as indicated, is under the 
same roof as his wholesale oper- 
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$40,000 A YEAR is being spent to pro- 
mote the Reichle plan. This ad, reduced 
from a quarter-page, is one of a series 
that appears weekly in the Saginaw- 
Midland-Bay City (Mich.) area. “A new 

gy to buy” and “inspect, select, then 
buy “thicect’” are among the slogans that 
some cO™mftractors find objectionable. 
Reichle coufters by pointing out that in 
well over 90 p@gcent of the sales made 
in his showroom, Wee contractor gets all 
or most of the retaiMmarkup. 


« 


Geoonbeeney monn: faye 


more 
mrt 
a55 


VIEWED ACROSS the 
broad expanse of the 
parking lot is Reichle’s 
plant. Retail customers 
see a pair of doors 

one marked “wholesale 
dept.” and the other “‘re- 
tail showroom upstairs.” 


ation but has its own entrance 
with the words “retail 
room” and the showroom hours 
on the door. Products in the 
showroom all carry retail prices 


show- 


and are tagged with such prices. 
Sales may be made direct to 


consumers by Reichle’s salesmen 
on the floor, in which case (if no 
involved in any 
way) he retains the entire retail 
markup. 


contractor is 


When a plumbing and heating 
contractor directs the consumer 


to the showroom, brings the con- 
sumer in personally, makes the 
final product installation or in 
any other way enters the sales 
transaction and gives “evidence” 
of having done so, Reichle gives 





(Please turn to page 90) 


Here's the Complete Text of the Reichle Plan Policy Statement 


1. General 


This program is designed to make it possible 
for our contractor customers and ourselves to 
obtain a more satisfactory share of our portion 
of the available market. The program centers 
principally around the operation of our plumb- 
ing and heating showroom. This is the only 
of Detroit where complete 
lines are visually available to the ultimate con- 
sumer. Its 


showroom north 
have not 
been made properly available either by our- 
selves or by the retailer to the consumer. 


purposes and facilities 
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The 
whereby the consumer may easily see and buy 
quality products and also to properly present 
to the price conscious buyer the many low 
priced products which our lines make available. 

The proposal is designed to be of distinct 


major interest is to create a means 


sales and profit advantage to our retailers and 


to ourselves. By increasing our showroom 
sales there must be an increase of profit and 
consumer contact for our contractors. 

This plan is conceived in the spirit of com- 
plete integrity. From our viewpoint as whole- 


(Please turn to page 182) 




















: 


CLIMBING THE STAIRWAY from the ground floor showroom entrance, two cus- 
tomers (attracted by Reichle’s ads) take their first steps in the sales process. 


UPGRADING: Although customers were interested only in a food 
waste disposer, Balley perks up their interest by leading them 
past a sink. Sales are often upgraded $300-$50u, he reports 


FINDING A CONTRACTOR: At customer's request, Balley goes 
through phone book to find contractor neares: kuyer’s home. 








(Continued from page 89) 

a percentage of the retail mark- 
up to the contractor, if he 
(Reichle) does the billing. He 
reserves about 25 percent of this 
retail markup (5 to 8 percent of 
the retail price) to “cover his 
advertising, showroom and other 
expenses incurred in connection 
with maintaining the retail oper- 
ation.” When the contractor does 
the billing, he (the contractor) 
retains the entire retail markup. 

Reichle has devised a referral 
form that contractors may use 
to direct customers to his show- 


room, but a phone call or any 


other means of communication 
may serve the same purpose. 
His salesmen use two types of 


(Please turn to page 92) 


MANAGER of the retail show- 
room is Francis ‘Fritz’ Balley, 
who started with Reichle Supply 
Co. 20 years ago as a trucker. 


THIS PORTION OF THE SHOWROOM, first 


to be seen by incoming customers, has 


a full line of plumbing fixtures in room settings. 
with retail prices. Along one wal! is emblazoned the slogan 


ua 


inspect, 


All items are clearly tagged 


select, then 


buy direct 


or order from your plumbing contractor or dealer.” 


FULL-TIME ASSISTANT to Balley 
is Charles “Chuck” Jones, also 
a 20-year employee of Reichle. 





American-Standard 


SHOWROOM SELECTIONS FROM 
neatine Mi piumsine 


THE WHOLESALE SHOWROOMS OF 


SUPPLY COMPANY 
DISTRIBUTORS: 
INDUSTRIAL SUPPLIES 


PLUMBING - HEATING 
SAGINAW. MICHIGAN 


ESTABLISHED 1926 





1215 SOUTH JEFFERSON AVE PHONE PL 5-343! 





DATE 





CUSTOMER 


PLUMBING CONTR 
-— <== 


NUMBER 





2. H-s088 


ADDRESS 


ARCH. OR BUILDER 


DESCRIPTION 





THIS 1S NOT AN ORDER UNTIL CONFIRMED BY A DEALER 
THIS QUOTATION EFFECTIVE FOR 30 DAYS FROM DATE ONLY — CALL REICHLE SUPPLY CO. FOR REVISION OR APPROVAL AFTER 30 DAYS. 


CUSTOMER COPY 





L 





WHEN THE CUSTOMER already has a plumbing con- blank (which is prepared in triplicate) to inform him 
tractor in mind for the installation, the Reichle sales- of the sale. Note that the sale is not considered 
man sends him (the contractor) a copy of this order final without confirmation by the installing contractor. 
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REICHLE SUPPLY nepal 
1215 S. JEFFERSON — SAGIN 


| We PRESENT TO YOU: 


NAME oe | 
STREET & NO. zh MR. FRANCIS (FRITZ) BALLEY 
nn SHOWROOM MANAGER 
REICHLE SUPPLY co, 
| 1215 S. JEFFERSON 
| rary | SAGINAW, MICHIGAN 
CHARGE TO ME: | 


SIGNED - DEALER wae a 


WITH REFERRAL ENVELOPE, tri-city contractors formally to their customer in Reichle retail showroom. Envelope 
establish their right to retail markup on any sale made may be mailed direct to Balley or presented by customer. 


| 
| 
| 


CITY 
DEALER INSTRUCTIONS: 


How the plan works... 


(Continued from page 90) contains two complete kitchen $1.75 kitchen chopping block to 
forms. One is for direct cash layouts, a wide variety of sinks a $200 futuristic bathtub, is 
sales. The other carries the mes- and displays of accessories. marked with a price tag that is 
sage “this is not an order until Six times a week, a Reichle 25 to 331% percent above trade 
confirmed by a dealer” and is maintenance man scrubs down cost. All told, the showroom 
the place until it can pass the holds $30,000 worth of products 


white glove inspection of Walt (at wholesale cost). 
will be called in to make the’ Reichle himself. 


installation. 


used whenever a contractor 1S 


already involved in the sale or 


The salesmen who meet the 


Each showroom item, from a (Please turn to page 179) 


Here, in a step-by-step fashion, 
is the sales process that awaits 
the customer. 

Viewed across a 200-car park- 
ing lot, a glass-paneled door on 
the ground floor announces “Re- 
tail Showroom Upstairs.” It’s 
next to the wholesale entrance. 

In the showroom itself, the 


‘ 


slogan “inspect, select . . . then 
buy direct or from your plumb- 
ing contractor or dealer” and the 
suggestion “use our convenient 
budget plan” are emblazoned 
across one wall. 


# The customer who climbs the 
flight of stairs first sees plumbing 
brass, shower stalls, water clos- 
ets, lavatories and complete 
baths arranged in room settings 

Heating products are at one 
side. The other end of the big 
room, partly shut off from the 


: Soe TOOL DISPLAY in retail showroom is designed to attract do-it-yourselfers, 
overall view by a partition wall, 


some contractors charge, but Balley says sales from it have been minimal. 
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“RIGHT NOW, I'm sitting on the 
fence. | don’t know if the plan 
is hurting me or not hurting me. 
| have a feeling, though, that if 
things continue the way they are, 
someday we'll be bidding for 
labo” only. 

“Some contractors have quit 
buying from Reichle because of 
the plan, but | don’t intend to 
because | think this area needs 
a service like Reichle’s. But I’m 
not so sure about his plan.” 

Bob Remer, Saginaw. 


“I like Rike, but...” 

To hear plumbing contractors 
tell it, Walt Reichle could have 
been elected mayor of his home 
town, Saginaw, Mich. That was 
before he started “messing 
around” with the industry’s tra- 
ditional manufacturer to whole- 
saler to contractor to consumer 
selling process. Now, the area’s 
contractors aren’t so sure. 

A sizable percentage of them 
either flatly oppose his plan of 
direct selling to consumers or feel 
that it may ultimately work to 


The Sound and the Fury 
in Saginaw Valley... 


the disadvantage of the plumbing 
contractor. On the other hand, 
there are those who stoutly de- 
fend it or say “it makes no dif- 
ference to me.” 

Here’s a roundup of opinion 
from the Saginaw-Bay City-Mid- 
land area: 

“It’s a Frankenstein monster 
that could grow and feed on it- 
self until it destroyed the con- 
tractor’s public image,” says 
Manny Garcia. He’s the articu- 
late and outspoken president cf 
the Saginaw Assn. of Plumbing 


“YOU TELL WALT REICHLE for me that we are retailers, not bidders for labor to 


install. 


If we sell labor only, we will need a markup of 100 percent on 
our labor cost, which | don’t think we can get. 


doing a good selling job, let him show us how to do a better one. 


If he thinks we are not 
Too 


& Heating Contractors. Garcia 
says that Reichle’s plan gives the 
wholesaler a prerogative of pub- 
lic contact that rightfully belongs 


(Please turn to page 94) 


many wholesalers are creating and sustaining incompetent contractors with 
their engineering and other services. The good contractor does not need 
these services, but is still charged for them.’ Wenzel Dingman, Saginaw. 
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Contractors tell 


(Continued from page 93) 
to the contractor. “The plumb- 
ing contractor’s status and im- 
age as an independent business- 
man will suffer in the eyes of the 
public who, under Mr. Reichle’s 
plan, come to see him as little 

more than a hired installer.” 
“Not so,” counters Bay City 
contractor Noel Goddeyne. God- 
deyne, who speaks with real au- 
thority as one of the tri-city 
area’s top merchandisers, says 
the plumbing contractor’s role 
will not be subordinated in the 
least by cooperating with the 
Reichle plan. “It’s up to the in- 


“| DON’T SEE that the plan affects us very much, 
since we’re mostly in commercial work. We're 
not installing any products sold by Reichle under 
the plan, and | don’t know at this point whether 
we would if any such jobs were referred to us. 
| think if the plan became widespread, it might 
hurt.” Robert “Red” Schafer, Bay City. 


8 : me 4 
“THE WOUNDS are deep. We contractors in the Bay “I'M STRICTLY AGAINST the plan. Reichle built his busi- 
City association feel as though we don’t need Reichle ness by selling to the contractor, now he’s trying to by- 
to do our retailing for us. Because we feel he’s compet- pass him. His next step may be to hire journeymen for the 
ing with us, we may put on an ad campaign of our own. installation. | don’t like the idea, either in principle or in 
The whole industry had better be concerned by what's fact, of someone doing part of my selling for me and 
happening here in the valley.” Ernie Touroo, Bay City. taking part of my commission.” Cliff Thomas, Saginaw. 
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why they favor, oppose the Reichle plan 


dividual contractor,’ Goddeyne 
says, “to maintain his own iden- 
tity the way he wants the public 
to see him.” 

How should he attain this stat- 
us? Goddeyne says through ad- 
vertising and promoting himself 
as a businessman and competent 
contractor. Goddeyne does this 
through a bright showroom, con- 
sistent use of ads and good cus- 
tomer relations. 

Located at Bay City’s fringes, 
Ernie Touroo, president of the 
Bay City Plumbing & Heating 
Contractors Assn., 
some vehemence: 


says with 
we're 
We oppose the plan 
and will not support Reichle as 
long as he keeps it. If you sup- 


“We are not laborers: 
retailers. 


port those who don’t support 
you, you’re sick.” 
Unlike Goddeyne, Touroo does 


(Please turn to page 96) 


Contractors cite these objections to the plan 


1. They feel the plan is dam- 
aging to the prestige of the con- 
tractor. It may reduce him to a 
mere labor broker and eliminate 
his function as a salesman and 
businessman. 


2. They cite the lack of indi- 
vidual control over the markup 
on trade cost of a product. They 
feel that keeping this control in 
their own hands is vital to their 
control over the economics of 
their own businesses. 


3. They say the reserved com- 
mission made available to con- 
tractors is not enough to con- 
duct a profitable business. (Yet 
some retailers say the commis- 


sion is better than the markup 
many contractors are now get- 
ting on their own initiative.) 


4. They fear that wholesalers 
who might adopt the plan could 
completely withdraw the ccm- 
mission and even go so far as to 
hire journeymen to handle instal- 
lations. There is less fear that 
this will be done by Reichle than 
that the plan will be prostituted 
in the hands of others. 


5. They believe the plan may 
not be legal. Since the question 
of legality has been raised by the 
NAPC, some contractors object 
to the plan because they fear in- 
volvement in possible litigation. 


“IF CONTRACTORS would quit their sobbing over the 
Reichle plan and get out and do something on their 
own, it would solve this problem of ‘who should do the 
retailing.’ Reichle’s advertising is actually helping our 
industry, because it’s making the public more aware of 
the benefits of good plumbing.” Max Carey, Midland. 
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© Reichle answers, states his case (see page 102) 


“| DON’T AGREE with those who say the Reichle plan will 
put us in the position of bidding labor only. We’re pri- 
marily in big jobs, so the plan doesn’t affect us too much; 
however, we think it has merit. It makes it easier for the 
public to buy plumbing; selling fixtures from a catalog 
is a thing of the past.” Lloyd Schweinsberg, Bay City. 


95 





WHAT'S FAIR IS FAIR! 


don’t agree 
One outfit in our town has been 
selling wholesale and retail ever since 
it opened its doors. It handles for- 
eign copper, off-brand soil pipe 
other junk 


“Here’s something | 


with. 


and 
Yet most of the guys who 
are crying the loudest about Reichle 
are the ones beating a path to this 
dtu’s door—buying the stuff because 
they won't go to Reichle’s 

“Now this is his problem, of course, 
but what's fair is fair!’ 

Jack Richter, Saginaw 


























“THIS KIND OF SELLING is making a jungle out of the industry. Wholesalers 
should leave retailing to us. I’m sure | can get enough money to go into 
the wholesale business, maybe that’s the answer.’ James Hoag, Saginaw. 


“THE PLAN IS A GOOD THING. The 
consumer is getting a better quality 
of fixtures and more contractors are 
getting the business because part of 
the plan stresses calling the master 
Jack Richter, Saginaw. 


The Sound and the Fury... continued 


plumber.” 


(Continued from page 95) itors found in extensive on-the- 
and feels 


he doesn’t need one. ‘Hasn't 


not have a_ store spot interviewing, is based on a 


variety of objections. Some ap- 


Reichle ever heard of the Fuller 
brush man?” he countered, when 
told of Reichle’s statement that 
“you can’t sell plumbing fixtures 
out of catalogs.” 

So, from shop to shop in the 
tri-city area, opinions of the plan 
ap- 
proval, to mild indifference, to 
violent opposition. 


seem to range from warm 


Contractor opposition, DE ed- 


pear to have validity in princi- 
ple. Others are based on a mis- 
understanding of how the plan 
Still others seem to be 
purely emotional. 


works. 


Some contractors indicated 
they have no basic objection to 
the plan but are now leery of 
possible legal involvement since 
NAPC’s warning 
(Please turn to page 98) 


the official 


“| DON’T LIKE any part of it. Reichle should have set up a plan whereby nobody 
could come into his showroom except on the authorization of a plumbing con- 
tractor. He should have started a cooperative advertising program with the 
contractors. It would be better for all of us.’ Clarence Couture, Bay City. 
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“THE GOLDEN KEY program of Reichle’s is a good thing, 
because the plumbing contractor exercises control over 
public use of Reichle’s showroom. But | don’t care for 
the wholesaler himself selling direct, because if he gets 
away with it, others may be tempted to do the same 
thing, with possibly bad results. Russell Green, Midland. 


“IN A WAY YOU CAN’T BLAME Reichle. Sears can get 
all the master plumbers they want for installations, and 
his plan is one way of meeting that competition. The 
way things are going, you'll soon see water heaters in 
the drug store. I'll retire in a year or so, so | haven't 
much to worry about.” William Bohman, Saginaw. 


“IT’S A LOT OF NONSENSE to say that the plumbing contractor’s role or image in the 
public eye will in any way be subordinated by the Reichle plan. It’s up to the individual 
contractor to maintain his own identity the way he wants the public to see him. 

“If he works, acts or looks like a ‘hired installer,’ that’s the way the public will picture 
him, Reichle plan or no. If, on the other hand, he presents himself as a competent 
businessman with essential products and services that consumers should have, then that’s 
the way the public will see him.” 


Noel Goddeyne, Bay City (shown here with George Dupuis, his showroom manager). 


B In Sink Erato 


{ 
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“I'M CRITICAL of the contractor ‘image’ that his 
ads present to the public. But | like Mr. Reichle 
personally, and we need him. If there’s a 
chance we can straighten things out, we should 
try... Manny Garcia (center), shown here with 
William Symons (right), secretary of the Saginaw 
Assn. of Plumbing Contractors (Garcia is presi- 


dent), and a DE editor. For the first step in 
“straightening things out,” see page 117. 








Where do wholesalers and contractors 
nationally stand on the Reichle plan? 


WHAT WOULD HAPPEN if the Reichle plan were widely 
introduced into other areas of the country? To measure con- 
tractor and wholesaler opinion on this question, DE polled 
some 3,000 wholesalers and 200 leading contractors. As we 
go to press, the replies are still coming in. 

So far, contractor feeling is running about four to one 
against the plan. Wholesalers, on the other hand, are almost 
equally divided. What they have to say and how they say 
it will be featured in next month’s issue. 


# The July issue also will carry the views of such leading 
wholesaler executives as James Peery, secretary of the 
Central Supply Assn., and George Underwood, executive 
secretary of the American Institute. The plan’s possible 
effect on the industry’s distribution structure as seen by 
leading: manufacturers also will be included in Part II. 
While DE is holding these verbatim statements until next 
month, the views they put forth are reflected in this month’s 


(Continued from page 96) 
against participation in “reserved 
commissions” and “kickbacks.” 

In the voluminous mass of 
opinion, misinformation and rea- 
soned interpretation, five major 
criticisms stand out among those 
made by contractors who oppose 
the plan. These five are briefly 
summarized in the set-aside read- 
ing on page 95. They appear to 
be the main sore spots with Sagi- 
naw Valley contractors, but there 
are others. (It should be pointed 
out that objections to the plan 
are being featured most strongly, 
since it is these points that we 
wanted Reichle to answer in his 
case for the plan beginning on 
page 102.) 

Among other objections stated 
to DE are these: 


6. Wholesalers shouldn’t sell 
(Please turn to page 196) 


report on the plan’s possible national ramifications. 








aes 


iD 


f 


/ 


dent-elect Wilbur White, executive secretary Norm Cam- 
tors consider the Reichle plan’s state and national rami- eron, another DE editor, president Jim Dart, vice presi- 
fications so important they extended their stay at the dent Maurice Cole and secretary-treasurer Edwin Ander- 
recent state convention in Detroit by half a day to meet son. G. Allen Briggs, vice president of the National 
with DE editors for a special tape-recorded interview. Assn. of Plumbing Contractors, also was in on the spir- 
Shown at the meeting (from left) are a DE editor, presi- ited discussion. (See July DE for full story.) 


OFFICERS OF THE MICHIGAN Assn. of Plumbing Contrac- 
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How Good (or 
How Bad) Is 
Contractor 

Merchandising 
in Reichles 
Trading Area? 


It's not good enough, he 
says, to boost consumer 
buying of the industry's 


products. Here's what DE's 


study of the area found 


WALT REICHLE has time and 
again complained of lax con- 
tractor merchandising in the tri- 
city area of Saginaw-Bay City- 
Midland as one of the reasons 
for starting his “plan.” 

Contractors haven’t been ad- 
vertising enough, he says. They 
haven’t been showing enough 
products or making enough of 
an effort to go after the custom- 
ers. “Too many are trying to 
sell out of a catalog.” 

Is Reichle’s assessment of mer- 
chandising capabilities in his 
area correct? Have contractors 
failed to live up to their respon- 
sibilities as the industry’s prime 
contact with the public? 

Or does Reichle expect and 
demand too much improvement, 
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DE’S STUDY of tri-city merchandising included a careful check of 
the area’s stores, telephone answering techniques, advertising 
and promotion, and other methods of building customer contacts. 


too fast, in contractor merchan- 
dising techniques? 

The answers to these questions 
are important to anyone inter- 
ested in the ultimate outcome of 
this distribution tug of war, be- 
cause they have been used—and 
may be used again—as reasons 
for a departure from the tradi- 
tional method of distribution. 

Nearly everyone, including 
Walt Reichle, agrees that the 
general caliber of contractor 
merchandising in our industry 
has been steadily improving. 

It has been measured tangibly 
by this publication in surveys. It 
has been measured by the quan- 
tity and quality of entries in our 
periodic merchandising contests, 
which have been steadily im- 


proving over the past 20 years. 
The most recent one, in 1958, at- 
tracted 700 high-caliber entries 
and produced 200 winners. 

Has the tri-city area kept pace 
with this national trend? 

To find out, DE editors can- 
vassed the Saginaw Valley. We 
reviewed the advertising there, 
looked over product displays in 
showrooms and posed as custom- 
ers both in stores and over the 
phone to note sales techniques. 
Here’s what we found: 

In the metropolitan area there 
are about 50 plumbing contrac- 
tor firms. Of the 15 with stores, 
one was rated excellent, three 
good, five fair and the rest sub- 
standard. 


We 


found several successful 
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one sign in Bob Gillman’s Bay 
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BRIGHTEST STORE belongs to Noel Goddeyne of Bay City. Smart window 
display is changed frequently, and on the inside, his right-hand man, 
George Dupuis, does a sharp job of selling. While DE was there, Dupuis 
wrapped up two big-ticket sales. Note “remodeling headquarters” sign. 
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reprodueed halt 


HDlGhHING servies 


ATTENTION-GETTING SIGNS feature prices, are used both inside 
and out by Nationaline dealer Brenske in Saginaw. Phone book 
ad indicates that Brenske operates “‘wholesale and retail.’ 


How good is tri-city merchandising? 


(Continued from page 99) 
contractors without stores who are solely in commercial 
and industrial work and several who successfuly operate 
a combination of new work and repair service out of their 
homes. 

Eight contractors use newspaper advertising with some 
regularity and about five use direct mail. 

As might be expected, service and interest in making 
sales ranged all the way from almost total indifference 
from some home and garage operators to the quiet compe- 
tence of a full-time store manager in Noel Goddeyne’s Bay 
City establishment . 


So what does all this add up to? We'd say the area is 


perhaps below average for one with a comparable popula- 
tion (400,000). Readers of DE may recall that in 1952 we 
conducted a survey in one of the tri-cities (Bay City) to 
determine the needs, intentions and abilities to buy remod- 
eling of the people in an average community. It would ap- 
pear to us now that the progres wv merchandis- 


ing in the area during the last t rs has not been 


comparable ta that af same athe ecently stucied 


eUn the ather hand, we dant think the merohancdising 
in qQuille @a tal helaw average as i Hees piotured 
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more 


Sa! ee 


WINDOW DISPLAY of plumbing products 
and a large neon sign are hallmarks of 
the neat showroom of Eurich in Bay City. 


EVANS & THOMAS 


AT INGE PLUMBING 


ad 
PUBLIC RELATIONS MINDED Cliff Thomas of 


Evans & Thomas (Saginaw) provides a drinking 


fountain at his store front for thirsty passersby 





continued .. . 


Reichle States 
the Case for 


His Plan 


IN THE SPRING OF 1959, Walter Reichle’s 
direct-to-consumer showroom selling plan 
was just an idea. 

Today Reichle has a year’s actual experi- 
ence to look back upon. He’s in an excellent 
position to evaluate his own brain child 
from several points of view: 

—The effect it’s had on his own business. 

—The way his contractor-customers are 
reacting to it. 

—The way the industry as a whole is ac- 
cepting or rejecting it in fact and principle. 

What does Reichle think of his idea now? 
Has the plan worked out as he expected? 
What were his reasons for inaugurating it? 
If he had to do it over again, would he? Is 
he contemplating any changes? What does 
he have to say to his critics, who claim that 
the idea, if widely adopted, would break 
down merchandising standards at the con- 
tractor level of our industry? 


»To get the answers to these and other 
equally searching questions, DE editors 
went straight to the fountainhead—Reichle 
himself. 

We found the outspoken wholesaler in the 

spacious office of his handsome facilities in 

Saginaw, Mich., ready to answer “any ques- 

“IT’S DOWNRIGHT FOOLISH to say we're bypassing the tions put to him.” The dialog that follows 
contractors; we’re not doing so at all. The plan is set up is not verbatim. But for the purposes of 


to help them as well as ourselves get more business.” easier reading, we’re summarizing the results 
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DRAWING A BEAD 
ON THE FACTS 


DE editors tossed questions at 
Walt Reichle in six separate 
interviews. Why so many? As 
contractors in the tri-city area 
stated their objections or ap- 
proval of the plan, new ques- 
tions based on specific events 
kept coming up. In the final 
interview, five of the six-man 
editorial team that journeyed 
to Saginaw took part. 


of about six separate interviews in question 
and answer form. 


Mr. Reichle, as you know, your plan is 
being attacked on the ground that it’s un- 
dermining the principles of our industry’s 
distribution structure. 

Specifically, the criticism is that you’re 
bypassing the plumbing contractor in his 
traditional role as the prime contact with 
the public. Your critics say that the plan 
may tend to reduce the contractor to a 
“hired installer of presold equipment.” 
Would you comment on this? 


We're not bypassing the contractor at all. 
My entire plan is set up to help contractors 
as well as ourselves get more business. 
We're encouraging contractors to refer or 
bring their customers to us to see our dis- 
plays. If a customer comes into our show- 
room on his own, we ask him who his plumb- 
ing contractor is. If he doesn’t already have 


one, we suggest one or several. 


All our advertising invites people to come 


to our showroom—or to see their own master 
plumber, contractor or dealer. We give the 
contractor who participates in the sale in 
any way a part of the retail markup, keeping 
only from 5 to 8 percent ourselves to cover 
the costs of maintaining our showroom, ad- 
vertising, etc. If the contractor does the bill- 
ing, he keeps the entire retail markup. 
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We consider our plan to be merely another 
free help to our contractor-customers, along 
with our other services. In the process we're 
naturally helping ourselves too. 


Nevertheless, isn’t it true that in principle 
the contractor is “subordinated” when- 
ever the main public initiative is taken by 
you—as it is in your newspaper, radio and 
TV advertising and when the greater part 
of a sales transaction is carried out by your 
salesman? 

Here’s what one of your critics said on 
this point: “Walter Reichle is educating 
the public in our area to think of us as 
coming into the picture when it’s time to 
do the installing. We don’t like the public 
image he’s building of us. If it continues, 
the public won’t think of us as retailers 
or professional businessmen but hired in- 
stallers.” Please comment on this. 


In the strict sense, it may be true that the 
master plumber who is not a retailer in any 
sense assumes the role of a hired installer. 
But I can’t see why he’d object to assuming 
a role he’s already playing. 

I don’t think the man who advertises and 
maintains a showroom—who’s a retailer in 
other words—is being reduced to a “hired 
installer.” He’s just getting additional busi- 
ness every time he gets a referral from me. 
If I gave him a hundred referrals, that 

(Please turn to page 104) 








“| CAN’T BE RESPONSIBLE for any- 
one’s use of the plan but my own, 
and | don’t think the fact that a 
wholesaler somewhere else could 
conceivably abuse it makes it any 
the less valid for our operation.” 


AN apy ager en “ 


“THERE'S A GREAT DEAL of lucrative ae FF “tS NOT TRUE that we’re mak- 
remodeling business for our industry ‘ ing hired installers out of 
just lying fallow or going to outfits i contractors who merchandise. 
like Sears. | want that business, and And why should the ones who 
| want my contractor-customers to ‘Sige don’t merchandise object to e 
have it. My plan will help us get it.”’ role they’re already playing? 


continued .. . 


Reichle states his case 





(Continued from page 103) contractors themselves let it happen? And 
wouldn’t make him any less a retailer. how can they prevent it? By doing more ad- 
The contractor is in greater danger of vertising themselves and by showing more 
being reduced to a hired installer by other products. If too few contractors advertise 
factors outside our industry. I’m referring and my ads stand out so starkly by contrast, 
to the lumber yards, chain stores, mail I can’t help it. I'd love to see lots of con- 
order houses, etc. that are selling plumbing tractor advertising in my area. I'd love to 
fixtures in direct competition with the discontinue mine except perhaps on a co- 
plumbing contractor. Their increasing in- operative basis with contractors. I’m spend- 
cursion into the market definitely tends to ing 40,000 bucks this year to tell the public a 
reduce him to nothing but an installer. sales story I'd much rather was being told 
If the master plumber is apathetic toward by contractors. 
these trends instead of trying to counteract Now about the way I bring the contractor 
into my ads. In all our advertising we add 
the words “Or order from your dealer, con- 
tractor or master plumber.” I’m not doing 
this to submerge him but to make it clear 
that he belongs in the picture. 


them by more effective selling on his own 
part, he may become a mere hired installer. 
We're trying to help him prevent this. 


How about the criticism that your adver- 
tising is creating a wrong image of the 


lumbing contractor in your area? : 
P B ; : os We’ve seen your ads, of course, and it 


would appear to us that the general “tone” 
if not the actual wording tends to make the 
contractor sound like “a hired installer.” 


Why should the public think contractors are 
not retailers and professional men unless 
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“I'D BRICK UP MY SHOWROOM TOMORROW ond get out of re- 
tailing, with all its headaches, if contractors in my area would 
do on their own what I’m trying to get them to do with my assis- 
tance. But rather than brick it up, I’d like the contractors to use 
it regularly to sell the public the products of our industry.” 


“MINE IS THE ONLY showroom 
within a 90-mile radius where 
the public can see and select 
from a full line of plumbing 
fixtures. You can’t sell fixtures 
out of a catalog these days.” 





Since your critics feel so strongly about 
this, would you consider any changes? 


Yes I would. I’m perfectly willing to accept 
criticisms and suggestions from contractors 
and have, in fact, invited them to make some. 

On this point I might mention that I’m 
already contemplating some changes in the 
newspaper ads’ format that would bring the 
contractor even more strongly into the pic- 
ture—perhaps by featuring certain contrac- 
tors in specific ads. 


Mr. Reichle, let’s backtrack a little and 
ask a question that perhaps should have 
been raised first. Your going into re- 
tailing is, of course, a radical departure 
from your conventional past as a whole- 
saler. Do you really think it’s in the best 
interests of the industry for a wholesaler 
to sell at retail? 


That’s a loaded question, and I'll have to 
answer it in my own way. Let me say, first 
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of all, that we consider ourselves wholesalers 
and expect to remain wholesalers. But some- 
thing had to be done about our business pic- 
ture. Our business was down 17 percent in 
1957. In 1958 it was down another 20 per- 
cent. I wasn’t satisfied with just griping 
about business being bad. I decided to do 
something about it. 


Why did you feel that the answer to your 
problem was to get into retailing? 


Because wholesaling naturally depends in 


the last analysis upon the retail segment of 
the industry. If a product isn’t sold at retail, 
it isn’t sold at all. 

Now there’s a great deal of lucrative re- 
modeling business in the Saginaw Valley 
that’s just lying fallow or going to outfits like 
Sears. I want that business and I want my 
contractor customers to have it. I didn’t 
think we’d get it unless we went after it. 

It seemed to me that our industry wasn’t 





Reichle states his case 


(Continued from page 105) 

doing enough advertising to the public and 
it wasn’t doing enough displaying of prod- 
ucts. The consumer in our area can go to 
a great many stores to see cars or TV sets 
or pianos—you name it. There are few 
places besides Sears in the Saginaw Valley 
that he can go to see a good line of our in- 
dustry’s products. One of those few places 
is my showroom. Mine is the only one that 
displays a full line. I tried to devise an ad- 
vertising and sales plan whereby potential 
customers of our industry could come to us 
and buy from us. I tried to make sure that 
I kept the contractor as strongly in the pic- 
ture as possible. I think I’ve done so. 


Is Reichle competing with his 
own customers at retail? 


What do you say to the charge that 
you're competing with your own contrac- 
tor customers at retail? Let’s take an ex- 
ample. Contractor A, who has a show 
room, runs a good ad in the newspaper on 
the same evening you do. 

A customer decides to visit both your 
showrooms, but for one reason or another 
goes to yours first. Your showroom mana- 
ger does a good job and sells him a bath- 
room remodeling, so the customer never 
does get to see Contractor A. Instead, the 
installation and retail markup go to Con- 
tractor B because of his proximity to the 
customer. 

If it hadn’t been for your ad, the cus- 
tomer might have gone to Contractor A 
and bought the bathroom there. Contrac- 
tor A lost the job and profit to another con- 
tractor who may or may not have an in- 
vestment in merchandising. 

Aren’t you a competitor of Contractor 
A who, through his wholesale purchases 
from you, may be helping to finance your 
selling facilities—facilities that in turn 
helped to put money into the pocket of 
Contractor A’s competitor, Contractor B? 


If you put it that way, yes. However, the 
situation you’ve described isn’t likely to 
happen too often in my area because there’s 
so little advertising and so few showrooms. 
Few contractors make the attempt to go 
after the customer. So when I do go after 
him, or help another contractor do so, I’m 
not really competing with anyone but Sears 


or another chain store. What I’m trying to 
say is that contractors are keeping them- 
selves out of competitior. with me by adver- 
tising little or not at all. 

Your question theoretically puts me on 
the spot, but not in fact. Because I think 
I’m taking very little business away from 
any contractor either directly or indirectly, 
compared to what I can help him get. 


The charge has been made that you're put- 
ting the “indifferent merchandiser,” who 
does no advertising and doesn’t have an in- 
vestment in a showroom, in competition 
with the contractor who does, by referring 
customers to him for installation (and 
thereby giving him a percentage of the re- 
tail markup). 

If it hadn’t been for your advertising and 
showroom selling practices, this customer 
may have gone to the better merchandiser 
who DOES have an investment in adver- 
tising and a store. 

In fact, one of the wholesalers who has 
started your plan in another city is quoted 
in another publication to the effect that 
he wants to do just that. He says: “What 
we are actually doing is putting the small- 
er contractors on a competitive basis with 
the larger ones.” Isn’t this contrary to the 
good old American principle of each man 
succeeding according to his own initiative 
and capabilities? 


Like most of your questions, this is more of 
a problem in theory than in fact. We try to 
recommend contractors to our consumer 
customers on the basis of proximity and, of 
course, the competence of the installer. I 
may be recommending Contractor B for 
some jobs that might conceivably have gone 
to Contractor A, but not many. 

My answer to this question is the same as 
to the previous one. I think I’m helping my 
contractor customers get more business over- 
all than I might be taking from them or 
redirecting elsewhere. I’m not putting poor 
merchandisers in competition with good 
ones. If some other wholesaler is doing it 
or trying to do it, I can’t help that. 


One criticism of the plan is that the whole- 

saler completely controls how much of the 

retail markup goes to the contractor. He 

might be tempted to cut it drastically and 
(Please turn to page 188) 
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An intensive study 


Is THE REICHLE PLAN for direct- 
to-consumer selling by a whole- 
saler legal? Does it violate the 
Robinson-Patman act or any oth- 
er federal anti-trust law, as has 
been charged? 

Few issues surrounding the 
plan are left in a more confused 
state up to the present time. Yet 
it’s obviously among the most 
important. It became an issue 
the National Assn. of 
Plumbing Contractors branded 


when 


certain aspects of the plan illegal 
and threatened participating con- 
tractors with expulsion from the 
association. (See page 109.) 


s The NAPC’s action was based 
upon the opinion rendered by a 
Cleveland attorney, C. W. Sell- 
ers, who said the plan “would be 
legally improper and highly dan- 
gerous if adopted” and that its 
practice would “unquestionably 
lead to a charge of violation of 
the anti-trust laws.” 

This branding of the plan gave 
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Is the Reichle 
Plan Illegal, 
As Charged? 


a 
eK 


of the laws 


its national publicity a new di- 
mension, without really clarify- 
ing anything, however. A charge 
of such inherent seriousness and 
magnitude should be _ docu- 
mented. In the national publicity 
given the charge, this was not 
done to everybody’s satisfaction. 


«There appears to be nothing 
inherent in the plan that would, 
by its very nature, lead the scru- 
pulous wholesaler (and his con- 
into illegal 
paths. But before we attempt to 


tractor customers) 
make any flat statements, let’s 
take a closer look at the plan 
from the viewpoint of its possible 
legal ramifications. 

It would be impossible to cov- 
er all the issues involved in the 
legality or possible illegality of 
the plan in one report. In this 
attempting to 
the salient features that 
are likely to be of the greatest 
interest to our readers. 


analysis, we're 


cover 


The interpretations made here 


brings out some answers that may surprise you 


by our editors are based on a 
careful study of the Reichle plan, 
on personal interviews with Rei- 
chle as to how the plan works 
and what motivated him to set 
it up, on a careful reading of the 
anti-trust laws that may apply, 
and on conversations with an at- 
torney with the Federal Trade 
Commission. The FTC has the 
job of enforcing anti-trust laws. 

Canons of the legal profession 
forbid lawyers from writing legal 
opinions for publications, except 
for their clients. Hence this re- 
port reflects a layman’s under- 
standing of the factors involved. 
Here, in question and answer 
form, is what we learned. 


What are the federal laws re- 
ferred to as the “anti-trust” 
laws? 


The ones that may be consi- 
dered to relate to the question of 
the legality of the Reichle plan 
include the Sherman and Clay- 
ton acts, the Federal Trade Com- 
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Is the Reichle plan 


(Continued from page 107) 
mission act and its amendments, 
and the anti-price discrimination 
act generally referred to as the 
Robinson-Patman 
What 


about? 


act 


are the anti-trust laws 


Their general intent is to prev- 


ent restraint of trade or 


Any so-called ‘‘ 


methods of competition” or 


mono- 
polies unfair 
“un- 
fair or deceptive acts” must be 


deemed conducive to these ends 


illegal? 


How could the Reichle plan 
fall into the dangerous area of 
restraint of trade or tending to 
create a monopoly? 


Before a business activity is like- 
ly to be charged with intent to 
commit restraint of trade, it must 
have an effect the 
the market in 
which it’s operating. This effect 


adverse on 


competition in 


may be one that can reasonably 
be anticipated or already exists. 
Generally the effect also has to 


be substantial, but courts some- 
times are much broader in their 
interpretation. It’s a matter for 
the individual court to decide in 
an individual case. 


To what types of businesses do 
the federal anti-trust laws and 
other regulations apply? 
Only to businesses in interstate 
within a 
given state is regulated by the 
laws of that state. 


‘ 
commerce. c ommerce 


Hence before the Reichle plan 


Proposal turned down. Too controversial? 


A PROPOSAL by this magazine 
that the Reichle plan issues be 
the 
plumbing and heating industry in 
open debate at the NAPC con- 
vention in June was turned down 
last month by the National Assn 
of Plumbing Contractors. 

The 
DE’s managing editor in a phone 
call on Friday, May 13, to the 
NAPC. 
The group is holding its annual 


meeting in Cleveland June 20-23 


placed squarely before 


proposal was made by 


convention manager of 


Reichle Accepts Invitation 

DE had already gained approv- 
al for the debate from one side of 
the controversial issue and con- 
ditional approval from the other. 

DE had suggested that William 
Symons present the case for the 
opposition: “Resolved, that the 
Reichle plan for direct selling by 
wholesalers bypasses the contrac- 
tor and is not in the best interests 
of the plumbing and heating in- 
dustry.”’ Symons is the polished 
and very articulate labor rela- 
tions consultant who also serves 
part time as executive secretary 


of the Saginaw Plumbing & Heat- 
ing Contractors Assn. He would 
have been assisted by two lead- 
ing contractors from the Sagi- 
naw-Bay City-Midland area. 

Walt Reichle himself was to 
answer the charge and present 
the case for his plan, also with 
the support of two contractors. 

Before turning thumbs down 
on DE’s proposal, NAPC’s con- 
vention conceded the 
issue might be “too controversi- 
al” and pointed out that his 
committee had already given 
“some consideration” to possible 
coverage of the Reichle plan is- 
sues at the meeting. 


manager 


Seen as Crowd Booster 

In making the proposal, DE 
pointed out that its national sur- 
vey of the Reichle plan was 
sparking more industry-wide in- 
terest than any comparable issue 
has in the past 10 years, and that 
this high level of interest might, 
in turn, lead to the greatest at- 
tendance in NAPC history. 

The convention manager then 
agreed to take the proposal under 


advisement, but 10 days later DE 
received a telegram of rejection 
“We have 
considered your suggestion and 
concluded that this item should 
not be included on the 1960 con- 
vention program. Thanks for the 


: _ 
suggestion. 


that stated simply: 


Resolution Condemns Plan 


Meanwhile, back at the state 
conventions (most of which had 
been held by the time the na- 
tional was set to convene) the 
Reichle plan was being roundly 
discussed both officially and in 
the smoke-filled rooms of dele- 
gates and visitors. 

One state association of con- 
tractors approved a watered- 
down resolution that doesn’t 
mention the Reichle plan by 
name, but clearly condemns it in 
principle. The resolution, which 
is scheduled for presentation at 
the national convention by the 
New Jersey Assn. of Plumbing 
Contractors, reads: 

“Whereas: Our association has 
at all times been in favor of the 

(Please turn to page 110) 
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would come under federal juris- Obey or be expelled: Here's what the NAPC 


diction at all, it would have to be 
in interstate commerce. A fuller told its members about the Reichle plan 
explanation of what “interstate 


commerce” means is given on ’ 
page 209. For the purposes of Tue Nationa Assn. of Plumbing Contractors warned its 


the remaining questions, let’s as- members last February against participation in any “kick- 
sume that we're talking about back” or “reserved commission” plan by which wholesalers 
wholesalers engaged in interstate retail their merchandise directly to the consuming public. 
commerce. Describing the (Reichle) plan as “legally improper and 
highly dangerous if adopted,” association president Irvin 
Can You Legally Accept Rechkemmer urged affiliated state associations to take im- 
Wholesaler Commissions? mediate steps to be sure their members are “abiding by 
federal statutes and completely within a legal operation.” 
Failure to do so would be cause for expulsion, he said. 
The communication to the state associations also included 
merce to pay or receive a com- an opinion on the legality of Reichle-type plans by Cleveland 
mission or other compensation attorney Charles Sellers. 
or any allowance or discount— Pertinent excerpts from the two letters follow: 


The Robinson-Patman act 
(section 2c) says it’s unlawful 
for a person engaged in com- 


except for services rendered in 
connection with the sale or 
purchase of goods. 

Under the Reichle plan, the “It is urgently requested that you, as president of your state 
wholesaler gives a percentage association, completely and implicitly comply fully with the in- 
of his retail markup on a tent and content of the attached letter from Thompson, Hine & 


product (or products) to a con- Flory over the signature of C. W. Sellers. 
tractor who directed the con- 


sumer to his (the wholesaler’s) 
showroom, brought him in per- 
sonally or made the installa- 
tion. Does this payment fall 
within the intent of the above- “Also be advised that in the event that affiliated state associations 
cited passage from the law? do not comply immediately with this request, in any area where 
violations may be existent, the NAPC executive committee will 
The answer to this question un- recommend to the board of directors to take immediate action 
doubtedly hinges upon whether to withdraw the state charter according to . . . the bylaws. 


Rechkemmer’s letter to state associations: 


“Secondly, be advised that the policy of the National Assn. of 
Plumbing Contractors does not now, nor will it in the future, ever 
condone any system of distribution or policies which are incon- 
sistent or illegal insofar as federal laws or statutes are concerned. 


the contractor's share in the “It therefore is extremely urgent that you, as state president, 
transaction may be described as take immediate steps to insure the fact that your state is abiding 
“narticipation in the sale.” If it by federal statutes and completely within a legal operation in- 
is participation in the sale in the sofar as your membership is concerned.” 

strict sense—and we think it is Irvin L. REcHKEMMER—president, NAPC 


although it may not constitute the 
total sales act—then it’s legal for 
the contractor to accept the retail 
markup, because he, in effect, “Pursuant to your request, the writer has examined the follow- 
earned it. ing documents: 
(Editors note: Various correspondence, magazine arti- 
Does the fact that the whole- cles, etc. describing the Reichle and similar plans.) 
saler gives the markup to the “All of the foregoing documents describe a plan which would be 
contractor instead of the con- legally improper and highly dangerous if adopted. 
tractor’s getting it directly from 
the consumer make any dif- 
ference? 


Attorney Sellers’ letter to Rechkemmer: 


“The government sought to deprive the master plumber of all 
retail functions, in the Plumbing Case (reference to the anti- 
trust case invdlving NAPC in the 40’s—Ed.), and to confine his 
activities to the furnishing of labor. This was because, it was 
alleged, he exacted a charge from wholesalers or others who sold 
directly to the consumer, which alleged practice was claimed to 
be a part of the conspiracy charged. The government failed not 
(Please turn to page 110) 


As we understand the Reichle 
plan in operation, much of the 
time the billing is done by the 
contractor; so the above-men- 
tioned situation doesn’t always 


(Please turn to page 209) 
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DE Proposes Reichle Plan Debate at 
NAPC Convention .....cccccccccccccccccces 


(Continued from page 108) 
three branches of our industry; 
namely, the manufacturer, the 
wholesaler, and the contractor- 
dealer, and 

“Whereas: There is a distinct 
function for each of these branch- 
es to the consumer’s benefit, and 

Whereas: 


strong efforts are again being 


As in the past, 


made to destroy our distribution 
system, therefore be it 
“Resolved: 


tion do all in its power to combat 


That this associa- 


the above described efforts, inas- 
much as the Robinson-Patman 


Act gives ample legal power to 


enforce proper distribution, and 
be it further 

“Resolved: That we urge the 
National Assn. of Plumbing Con- 
ractors to accept leadership to 
bring about a satisfactory solu- 
tion to this problem.” 


ain other convention news, the 
annual meeting of the Associated 
Plumbing & Heating Contractors 
of Texas heard a complete pres- 
entation of the Reichle plan by 
means of a tape recording that 
was made when Reichle de- 
fended his plan in a speech be- 
fore the recent convention of the 


Attorney Sellers’ letter 


(Continued from page 109) 
because of lack of evidence in some localities, but because of 
insufficient evidence of the existence of the breadth of the con- 
spiracy charged. Therefore, the result in that case would not 
necessarily be a defense in the future. 


“Kickbacks, reserved commissions, ete., pursuant to the plan 
described in the foregoing documents, should be strictly and 
constantly avoided for two reasons, either of which is sufficient 
in and of itself. The practice would unquestionably lead to a 
charge of violation of the anti-trust laws, another attempt to 
eliminate the master plumber as a retailer, and another long and 
expensive trial 


“Secondly, plumbing contractors must be retailers if they are to 
prosper as they should. This means that they must perform the 
economic functions of a retailer. The national association has 
recognized this principle and spent substantial sums of money 
and time to promote it in the last 10 years. The effort would be 
largely wasted if any such plan is adopted by association mem- 
bers. Further, it would be self-destructive in that it could reduce 
the plumbing contractor to a mere labor boss. 


“The officers of the National Assn. of Plumbing Contractors are 
the guardians of its good name and successful operation and 
charged with the duty of keeping it law-abiding. 


“Therefore, it is my opinion and advice to you, if any members 
adopt any such plan, that you invoke the provisions of Article V 
of the bylaws and expel them, because only by this action can the 
national association effectively protect itself.” 


C. W. SELLERS 


Middle Atlantic Wholesalers 
Assn. 

3ill Bridges, executive direc- 
tor of the Texas group, called the 
presentation “the hit of the con- 
vention, beyond a doubt.” He 
said, “I think even the stoutest 
opponent of Reichle’s plan had to 
admit he made some mighty tell- 
ing points.” 

Comments from those attend- 
ing the Texas meeting were re- 
ported by Bridges. They ranged 
from “I hope they don’t start that 
in my area” to “By golly, that 
guy’s got a lot of good points.” 
Bridges added: “There wasn’t a 
man here who wasn’t interested 
throughout Reichle’s speech.” 


s Across country, the North Da- 
kota Assn. of Plumbing, Heating 
& Mechanical Contractors “utter- 
ly condemned” the plan. The 
group’s executive secretary, Bob 
Wiley, told DE: “We pledged all- 
out support of the NAPC in its 
opposition to the plan, and also 
pledged to expel any member be- 
coming a party to any such plan.” 

Meanwhile, feelings were run- 
ning high in Reichle’s home state. 

In Detroit, on Sunday May 15, 
officials of the Michigan Assn. of 
Plumbing Contractors extended 
their convention a half day to 
state their opposition to the 
plan in a special tape-recorded 
interview with DE editors. 

President Jim Dart and other 
officials considered the issue of 
such importance that they agreed 
to the Sunday interview. 

And so it went throughout the 
country—the Reichle plan was 
sparking more interest at state 
conventions than any comparable 
issue of the past decade. 


# As one contractor official told 
DE: “It’s too bad the national 
won't give this issue the time it 
deserves. Our very existence as 
independent businessmen may be 
at stake. I’d rather see this thing 
discussed than some of the stuff 
we’re going to hear.” END 
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The Real Issue 
in the Reichle 


Plan Debate — 
the Contractor's 
Role in 
Distribution 


...an editorial 


IN THE PRECEDING PAGES, we ve put the Rei- 
chle plan under the editorial microscope from 
many points of view: That of Walter Reichle, 
the man who conceived it—of contractors in his 
area who have had experience with it—of lead- 
ing members of all segments of the industry who 
feel an obligation to watch its progress and note 
what effect it seems to be having upon the dis- 


tribution process in areas in which it’s taken 
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hold. We’ve examined it in its legal implications. 

All of these have helped us to put the plan in 
its proper perspective, and to relate it to the 
many industry principles and traditions, prob- 
lems and tabus that are necessarily involved. 
They helped us come to a focus upon the central] 
point of this study, which must not be lost 


sight of and to which we must now return. 


#That central point is the question: Is the 
Reichle plan in principle good for the industry 
and for the consumer? What would be its con- 
sequences if it were widely adopted? 

As we indicated at the beginning of this re- 
port, this is the real issue before the court of in- 
dustry opinion. All other considerations, how- 
ever important they may be in themselves, must 
be subordinated to this one. 

We will concede that the plan has meant im- 
mediate financial returns for its proponents. It 
has brought the public into Reichle’s showroom, 
and it has sold merchandise. We must assume 
that sometimes it could yield the same financial 
returns for any other wholesaler (and possibly 
his contractor-customers) who started to sell 
direct to the public under the Reichle plan or 
any other system. 


We also feel very strongly that the plan was 





(Continued from page 111) 
conceived in complete integrity as a means of 
increasing sales for the wholesaler. It aims to 
accomplish this and keep the plumbing contrac- 
tor in the picture at the same time, providing 
some degree of trade protection and increasing 
his take too. We accept Reichle’s statement that 
it’s intended to be “another free service to our 
contractor-customers. 

But we feel even more strongly that the plan 
contains some of the undesirable features in- 
herent in any direct-to-consumer operation. 
Moreover, its potential consequences are even 
more far-reaching, for several reasons. 

What are we getting at? Simply this: We be- 
lieve the plan contains a latent element that 
could, in principle, undermine the constantly 
improving merchandising standards of — the 
plumbing and heating industry. 

That latent germ is the role assigned in the 


plan to the plumbing contractor. 


Is the ‘satellite’ charge a phoney? 


In principle, the plan could convert the plumb- 
ing contractor into a wholesaler’s satellite. It as- 
signs the major sales role to the wholesaler and 
hence tends to reduce the contractor's to a minor 
one as a hired installer of presold equipment. 

Now is this just a danger in theory or does 
it exist in fact? Obviously if it makes hired in- 
stallers out of a few master plumbers, that won't 
make any difference to the character of the in- 
dustry. Could enough contractors in a commu- 
nity actually be reduced to the status of hired 
installers that the industry’s basic structure 
might be altered? Suppose this happened. Why 
should we try to stop it? Why should we perpet- 
uate the present role of the contractor as the 


prime contact with the public? 


®We believe the theoretical implications of the 
plan offer enough grounds for opposing it—not 
because it runs counter to the best interests of 


a segment of the industry whose interests we 
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want to protect, but because we think it’s bad 
for the industry as a whole and for the public. 

Why? Because when the contractor abdicates 
his role as the prime contact with the public, 
some of the functions inherent in the contractor- 
retailer role fall by the wayside. They don’t pass 
over to the wholesaler. They re lost! 

What are these functions and are they really 


so indispensable? 


*®The contractor in our industry offers a kind 
of service and guarantee that are inextricably 
woven into his personal relationship with his 
customers, his knowledge of what they need and 
want, and his feeling of personal responsibility. 
As long as he’s head of a retail establishment 
this remains true, whether or not he still works 
with the tools himself and whether or not he does 
his own selling, or has employees performing 
both functions for him. 

This service and guarantee are permeated 
with an indefinable quality that you can’t really 
put your finger on, but which is there all the 
same. It’s qualitative, not quantitative. To put it 
into concrete terms, it’s the difference between 
the service offered by Sears or a dtu and that 
offered by a Roy Gustafson of Minneapolis, a 
John Turkstra of Chicago, a Byron Eplett of 
Johnstown, Pa., a Stan Green of Huntsville, Mo. 

and hundreds more who are bigger or smaller 
operators than the ones we’ve mentioned but who 
all have one thing in common: They’re all re- 
tailers as well as providers of merchandise and 


mechanical skills. 


The contractor's strength—service 


The average contractor, including the one with 
the good showroom, cannot compete with Sears 
or some dtu’s on the strength of his capacity to 
advertise or display. He competes on the basis of 
qualitative, personal service. Sears and the dtu 
have plenty of products to show. They can find 
a master plumber or journeyman to make the 


customer's installation for him. They can even 
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call in a man to do repair work when something 
goes wrong. But essentially, they sell merchan- 
dise; they do not sell service. 

We believe that the wholesaler following the 
Reichle plan in principle has the same void in 
his operation that the dtu or Sears has. He'll 
have it as long as he sells the merchandise and 
“recommends” installers to his consumer cus- 
tomers. The only way the wholesaler can over- 
come this void is to hire installers—put them on 
his payroll and become a full-fledged retailer 
himself. 

His “recommended” installers, no matter how 
competent, are not likely to take any more real 
interest in and responsibility for servicing their 
installations in the long run than does the me- 
chanic called in by Sears or a dtu to handle a job. 


He does his job, takes his money and goes. 


We don't like divided responsibility 


This picture of divided responsibility to the 
consumer is not based on theoretical assump- 
tions. We see it in practice all the time in chain 
stores, lumber yards, dtu’s and similar nonin- 
dustry outlets. It’s a system of merchandising 
that we deplore and certainly do not want to 
emulate. If there are shortcomings in our in- 
dustry’s merchandising—and we know there are 

they are not to be overcome by introducing 
one of the least desirable features of our com- 
petitors’ sales methods. 

There’s a second potential danger in the plan. 
Like any idea with do-it-yourself ramifications, 
it tends to break down the standards of quality 
installation. 


"Here's why. Under the plan, the wholesaler 
tries to bring the contractor into the picture. But 
it doesn’t necessarily follow that the latter 
will in fact get the job. This decision obviously 


rests with the customer. And he may elect to 


do it himself, or call in a relative or handyman. 


The number of sales under the plan for do-it- 


yourself projects may be small or large. The 
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projects may be ones the average layman easily 
can handle or they may be major installations 
that are potentially dangerous to life and health. 
There’s absolutely no way to determine this in 
advance. Hence the point we have to consider 
when evaluating the plan is not the probable but 
the possible—not what type of product is likely 
to be sold direct and installed by a nonqualified 
installer but what type can be. If it happens that 
only 10 percent or 2 percent of sales are direct it 
still remains true that in principle, the highest 
standards of our industry are being violated. 


*"We all know there already is do-it-yourself 
selling in the industry. But our highest stand- 
ards require that we discourage rather than en- 
courage it. 

There’s another thing we don’t like about the 
plan—a potential abuse in dispensing con- 
tractor referrals. 

In the hands of a Walter Reichle, the refer- 
rals can be made impartially on the basis of 
proximity of customer and contractor and the 
contractor’s qualifications. So far so good. But 
under this strict impartiality, the plan tends 
to put a protective cover over the indifferent 
merchandiser, the man who has no investment in 
a store and spends no money on advertising. It 
puts this poor merchandiser in competition with 
the better one, with the difference that the form- 
ers wholesaler is doing much of his selling for 
him at the expense of the latter. 


What should the wholesaler’s role be? 


We go along 100 percent with the philosophy 
that the wholesaler should build up his contrac- 
tor customers—help them learn to use news- 
paper advertising, prepare direct-mail cam- 
paigns, teach their journeymen to bring in leads 
and so on. We endorse the dealer development 
activities of the Plumbing-Heating-Cooling In- 
formation Bureau, the Central Supply Assn. and 
individual wholesalers and manufacturers. Wal- 


ter Reichle himself is among the strongest sup- 
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(Continued from page 113) 
porters of these self-help industry programs. 

But we think this help should go to the 
master plumber who is ambitious and potentially 
resourceful, who wants to become a contractor- 
retailer instead of merely an installer, who 
eventually can stand on his own two feet—and 
who definitely will do his own selling. 

This brings us to a point that we have not been 
skirting but have saved until the end: The state 


of contractor merchandising in the industry. 


What is the state of merchandising? 


We know, of course, that a wholesaler usually 
justifies his incursion into the retail market by 
asserting that contractors aren't doing enough 
merchandising and that the wholesaler has no 
other choice if he wants to stay in business. 

But is this true? We don’t think so, and for 
very good reasons. We personally know hundreds 
of excellent merchandisers in this country, con- 
good 
advertising programs, good sales staffs, good 
Many of their 
stories have appeared in the pages of Domestic 


tractors with good stores, good displays, 
journeymen selling programs. 


Engineering and other magazines. More than 
700 of them entered DE’s Big Push Remodeling 
Sales Contest and 200 of them were good enough 


to win major product prizes and merit awards. 


le Plan 


Their stories have appeared in past issues of DE 
and. additional ones will appear in a special 
merchandising series beginning this fall. 

We're not trying to say that there isn’t room 
for improvement in merchandising on the con- 
And _ there 
always will be, in some specific business areas 


tractor level. Of course there is. 
more so than in others. Obviously there are com- 
munities with too few good merchandisers de- 
spite the general high level of the industry as 
a whole. By Reichle’s standards, his is apparent- 
ly one of them. 

We're not trying to gloss over our  short- 
comings. We have them on every level of the 
industry. We have wholesalers and manufac- 
turers who cut prices and who sell dtu. We 
have manufacturers and contractors who bypass 
the wholesaler. 

We have manufacturers who turn out poor- 
quality merchandise. We have master plumbers 
who are poor mechanics and contractors who 
arent very good salesmen. We have insufficient 
support for excellent industry programs that 
would benefit every segment of the industry. 
We have excellent ideas like Privazoning come 
to the fore—and not enough being done about 
it fast enough to suit some of us. 

We repeat. Let's not gloss over our short- 


(Please turn to page 116) 


REICHLE SUPPLY COMPANY 2 


THE APRIL RALLY FOR MAY 1957 


REICHLE SAYS he has tried 
“many times” to encourage 
sales activity by contractors in 
his area, but that only a few 
have followed through. It was 
for this reason, he says, that 
he started his direct-to-con- 
sumer selling plan. 

This photo, which appeared 
in DE in April of 1957, shows 
his tie-in with an_ industry- 
wide remodeling promotion. 
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Lawson 


medicine cabinets 


Illustrated: #7880-35 Slide Door Cabinet, #780 Overhead Light Fixture 5 and #365 Soar 





Builders look to Lawson to provide medicine 

cabinet styling that is at home in today’s 

most beautiful bathrooms. Families need the 

security of storage out of the reach of small children 
the convenience of really generous size cabinets. 
Informed home buyers are attracted to the house whose 
builder is wise enough to use the sales appeal of the 
Lawson luxury look in safe medicine storage. 


Lawson Quality Features 
One-Piece Drawn Seamless Steel—easy-to-clean, rounded inside corners 
Bonderized After Forming—resists rust and paint flaking 
5-Year Mirror Guarantee—no silver spoil 
Lighted Cabinets Factory Wired—easy installation—U.L.Label 
FREE! Comprehensive catalog of medicine cabinets 

and bathroom accessories includes full specifications. Write 

Dept. 1, The F.H. Lawson Company, Cincinnati 4, Ohio. 


Tumbler, Toothbrush Holders, #3118 Towel Chain. Bathroom designed by Harry Backus NSID Cincinnati 





Where DE Stands on the Reichle Plan 


(Continued from page 114) 


comings. But let’s not magnify them either. Let's 
work to correct them in an orderly fashion. Let's 
get behind our industry programs more. Let's 
develop more dealers. Let's work at correcting 
our abuses and questionable practices. But cer- 
tainly, let's not add to our problems by introduc- 


ing and perpetuating ways of selling and distri- 


ig 
bution that will tend to hack away at some of our 
basic strengths. 

We firmly believe that the traditional manu- 
facturer to wholesaler to contractor to consumer 
method of distribution must be maintained, not 
hecause we've always done it that way but be- 
cause its the best. 

On this matter of contractor merchandising, 
there's another important point to be made. In 
every industry, a relatively small minority does 
the bulk of the business. A generally accepted 
figure is that 25 to 30 percent do 75 to 80 per- 
cent of the work. This is as true of our industry 
as any other. We would do better to concentrate 
on moving our products through the contractors 
hest equipped to handle them and to build on 
good potential contractors. Let the unambitious 


remain hired installers. 


Distinction between installer, retailer 


As an aside here, we should stress that we re 
not attempting to disparage the installer. He's 
absolutely vital to the scheme of things, and 
we can't all be bosses. Nor do we all want to 
be. But let's make sure we recognize the im- 
portance of the distinction between the installer 
and the retail function when we talk about what's 
good for the industry and for the consumer. 

What then that his 


contractor-customers weren t doing enough sell- 


about Reichle’s claim 


ing? We agree with him that contractors 
shouldn't sell out of catalogs. When we were in 
the Saginaw area we noted that some of his most 
severe critics are most vulnerable when it comes 
to the “poor merchandiser” charge. 

We agree that there’s lots of room for im- 


provement in contractor merchandising. We 





know there aren't enough Gustafsons and Jim- 
mie Wests and Noel Goddeynes. But then how 
many Walter Reichles are there? 

We fully appreciate the impatience of an ex- 
ceptional man who will never find the situation 
acceptable as it exists. We don’t think the situa- 
tion in the Saginaw Valley is as bad as he paints 
it. We doubt he'd be satisfied if it were 10 times 
as good, He's that kind of a man. 

We think the industry owes Walter Reichle 
a big thanks. His courage in departing from 
the norm to experiment with an idea is excep- 
tional. His experiment has once more placed 
before the industry the basic issues of distribu- 
tion that should be re-examined periodically and 
much more thoroughly than they generally are. 
Some good always comes out of this kind of 


self-appraisal. 


Reichle did his customers a favor 


We think Reichle did his contractor-customers 
a favor too, because whether they favor the plan, 
oppose it or are indifferent to it, they re exam- 
ining their own operations and thinking of in- 
dustry issues as they ve seldom done before. 

Many of Reichle’s contractor-customers, in- 
cluding those who strongly oppose the plan in 
principle, acknowledged to DE editors that some 
of Reichle’s complaints are valid—that not 
enough contractors have been advertising and 
that contractors who don’t have showrooms of 
their own have failed to take advantage of Rei- 
chle’s, which has been available to them on a 
24-hour basis. About 90 contractors have keys 
to his showroom. 

Walter Reichle has said that if his contractor- 
customers did more merchandising, he’d “brick 
up his showroom and get out of retailing, with 
all its headaches.” We hope the showroom will 
never be bricked up, that it will, instead, be put 
to greater use by his contractor-customers, to 
supplement their own facilities. Because of our 
strong belief in the principle of selective distri- 
bution, however, we naturally tend to support a 


policy that favors the contractor who can get 
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along without a wholesaler’s showroom. But we 
also know that many contractors with their own 
exceptional facilities still use the wholesaler’s 
in special circumstances. 

\s we indicated above, we came away from 
the Saginaw Valley with the distinct impression 
that contractors there are thinking of industry 
issues as they've never done before, that they're 
reappraising their operations critically, and that 
nearly every one of them will come out a better 
And Walter Reichle 


indirectly will have accomplished his purpose. 


businessman as a result. 


*®*What about the future of the plan_ itself? 
Walter Reichle has defended it with great elo- 
quence on the grounds that most of the objections 
to it are only theoretical, that in fact the in- 
herent danger critics see in the plan will never 
materialize in his area and are not likely to 
in any other. 

When we express ourselves so strongly against 


it. we do not do so as alarmists, but as a matter 


“I know that, Mr. Reichle, 


a 


THEY DEBATED THE ISSUES: The first step toward a 
closer understanding between Walter Reichle and Sag- 
inaw contractors who oppose his plan was taken when 
DE brought representatives of the opposing forces to- 
gether. At the meeting in Reichle’s office were (left to 
right) Manny Garcia, president of the Saginaw Assn. of 
Plumbing & Heating Contractors; Walter Leesch, a Reichle 
executive; William Symons, secretary of the contractor 
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of strong principle. We don’t think the plan is 
likely to sweep the country and change the face 
of our industry. There are too many good 
contractors who would oppose it and who in any 
case would not be submerged by the plan to the 
status of a mere installer no matter how many 
referrals they accept. And there are too many 
wholesalers and manufacturers who prefer the 
traditional method of distribution for all kinds 


of good reasons. 


The plan must be discouraged 


But there also are wholesalers who look upon 
the plan with favor. Several already have in- 
augurated it. Many more have expressed them- 
selves as interested once the furor around the 
sacrificial lamb has settled down. We think these 
wholesalers should examine the idea in terms 
of its potential ramifications. We hope our good 
friend, Walter 


Because in principle the plan has consequences 


and valued Reichle, will too. 


that industry leaders must discourage. END 


eg 


group; Reichle; and three DE editors. The meeting got off 
to a lively start, with Garcia accusing Reichle of creating 
a poor image of the contractor in the public mind and 
Reichle accusing Garcia of closing his mind to a real 
understanding of the plan. It ended with Reichle’s offer 
to accept “honest criticism and suggestions” and Gar- 
cia’s promise of an invitation to Reichle to explain his 
plan before the Saginaw group. (Full story next month.) 





It’s a Humdinger Value 
at a Popular Price! 


You just can’t top the Deming “75” for VALUE! 
Yes, sir! And it’s priced to meet everyone’s 
pocketbook! This convertible jet water system 
gives a big selection, too...¥3, 2,94 and 1 H.P. 
motors...12, 30 or 42-gal. tank...single or 
two-pipe ejectors...and a full range of capa- 
cities up to 1450 gals. per hr. (for shallow 
well systems); up to 1300 gals. per hr. (for 
deep well systems). That covers a lot of needs! 


Get ALL the Facts on 
the Big Deming Line! 


Send NOW for catalog C-59 contain- 
ing complete information on the Deming 
“75"and other Deming Pumps and 
Water Systems. Join the growing profit- 
making army of Deming Dealers! 


THE DEMING COMPANY 


686 BROADWAY e SALEM, OHIO 


StL DEMING 
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Because of the overwhelming acceptance of the new 
Streamline Hi-Ear Ell Kits, Mueller Brass Co. is now offering a 
complete line of Hi-Ear Fittings Kits for making all plumbing 
fixture installations quicker and easier. With the Hi-Ear Fitting Kit 
and only a hammer and screwdriver, the plumber can 

install fixture water lines ready for soldering in a fraction 

of the time needed with the old style method. The 

usual carpentry work such as sawing, notching and fitting of the 
regular wood backing is now completely eliminated. A recent 
field study conducted on an average 5 fixture installation 
conclusively proved that, using the Hi-Ear Fitting Kit No. A-13099 
Yo" C x Yo” FPT Ells, work was 82% faster, resulting 

in an $8.70 saving over the old, conventional method. 
Comparable savings in time and money are possible with the 
Hi-Ear Tee or Adapter Kits. Get a Hi-Ear Fitting Kit today, use it, 


and you'll never go back to the old way. 


CONTENTS OF A TYPICAL 
HI-EAR FITTING KIT 

Each Mueller Brass Co. Hi-Ear Fitting 
Kit contains: 10 fittings, 6 al 

straps with pre-punched holes, 20 
self-tapping screws for mounting 
fittings to straps, 12 nails for attach- 





ing aluminum straps to stud facings. 






































MUELLER srass co. 


PORT HURON 4, MICHIGAN 





Job Problems 
and how to 


solve them 





To the Editor: 

We recently completed the in- 
stallation of a five-zone forced cir- 
culation hot water heating system 
in a one-story office building 

The job heats very well, but the 
office tenants complain of an irri- 
tating ticking noise that makes the 
system sound as though it’s full of 
loud-voiced crickets. The noise ac- 
companies the heating-up cycle and 
then repeats itself when the system 
is cooling. 

The supply piping begins on the 
top of the boiler, leads through a 
flow control valve, then down un- 
der the concrete slab floor. The re- 
turn piping also comes back under 
the slab and ties into the proper 
circulator for each zone 

The radiation is single-tube fin- 
and 
expansion and contraction facilities. 


type, with standard supports 
Most of the pipe runs are 20 ft or 
longer. 

Water kept at 
150F. All piping is automatically 
vented at the high points 


temperature 1s 


Can you suggest how these noise 
can be eliminated? 
New York PR 

To the Reader: 

The cricket-like sounds described 
probably are a thermal crackling 
commonly heard as an accompani- 
ment to fast heating and cooling 

What happens is that two metals 
in some kind of junction with each 
other are obliged by surrounding 
conditions to expand and contract 
at different rates. This puts a strain 
on their relationship and a certain 
amount of realignment 
Usually, such shifting is 
not objectionably noisy. 


physical 
follows. 


The first step in mollifying the 
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Crickets in Heating System? 
Sounds Like It, Reader Says. 
Here's One Solution... 


complaining metal is to 


the 


locate, if 


possible, areas where the 


sounds originate. In this instance, 
it doesn’t seem probable that the 
boiler room offers any sharply con- 
trasting temperatures to the vari- 
ous pipes. Neither does the under- 
the-floor piping appear to be a sus- 
pect since the concrete slab damp- 
ens temperatures. 


s This process of elimination brings 
us to the radiation in the offices. 
We that take the 
covers off the fin tubing and mark 
the positions of the slide supports 
when the line is cold. 
the piping operating 
temperature, make new marks. 
We anticipate that the marks will 
show in one or more places that 
there is insufficient movement of 
the slide on either the heating or 
cooling cycle, or 


suggest you 


Then when 
reaches its 


that there is a 


lateral or angular movement of 
the pipe that produces binding and 
restrictions on the slide. 


If there is evidence of binding as 


a result of the pipe loop trying to 
rise or to twist itself angularly, 
we have a condition of anchorages 
without sufficient allowance for the 
natural expansion between them. 
When pipe runs are more than 
20 ft long, there should be allow- 
ance for plenty of expansive move- 
ment. As you have indicated, most 
of the runs in this installation are 
more than 20 ft. 
the 
movement imposed on the under- 
the 
slab, the development of a “twist” 
the under- 
the-floor piping and the over-the- 
floor fin tubing is quite possible. 


3ecause of restrictions to 


the-floor supply by concrete 


relationship between 


a= The expansion bends may or may 
not be sufficient to absorb axial 
movement and, if not, there would 
be stress in the riser connection to 
the fin tubing in each loop. 

The easiest way to relieve such 
stresses and their possible conse- 
quence of binding is to install a 
flexible pipe riser connection. END 


Reader wants to know if his piping and pump are 
safe in an alcohol-water blending installation 


To the Editor: 
We have a piping job involving 
the blending of alcohol and water 


in which the blended solution is 
pumped into a 25,000-gal. tank. 

The circulating pump we are us- 
ing has a 7142-hp motor and a ca- 
pacity of 300 gpm and a 4-in. suc- 
tion and 3-in. discharge to the 
inside of the tank. 

The tank 
the 


11 ft above 
solution is 


is located 


pump, and the 


pumped into a 3-in. galvanized steel 
discharge pipe that is 32 ft long 
running along the bottom of the 
tank. The pipe has 17 holes along 
its length, each %g in. in diameter 
and 4 ft apart. The end of the pipe 
is capped, so the discharge is en- 
tirely through the 17 small holes. 
Standard 125-lb galvanized fittings 
are used. 

We concerned about what 
(Please turn to page 124) 


are 
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Type 160 pressure switch (range 15 
to 65 lbs.) for all types of domestic 
water systems. It’s the ideal replace- 
ment switch and it’s available in con- 
venient Twin-Pak shown below... 2 
switches individually packed in one 
carton, 6 switches in a display pack. 


pump switch is easy to adjust 


AND, YOU CAN DO IT IN ONE OPERATION! 


Switches are factory set to cut in at 20 psi, cut out at 40 psi. To raise or 
lower cut-out setting . . . which also changes cut-in setting . . . simply turn 
range nut one full turn for approximately 4 psi change! 

Then, if you want to raise or lower cut-in setting only . . 
screw one half turn for approximately 5 psi change. 


This is one of the many “‘extras’” Penn’s engineering skill gives you in the 


. turn differential 


Type 160. Extras such as easier wiring because you simply insert straight 
wire end under terminal and tighten screw . 


no more looping of wire! 
Extras such as 


... preformed diaphragm which reduces stretch and strain 
to increase performance life. Ask your wholesaler, he’ll tell you Penn is 
your best buy! 


PENN CONTROLS, VNC. sss isn 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 


NDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, f£ 


ENGINES 





If your code requires a lead closet 
bend, adapter #1801-2-L makes 
the connection with copper tube 
easy. The 3’’ x 3’’ x 4"’ Tee 


For back-to-back waste lines, fit- 
ting #1835-3-3 lets you install 
threaded nipples prior to plas- 
tering. 


#1811 connects the 4” closet 
waste to the 3” stack. 


Here’s new time-saver—required 
by some codes — #1870. Note 
center line of side inlets is above 
center line of the main 3” inlet. 


Sanitary Tee #1811-2 provides 
fitting-to-fitting connection, elimi- 
nating a short nipple and a 
soldering operation. 


Double long turn T-Y #1836 
eliminates the double Y-branch 
and 45° elbows combination 


THERE IS A “RIGHT” ANACONDA FITTING FOR EVERY CONNECTION. With solder- 
joint fittings, a copper tube drainage system is roughed in quickly and easily—even when the work 
is overhead or in tight quarters. And there are many Anaconda fittings that save you still more time, 
effort and cost because they eliminate the need to assemble several fittings or a combination of fit- 
tings and short nipples. Do you have our Catalog C-12 “Anaconda Copper Tube Fittings and 
Valves’? Every size (from 16” through 12”) and type you need for general plumbing, heating, 
air-conditioning and refrigeration is listed for ready reference and ordering. Write: The American 


Brass Co., Waterbury 20, Conn. In Canada: Anaconda American Brass Ltd., New Toronto, Ont. 


NACONDA COPPER TUBE AND FITTINGS for soil, waste and vent lines 
A Available through plumbing w Products of The A 


wholesalers he American Brass Company 
Longer Lengths——Fewer Joints 


= 


a 
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“THESE TRAILS WOULD SHAKE THE CAB OFF AN ORDINARY 
TRUCK... BUT NOT OUR CHEVY”? rev trscis are subjected to the boty-nraekin 


beatings that are part of a day’s work for this Chevrolet Series 60 pulpwood hauler, owned by J. E. Fox, 
North Carolina logging contractor. As Bobby Fox, a partner in the business points out, ““Loaded full-up with 
pulpwood, we drive right over stumps and potholes you’d think would tear the truck to pieces. These trails 
would shake the cab off an ordinary truck, but not our Chevy. Chevies are built to hold together longer.” 


& No matter where you haul, you’ll profit by the new 3. New double-walled roof 
toughness that’s built into Chevrolet truck cabs for ’60. 
You'll benefit from a cab that stands up to slam-bang 
runs over rough terrain, a cab that stays in A-1 shape for instance, that softens the ride yet gives YOU extra 
years longer. Here are some of the ways in which support where it’s needed. And there’s more head room, 
Chevy assures this tight, maintenance-minimizing hip room, shoulder room and leg room for rangy drivers. 
periormance: 


makes cab stronger and 
safer. Box-section pillars provide solid roof support. 


There’s a world of comfort for you, too. A wide seat, 


First chance you get, visit your dealer and drive a 

1. Tough new longitudinal sills reinforce the under- new Chevy. Experience new Torsion-Spring Ride. Check 

body; provide a solid foundation for cab sheet metal. | up on Chevy’s famous gas-saving 6’s and V8’s. Then 

you'll know, for sure, why you can expect thousands 

2. Extra-sturdy door openings—box-section pillars and of extra miles out of a Chevy; why you can be sure 

sills assure lasting alignment. Doors stay weathertight of more work per day at least expense. . . . Chevrolet 
with a minimum of maintenance. Division of General Motors, Detroit 2, Michigan. 


1960 CHEVROLET STURI 
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(Continued from page 120) 
the 
tries to 


may happen when pump is 


the 
solution through the small holes in 


turned on and force 
the pipe. Will this put too much of 
a strain on the pump and cause the 
burn out or otherwise 

Will the pipe be able 
to withstand this pressure or is it 


motor to 


damage it? 


apt to burst? 
We 
your opinion on this installation. 


W.L 


would appreciate having 


Indiana 


To the Reader: 

From our study of this problem 
it appears that the job has been 
engineered safely from the pump- 
ing and piping aspects 

Since the percentage of water in 
the solution was not mentioned, we 
have figured the job as being all 
H..O, 


conditions than the combination of 


representing more severe 


alcohol and water would entail. 


# Let’s examine each of the direct 
questions in the light of the haz- 
ard suspected: 

Will the motor burn out or other 
pump damage. occur? 

We would expect neither casualty 
for these reasons: If the pump is a 


centrifugal unit, the impeller will 
go around and around inside the 
casing, churning up the liquid and 
not overloading the motor because 
of this slip. 

If the pump is of the positive 
displacement type, nothing would 
happen either unless someone shut 
the discharge valve with the pump 
running. In that case, something 
would give since water is not com- 
pressible. 

Will the pipe be able to with- 
stand this pressure or will it burst? 


calculations in 
total discharge 
the pump of about 38 ft, made up 
in this way: 
(1) For a tank of 25,000-gal. 
capacity and measuring approxi- 


sOu this case 


show a head on 


mately 10 ft 6 in. in diameter and 
38 ft 9 in. long, the static head 
would be about 10 ft 3 in. 

(2) Since the tank is 11 ft above 
the pump, we add this to the tank 
diameter for a total static head of 
21.25 ft. 

(3) Friction loss in the 3-in. dis- 
charge line is based on the 11-ft 
lift, plus the 32 ft in the tank, plus 
50 percent for fittings, or a total 
pipe run of about 49 ft. For an 


Crowds Jam Wholesalers 40th Anniversary Product 


J 


=. saa aan 
ay 
=, 
- 


i 


BIG TURN-OUT: Some 
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10,000 persons turned out last 
month to see industry products on display at the 40th 
anniversary Product Show of the W. H. Kiefaber Co., Day- 


additional safety factor, we have 
added another 5) percent to cover 
any aspects of the job that we don’t 
know about at the moment. This 
assumed equivalent piping length 
then becomes 73 ft. 

(4) Referring this length of 73 ft 
to a standard pipe friction table 
and using the viscosity of water, 
the friction loss amounts to approx- 
imately 16 ft. The pumping head, 
therefore, comes to a minimum of 
16 plus 21.25, or about 38 ft. 

Since a head of 38 ft equals only 
17 psig (even less for water 
blended with alcohol), the standard 
pipe and fittings rated at 125 psig 
will be amply strong for the job. 

The 17 orifices of 3g-in. diameter 
are also sufficient since each hole 
will 17.1 gpm with a 
pressure of 38 ft behind them, or a 
total of 291 gpm. 


discharge 


a The tank, should be 
equipped with a suitable pressure 
relief valve to protect the whole 
circuit against overfilling and keep 
the pump from trying to overcome 
a dead-end blockage. 

In all other aspects the pump and 
piping appear to be adequate for 
the job. END 


of course, 


Show... 


ton, O. More than 100 manufacturers exhibited their 
products at the two-day event, which attracted visitors 
from more than a 100-mile radius. (See story, page 144.) 
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Final check is made on Spang Steel Pipe installation in Castle High School heating sys- 
tem. Uniform Spang Pipe was easy to work with, will provide a trouble-free installation. 


“SPANG is tops... they don’t make any better 


steel pipe than that!” 


says Mr. Jack C. Gottman, Jack C. Gottman & Co., Evansville, Indiana 


“We always use ‘good’ pipe in our 
installations, and usually it’s Spang,” 
reports Mr. Gottman. “That’s why we 
used Spang Steel Pipe in the heating 
system at Castle High School, Para- 
dise, Indiana. 

“Spang Steel Pipe is uniformly 
straight and true. It has a good gal- 
vanized finish that doesn’t chip or peel 
in bending, and it threads nicely. It 
makes a good appearance in exposed 
locations, too. We expect Spang will 


am THE 


STEEL PIPE 


give good service at Castle High for 
the lifetime of the school.” 


Quality control makes 

Spang tops in performance, 
dependability 

Close manufacturing control from 
skelp through inspection builds into 
Spang Steel Pipe all those qualities 
you want on any job: uniformity of 
diameter, wall thickness and threads; 
straightness, clean interior, good fin- 


ish, easy workability—and most of all 

—durability for long service life. 
See your local Spang Distributor 

for good service on your next order. 

Remember: make it steel pipe... 

make it Spang Steel Pipe . . . made 

in USA. 

Architect: Lester W. Routt & Associates, 
Vincennes, Ind. 

General Contractor: Peyronnin Construction 
Company, Evansville, Ind. 

Mechanical Contractor: Jack C. Gottman &Co., 
Evansville, Ind. 


Spang Distributor: Plumbing & Industrial 
Supply Co., Inc., Evansville, Ind. 


NATIONAL SUPPLY COMPANY 


Two Gateway Center, Pittsburgh 22, Pennsylvania 


Subsidiary of Armco Steel Corporation Wi 





The Right 
Combination 


For 
| Kotolalol ani iot-l 


MULTIPLE 
raed it, tc 


THRUSH 
ZONE 
VALVE 


a4 rol Rey) 4 
7% : TIGHTLY 
| = 


THRUSH 
WATER 
CIRCULATOR 


One THRUSH CIRCULATOR 
now serves many zones... 


W ITH ONE Thrush Water Circulator and a Thrush Zone Valve for each zone, multi- 


ple zoning becomes easier to accomplish and at lower cost than ever before. 


The sturdy and dependable Thrush Circu- 








lator provides plenty of power for positive cir- 
culation to every zone. The Thrush Zone Valve 
closes tightly so there is no wasteful circulation 
when heat is not needed and uncomfortable 
overheating is prevented. See your wholesaler 


for more information or write Department A-6. 








Simple Zone System Diagram Quality Hydronic Heating Specialties 
The new Thrush Zone Valve greatly redu iginal 
cost of multiple zone andtinnioes through simplified -H. A. THRUSH & COMPANY 
piping, low voltage wiring and less labor. 
PERU, INDIANA 
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SPECIFY - INSTALL 


ALCO EVAPORATOR PRESSURE REGULATORS 
¢ noOleHiowe from 


SODA FOUNTAINS 

BEVERAGE COOLERS 

PRODUCE CASES AND PRODUCTS 
PLATING BATHS 


WATER CHILLERS 
— from the smallest to the largest 


TYPES 15, 16, 18 
Refrigerant 12 
Refrigerant 22 


Ammonia 


ALCO’S EVAPORATOR PRES- 
SURE REGULATORS are de- 
signed, engineered and manufac- 
tured by ALCO, under ALCO’S 
HIGH QUALITY CONTROL 
SYSTEM—to efficiently maintain 
evaporator pressure in either a 
single or multipal system—regard- 


less of load changes. TYPE 435 


ALCO EPR VALVES Refrigerant 12 


FOR ALL RE- piste saa 


Refrigerant 12 


FRIGERANTS. Call your ALCO Wholesaler, Write 
for Specifications Bulletin = 183-57 





e BUY SECURITY 
e BUY QUALITY 
8221 e BUY ALCO 





The one complete line of refrigerant controls: Thermostatic Expansion Valves + Refrigerant Distributors 
Solenoid Valves * Suction Line Regulators + Flooded Evaporator Controls and Reversing Valves 
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.« QUALITY .. 
.« SIMPLICITY .... 
.» DEPENDABILITY! 


The 3 Leading Features of the... 











57 YEARS There is something of implicit value about quality—some- 
thing which SHERWOOD BRASS has put into the machine 
eel tolerance of its ball cock production. And they have proved 
SHERWOOD fe 
BALL COCK 


But material and machined quality by themselves are not 











enough. Simplicity of design goes just that one step farther 
to insure long-lasting efficiency in the life operation of SHER- 
WOOD Ball Cocks. That, briefly said, is dependability. 


This then, is what you buy. This then is what you sell 
when you handle the SHER WOOD Line, noticeably brought 
out in the No. 86-A, Anti-Syphon Ball Cock—a quiet, water 
saving, efficient, trouble-free flush valve—at a price satisfac- 


tory to all. Write for complete information today. 


SHERWOOD One Pin Assembly 


Keynote in the best of product design, this 
feature applied to the function of ball cocks 
means: ease at issembly, le ss Wear ON MOY 


ing parts and pertection of operation 








Manufactured Oaly Ay 
ORDER SHERWOOD 


babe, Gea SHERWOOD BRASS WORKS 


WHOLESALER 
6441 EF. Jetheraan Detroit 7, Miehiean 
Established 1903 
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IT’S 

EASY TO 
“PINPOINT” 

THE 

PROPER DRAIN 
WHEN YOU USE 

















Isn't it satisfying to know that wherever you indicate a 

icicle ieee drain... whatever the drainage condition... from roof ussieisetniie 

*heveleze'’ Adjustable to basement . . . that you can get the exact drain you “‘Leveleze’’ Adjustable 
Roof Drain need from Josam? This means that you can save countless Floor Drain 

hours of time ... avoid guesswork and error... assure 

maximum service on every job, simply by checking with 

Josam first. 














The Josam line of drains today is the most complete in 
the industry because it has been constantly expanded to 
meet the changing needs of advanced building. As a 
result Josam drains are engineered to install easier... 
perform better... yet cost no more than ordinary types, 
Series No. 4010 Don't waste a minute when you have to ‘pinpoint’ any Series No. 7020 
Promenade Deck plumbing drainage product — call Josam, You'll be time “Super-Flo'* 
Roof Drain and money ahead, Floor Drain 


4% ik: 




















Series No. 300-38C Series No. 5440 Series No. 680-V 


i Series No 0300-8 
Shawer Brain with Nan-Clag ) lnadustrial Drain with Trench Brain with 
adivustable strainer Flear Drain tractar grate sediment bucket 


Oesecenstonnteeeree—n 





























SS ee eae a ae ee 


JOSAM MANUFACTURING CO, | JOSAM MANUFACTURING CO 


General OF tpt yh eBok a Dept VE aA Michigan Cily, Indiana 


HAG BIVEAT@R 

MICHIGAAN CITY, INBIANA ! Please send Cataleg K shewing complete line af drains 
REPRESENTATIVES IN ALL PRINCIPAL CITIES ', 
eee 


West Coast Distributors 


i 
JOSAM PACIFIC CO. ‘Be 


765 Folsom Street San Franeisee F, Calif i Address 


' ss 
Jorem Products are sold threweh plumbing supply whelerolers, 1 eity iene State 
oe OU. Oe. OU OU OU. OU. UG OU OU OG d 
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THE NEW, BAYCE-HEET RADIATION LINE... 








el 














nec 
——— 


—— See 








Finger-tip Provision 
control for return tube — 
Damper standard bracket 

(no rating change) 





ey 


V\\\\\h 


WW Wisieer yy 


” many 


\ 


Square Fins Exclusive Back Plate — 
Rounded Corners Slide-0-Matic Rolled bottom 
Bracket (eliminates floor 


(Install any side) moulding) 


(Noiseless 


O discov adbamedl GIVES SUCH 


exclusive installation « design advantages 


Your Brown 

Bayce-Heet 

Distributor 
will tell you how 


APPROVED RATINGS 





Modern, streamlined, beautiful unbroken-line appearance. 
Fingertip Control. Installation’s a cinch with Bayce-Heet because 
no special tools are needed — everything snaps on... 
standard fittings used throughout. Noise-Free expansion on 
exclusive “Cushion-of-air” brackets, that are die-made 

and designed to grip the element securely as well as provide a 
nest for the tubing to rest on squarely. It “cradles” 

the element for perfect alignmént and stability — assuring 
noiseless operation. 


WRITE FOR BULLETIN NUMBER 9360. GET ALL THE FACTS. 


PRODUCTS CORPORATION 


HEATING AND AIR CONDITIONING EQUIPMENT 


1080 SPRINGFIELD ROAD UNION, NEW JERSEY 
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News . . . continued from page 14 


OLDEST LIVING EX-NAPC PRESIDENT, Joseph Cannon (second from left), poses 
with his cronies at the annual Old Timers Night sponsored by the Plumbing 
Contractors Assn. of Chicago. From left are John Calnan, president of the 
national group in 1934-35; Cannon, president of NAPC in 1921-22; Peter 
Munn, executive secretary of the Chicago association for 61 years until his 


retirement in 


1952; and Robert Murphy, 


president of NAPC in 1954-55. 


Do Bathtubs Inspire Man's Inventive 
Instincts? Yes, Says U/R's Backner 


SWAMPSCOTT, 
Mass. — “There is 
something about 
plumbing fixtures 


which must inspire 


the inventive in- =” 
stincts of man,” the 
recent annual con- i 


vention of the 
Massachusetts 
State Master 
was told. Stanley Backner, vice 
president of Universal-Rundle 
Corp., explained that his company 


S. S. Backner 


Assn. of Plumbers 


receives countless ideas for inven- 


tions of bathroom fixtures. 


They 


builders, 


new 


come from homeowners, 
plumbing 
architects, engineers and even from 


people in insane asylums. 


contractors, 


a “But, alas,’ he lamented, 
corporation has searched in vain 
through the many unsolicited ideas 
which arrive in our mails to find 
one which could have been of mu- 
tual profit to us and to the in- 
ventor. So far it hasn’t happened. 

“Perhaps our industry is too 
complex for an outsider to actually 
solve our problems,” Backner 


opined. “It may be easy for some- 
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“our 


one to say, ‘Why don’t you do so 
and so?’ without considering all 
of the problems involved. We have 
had many good ideas submitted to 
us which we previously had our- 
For many 
may not be 


selves. reasons these 


ideas practical for 
mass production,” he said. 


Backner then posed a question, 


Wholesaler Group Hits 
Mfrs.’ Direct Selling 


(Continued from page 14) 
problem: First, wholesalers should 
learn why certain jobs went direct; 
secondly, wholesalers should ana- 
lyze their own operations to be- 
come as competitive as possible; 
thirdly, wholesalers should make 
sure that they represent their 
manufacturers properly.” 

For the manufacturers, Cook had 
“First, 


check your sales policies. Do you, 


two suggestions to make: 


in fact, have a policy?” 
for 


Secondly, 

who do 
have direct selling, he said, “find 
He then 
told the manufacturers to balance 


those man ufact urers 


out how necessary it is.” 


“direct-selling policies against the 
long-run advantages of having ef- 
fective local wholesaler representa- 
tion.” 


“What do we look for in the fu- 
ture of our plumbing fixtures?” 

He said that “perhaps it is auto- 
matically tempered water for bath- 
ing, bath 


electronically operated 


and lavatory waste mechanisms, 


pushbutton soap dispensers in 
showers, greater economy in pro- 
duction that 


even the poorest family can enjoy 


and installation so 
a bathroom for every bedroom. 
“Yes,” he said, “we look for all 
(Please turn to page 134) 


Gas Boiler, Conversion Unit Sales 
Up in 1st Quarter; Furnaces Decline 


New York City—Sales of 
fired boilers and conversion burn- 


gas- 


ers used in residential heating sys- 
tems were up 21 and 20 percent, 
respectively, in the first quarter 
of 1960, the Gas Appliance Manu- 
facturers Assn. reports. 

Factory shipments of boilers to- 
taled 25,058 units in the period, 
compared to 20,673 reported for the 
same period last year. 

A survey of manufacturers re- 
vealed that 22,600 conversion burn- 
ers were shipped in the quarter, 
compared with 18,800 a year ago. 

Sales of gas-fired furnaces were 


179,500 for the quarter, 8.2 percent 

under last year’s 195,600. 
First-quarter shipments of othe 

types of 


gas heating equipment 


were reported as follows: vented 
76,800, a 


decline of 19.5 percent from a yea 


recessed wall heaters 
ago; room heaters and other types 
of gas direct heating equipment 

169,500, a 6.6 percent decline from 
a year ago; gas floor furnaces 

14,200, a 17.9 percent decline; gas 
unit heaters and duct furnaces used 
primarily in commercial and in- 
11,600, a 17.8 


percent increase over last year. 


dustrial installations 





DROPPED 90 FEET 
51 TIMES 
AND NOT ONE LEAK 


That's the brutal test a GENERAL AUTOMATIC 

“LG” Gas Boiler, filled with water, was put 

through to check its flange-quality steel and one- 

piece welded construction. Not one leak developed 
. not a drop of water escaped! 


After 51 drops, taking 2% hours, the test was 
abandoned with the conclusion that the boiler 
could not be broken. 


The test was conducted in the yard of Arthur 
Phillips & Co., Baltimore rigging contractors, and 
was witnessed by their personnel and by em- 
ployees of General Automatic Products. 


The boiler — an LG-3, #29580 — now occupies an 
honored place in the G/A showrooms. 


Bounce your present boiler down 3 cellar steps 
(24 inches). Pick up the pieces, and then write for 
information on a modern-made, all-steel quality 
boiler. Ask for Engineering Brochure 65. 


A. G. A. and 

C. G. A. approved 
for combustible 
floors. 20-year 
warranty. 


GENERAL AUTOMATIC PRODUCTS CORPORATION 


2300 SINCLAIR LANE — BALTIMORE 13, MARYLAND 


CANADIAN SALES OFFICE: AQUA-AIR, LTD., 152 JAMES ST., S., HAMILTON, ONTARIO, 
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New, low-cost (ss) National Polyethylene Ice Rink Tubing 


It’s now possible for any community to have a 
fun-filled ice skating rink for a reasonable price. 
More than 10 miles of USS National Polyethyl- 
ene Ice Rink Tubing was used in this rink at 
Washington, Pennsylvania—it worked perfectly 
all through the winter season. 

USS National Polyethylene Ice Rink Tubing 
is strong. It’s only half as thick as other ice rink 
tubing; this lets the pipe cool faster and wipes 
out the need for extremely low brine tempera- 
tures. The new tubing installs easily. It takes 


National Tube 
Division of 
UT CHIN) €) CN) CL 


United States Steel Export Company, New York 


mbia-Geneva Stee! Div 
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just a screwdriver and a simple steel clamp to 
connect it to the header pipes and return bends. 

National Tube’s new plastic pipe can be cut 
with a hacksaw. It’s almost maintenance free 
and there’s no problem with contraction. USS 
National Polyethylene Ice Rink Tubing is 
available in nominal 1-inch size, 185-foot coils 
weighing about 13 pounds. For information, 
write National Tube Division, United States 
Steel, 525 William Penn Place, Pittsburgh 30, 
Pennsylvania. 


USS and National are registered trademarks 
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“VAYA CON JANITROL!” Charles Owen, 


national field sales manager of 


Janitrol Heating & Air Conditioning, calls out these Spanish words meaning 
“Go with Janitrol” as Max Tappero, manager of the Boston district, models 


a Mexican sombrero and serape. 


They are announcing a Mexican holiday 


which will be awarded to 40 couples for sales achievements in 1960. 


Code Enforcement Is Everyone's Job, 
Engineer Tells Missouri Contractors 


St. Louis 
working for enactment and en- 


Constant vigilance in 


forcement of health codes that will 


adequately protect potable wate 
supplies of the nation is a duty of 
Such the 
given to the 76th annual convention 
of the Missouri State Assn. of Mas- 
ter Plumbers by Dr. Nathan Bur- 
bank Jr., 


at Washington University. 


everyone. was message 


dean of civil engineering 


a Strict enforcement of the codes, 
the licensing of those who install 
plumbing facilities and rigid in- 
spection by government officials is 
the only way to prevent the spread 
of death-dealing epidemics, Dr. 
Burbank declared. “Without such,” 
he said, “we shall slip to the very 
low level of 1933 when one faulty 
plumbing installation in Chicago 
1,409 cases of 


amoebic dysentery, and uncounted 


caused 98 deaths, 


thousands of unreported cases.” 


a Another convention speaker, 
Howard Elliott, general counsel of 
the Plumbing Iadustry Foundation 
of St. Louis, pointed out that health 
codes in a large part of the nation 
have been so watered down that 
they are “extremely weak and some 
are wholly unenforceable.” He at- 
tributed this to public apathy, a 


shortage of manpower during 


134 


World War II and lax methods of 
licensing plumbers. 

“Laborers, carpenters, handymen 
and do-it-yourself kits moved in,” 
he said, “and in the name of ex- 
pediency performed the vital serv- 
ice of installing plumbing fixtures. 
All of this flies in the face of, and 
destroys, the bitter and costly ex- 
perience we've had in the U.S.” 

Elliott asserted that the plumb- 
ing industry is keenly aware of the 
situation “yet the plumbing con- 
tractor himself is at a disadvantage 
in trying to tell the story. He is 
accused of crying ‘wolf’ .” 

Joseph Sheehan, president of the 


Idea Source in a Bath? 
Yes, Says Stan Backner 


(Continued from page 131) 
these and more. Someone 
bring us these developments. That 
is why, when we receive a letter 
‘Dear Sir: 
treat it 
carefully and judiciously, because 
it may be just that idea we need 


will 


which so often starts, 


I have an idea we 


to accomplish our objectives.” 


Mexican Holidays 
Planned by Janitrol 


CoLtumsus, O.—An 
eight-day Mexican holiday is the 


all-expense, 


goal of dealers, wholesalers, and 
company representatives of Jani- 
trol Heating & Air Conditioning. 
This reward will be given to 40 
couples for top sales achievements 
in 1960. (See photo at left.) 

The holiday will start Feb. 24, 
1961, and will feature three days 
in Mexico City, a mountain stop at 
Cuernavaca, overnight at Taxco 
and four days in Acapulco. Janitrol 
is a division of Midland-Ross Corp. 


Thomas J. Sheehan Plumbing & 
Contracting Co., re-elected 
president of the association. Other 
officers re-elected are Jack Spillers, 
Don Cun- 


ningham, second vice president; 


was 


first vice president; T. 


and John Connelly, treasurer. 
Sheehan warned of a growing 
water shortage and urged all to join 
(Please turn to page 136) 


New Tait Symbol Boosts Adequate Water Supply 
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WATER 


© 1959 THE TAIT MFG. Co 


POWER 


WATER POWER, the need for which is important in the modern suburban and 
rural home, is illustrated by the above symbol, a creation of The Tait Manu- 


facturing Co., Dayton, O. “Water power, 


“ 


as indicated by the symbol, insures 


adequate capacity and pressure for modern plumbing and water-using appli- 
ances. The symbol will be used in the firm’s ads and on point-of-sale aids. 
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Graceful, Compact Lines distinguish this Van Seal twin-bowl sink. One of the more than 45 models 
or sizes in each line of Nickel Stainless Steel sinks made by Vance Industries, Inc., Chicago 31, Ill. 


What woman ean resist the durable beauty 
of a Niekel Stainless Steel sink like this! 


OKS & 
2 S 


‘ Display a Nickel 
Stainless Steel 
_ sink — bearing 
this label — and 
you've gone a long way toward selling 
today’s quality-minded women! 


Nickel Stainless Steel sinks offer this 
profitable combination: gleaming 
beauty that sells itself . . . plus utility 
and value that satisfy customers, mini- 
mize callbacks. 

You Sell Lasting Beauty, because 
Nickel Stainless Steel is strong and 
all the way through. It re- 
sists chipping, cracking, denting and 


uniform... 


pitting, 
fe Ut rd 


acids and household cleaners . . . keeps 


wear. It resists corrosion... 
oxidation and discoloration by 


its quality look, year after year. 


‘ou Sell Easy Cleaning. Just a 
y Sell Easy Cl g. Just 
quick wipe with plain soap and water 


DoMEsSTIC ENGINEERING, JUNE 1960 





. no need for bleaching or tiresome 

scouring. And when a Nickel Stainless 
Steel sink looks clean, it really is clean. 
No germ-breeding pits or crevices in 
hard, smooth Nickel Stainless Steel 
surfaces! 
You Sell Prestige in every Nickel 
Stainless Steel sink ...a gleaming 
showpiece that fits any color scheme. 
flatters a woman’s good taste. It puts 
her friends in a quality-buying mood. 
too... helps you sell other high-profit 
items! 

Remember these business - building 
advantages when you order sinks. 
Look for the Nickel Stainless Steel 
sink label. Write us for the helpful 


folder, “Nickel Stainless Steel Sinks 


... Modern as Tomorrow for the Home 
of Today.” It includes a handy list of 
manufacturers. 

ThelInternational Nickel Company, inc. 


67 Wall Street IKcO NewYork 5, N.Y. 


Van Seal’s “Highlight Embrace” pro- 
vides a highly-polished bow! outline with a 
bright lustre satin interior bowl and deck 
area for distinctive beauty, easy cleaning. 


Inco Nickel 


Nickel makes stainless steel perform better longer 





. 2+... continued from page 134 Code Enforcement Is 
Everyone's Business 


(Continued from page 134) 
in conservation measures. “Few 
realize,” he declared, “that a slow 
drip from a water faucet will waste 
15 gallons of water a day.” 
Norman Held of the Kohler Co. 
(Kohler, Wis.) declared that the 
“housewife has been emancipated 
from the kitchen, from the laundry 
and much of the housekeeping 
drudgery. Now she’s unhappy 
about the lack of bathroom privacy 
in her one-bath house. She’s look- 
ing for bathroom emancipation.” 
Among other speakers at the con- 
vention were Joseph Sestric, St. 
Louis director of public safety; 
Charles Thompson of the Tallman 
Co. (wholesaler); Harry Stevens, 
director of District 11, NAPC; and 
DOUBLE WATER SYSTEMS PROMOTION material, prepared by the A. Y. Carl Finley, NAPC vice president. 
McDonald Manufacturing Co., is held aloft by pretty Pat Lester of the 
Dubuque, la. firm’s advertising department. In her left hand is a kit describ- 
ing an eight-month mailing program. In her right hand is a kit containing 


a “disappointing” 17 percent of the 
details of radio scripts, ad mats, consumer literature and a store poster. 


combination market. 

He declared that home laundry 
products have not incorporated 
many exciting new developments, 
and that some of those that have 
been added were forced upon the 
industry by changes in fabrics and 
detergents. 


Need Better Marketing Practices for 
Laundry Appliances: Whirlpool Exec 


HOLLYWooD -BY-THE-SEA, FLA about 60 percent of the available 
“The home laundry industry did a automatic washer market, less than 
poor selling job in the 1950's,” the 25 percent of the dryer market, and 
annual convention of the Amer- 
ican Home Laundry Manufacturers 
Assn. was told. Jack Sparks, vice Colored Tags Speed Copper Tube Handling 
president of RCA Whirlpool ap- 
pliance sales for the Whirlpool 
Corp., said, “We must beat the pre- 
dictions for our share of the mar- 


The only way the home laundry 
industry can outstrip competition 
(Please turn to page 138) 


ket in the 1960’s, or we are going 
to be in trouble.” 


a Sparks said that automatic wash- SS props 
ers have been — to paid 50 nee ~ B R I oe EP O RR 
cent of potential buyers, dryers : a 
to 17.8 percent, and combination Pa ; 
washer-dryers to only 1.6 percent. 
By contrast, Sparks said that range 
and refrigerator markets are more 
than 97 percent saturated. 
Traditionally, he said, the appli- 
ance industry gets about 2 percent 
of the consumer’s disposable in- 
come. On this basis, a conservative 
estimate of the expected share of COLOR-CODED TAGS for easier handling in shipments of copper and brass 
pipe and tube were introduced recently by Bridgeport Brass Co. Red, green, 


blue, gray and yellow tags are used to identify types M, K, L, TP and DWV 
produced by the Bridgeport, Conn. manufacturer. (See story on page 138.) 


laundry appliances for the next 10 
years adds up to 55 million units, 
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FASTER! EASIER! ITU MAUI TI 4 
MORE ECONOMICAL 


TO INSTALL! 


GENERAL MOTORS 


.» } — eie! 


BOMERG 


READY TO INSTALL 

Shipped direct to you completely wired, assembled, and 
fully equipped for immediate hook-up to the hot water 
system. Saves time, labor, and money while speeding up 
replacements or new installations. 


SELECTION OF CAPACITIES 

Two basic oil-fired series are available with your choice 
of cast iron or steel boiler construction, and flush or ex- 
tended jackets. Capacities from 525 to 960 sq. ft. (net) of 
hot water radiation. 


QUALITY SALES FEATURES 
These packaged General Motors Delco Boilers 
offer many exclusive quality features 
such as the Delco-Heat pressure 
type oil burner for quiet, vibra- 
tionless operation, and maximum 
fuel economy. 


DEPENDABILITY 
Developed and backed by General 
Motors .. . the world-famous 
quality brand all home owners 
know. Approved and rated by 
ASME, IBR and Underwriters’ 
Laboratories. 


WRITE for further information to 


Delco Appliance Division, Dept. DE- 
18, General Motors Corporation, 


Rochester 1, New York. 
A COMPLETE LINE 


ALUGE? of gas or oil-fired, steam and hot water boilers. 
* 


Steam capacities from 215 to 1660 sq. ft. (met)... 
hot water capacities from 325 to 2835 sq. ft. (net). Product of General Motors 
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(Continued from page 136) 

from other fields, Sparks pointed 
out, is by producing appliances that 
anticipate consumer demand and 
by developing market efficiency. 

Some progress is being made in 
this area, Sparks said. He cited 
electronic data processing and feed- 
back information control as two 
activities which are contributing 


to distribution and sales analysis. 


Circus Hoogpia Sparks 
M-H Control Carnival 


MINNEAPOLIS—A circus atmos- 
phere prevails at the Control Car- 
nivals where Minneapolis-Honey- 
well Regulator Co. demonstrates 
its latest control instruments. More 
than 4,500 wholesalers and con- 
tractors of heating and air condi- 
tioning equipment have attended 


FOR ZONE HEATING ON STEAM AND HOT WATER 








Made in all standard pipe and tubing 
sizes, straight and angle. Installed in 
any position, with no piping change. 
Low voltage wiring. For applications, 
details, write for Brochure ‘‘B-5.” 


> 100% SHUT-OFF 


Globe-type construction insures 
complete closure, positive heat 
control. 


> GEAR-and-PINION DRIVE 
Raises and lowers valve stem with 
silent power. 

- TEFLON-PROCESSED STEM 
Teflon surface of valve stem pro- 
vides a permanent, self-lubricating 
seal. 


> SLOW OPENING-CLOSING 


Gradual opening and closing cycles 
prevent noise in line. 


> COMPACT CONSTRUCTION 
Compact body makes installation 
easy, even in tight places. 

> EASY MANUAL OPERATION 


Manual Operator conveniently 
located on outside of cover, always 
accessible. 


» 5-YEAR GUARANTEE 


Because of their rugged construc- 
tion, Zonvalves are guaranteed for 
5 years—should last a lifetime! 


Zonvalve’s Trade-Mark AR” 2. 
is your guarantee of 

positive zone control. ZORWIANLN|S 
Accept no substitute! Za 


HEAT-TIMER CORP. sensor neste connec sce 93 


a series of the carnivals in New 
York State and New England. 

The circus atmosphere of the 
carnivals is created by means of 
decorations, costumes worn by the 
Honeywell hosts, music and raffles. 
Complete lines of Honeywell heat- 
ing and air conditioning control 
equipment are demonstrated. 

Fred Kaiser, vice president in 
charge of the eastern region, ex- 
plained that the idea for the carni- 
vals was developed by Honeywell 
salesmen, Anthony Wayne of Ro- 
chester and Henry Mayer of Syra- 
cuse. Kaiser said that 24 carnivals 
have been held since their start 
last fall and that many more are 
planned. (See photo on page 10.) 


Coded Tags Reduce 
Errors, Speed Work 


BripGEPorT, Conn.—A _ shipping 
tag that reduces the possibility of 
error and speeds the handling of 
straight lengths of copper and brass 
pipe and tube has been developed. 
Bridgeport Brass Co. announced 
the innovation last month. 

The tags are “color coded” and 
simplify recognition of tube types 
in shipping and handling. A glance 
at the color of the tag identifies the 
pipe or tube: red for type “M” cop- 
per water tube; green for type “K” 
copper water tube; blue for type 
“LL” copper water tube; gray for 
type “TP” threadless pipe; and yel- 
low for type “DWV” copper drain- 
waste-vent tube. 

The face of the tag has space for 
the customer’s order number and 
address, Bridgeport’s order num- 
ber, the quantity, number of pack- 
ages in the shipment and a de- 
scription of the pipe and its weight. 


1st Quarter Sales Up 
for Republic-T-anscon 


Los ANGELES—Sales of Republic- 
Transcon Industries Inc. for the 
first quarter of 1960 amounted to 
$4 million, up 28 percent from the 
1959 first-quarter sales made by 
Republic Appliance Corp., which 
acquired Trans Continental Indus- 
tries last February. 

The report by chairman Milton 
Stevens came in the face of news 
of a slow quarter for the water 
heater industry as a whole. He 

(Please turn to page 140) 
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sweeping the country... 
for modern homes everywhere 


the smartly styled 
quality built 
realistically priced 


SPEAKMAN 


45 


SHOWER + BATH + LAVATORY + SINK FIXTURE FITTINGS 


The KENT line was designed for the plumber, with builder © homes and apartment buildings where initial cost is a 
and home owner appeal, by SPEAKMAN—the leading in- _ factor yet where honest value is desired. 

dependent brass manufacturer in the industry. Its ad- 
vanced styling has been acclaimed by wholesalers, 
plumbers, and builders across the country. 


Every KENT line item is carefully inspected and tested 
under water pressure as all other quality Speakman prod- 
ucts. The name SPEAKMAN stamped on every KENT fitting 
Engineered for quality designed for economy, the is your guarantee of fine craftsmanship backed by our 
KENT is realistically priced. It is being installed in new 90-year reputation of outstanding product achievement. 


SK-500 KENT built-in SK-530 KENT built-in SK-541 KENT center set SK-561 KENT exposed deck 
2 valve shower : bath fitting pop-up lavatory fitting type sink fitting 


SPEAKMAN COMPANY 


WwW itclnMitnN G TO N - & , DELA WA RE 
eeeeesceeseeeeeoeeeeeseeseeeeeeeeeseeeeeeeeeoeo® 
SPEAKMAN COMPANY, Dept. DE, Wilmington 99, Delaware 
Gentlemen: Please rush your KENT Catalog $-95-A to me 
_| Have representative call with Sample unit 


NAME 


ADDRESS 
FIRM 


a acaes : DIE essing entschatcancaiipil 
SOHSSSHSHSSHSSHSHSSHSSHHSHHSSHHSEHSSHSHESHSHSSHHHHSESEEEE 
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(Continued from page 138) 
pointed out that first-quarter fac- 
tory shipments of automatic stor- 
age water heaters, domestic and 
commercial, are running about 15 
percent behind last yea 
Stevens, however, expressed con- 
“that the 
whole will end the year by equal- 
1959 


and predicted that his firm will hit 


fidence industry as a 


ing or bettering the record” 


the $20 million mark in sales this 


coming year. 


McDonald Launches Two 
Water System Programs 


DuBUQUE, Ia.—Two new mer- 
chandising programs for water sys- 
tem have been inau- 


gurated by the A. Y. McDonald 
Manufacturing Co 


contractors 


One is con- 


New! Balancing Valve 
That Never Forgets! 








Illinois “memory” device gives you 
one valve to do two different jobs! 





& A unique internal device in the new 


Ilinois Water Balancing Valve gives you one 
that does the we 


wk of two different valves 
It’s a balancing valve: Extremely accurate bal 
ancing 1s assured with 360 degrees stem rotatior 
and a corresponding extension of the throttling 
range. Low pressure drop through the valve 

achieved by internal streamlining and by having 
the bonnet mounted at a 45 degree angle to the 


piping 


It's a shut-off The return line of any unit 
in your system can be tightly shut-off and service 
performed. When the unit is returned to use, the 
Illinois “memory” device limits the valve opening 
to its initial balance point 

The Illinois Balancing Valve eliminates one 
complete valve and fitting in every unit, simplifies 
installation, and reduces system maintenance. It 
prepares your system for both accurate water flow 
regulation and absolutely tight shut-off 


WRITE TODAY FOR OUR NEW BALANCING VALVE BULLETIN 


Pinion Ai Litter 


COMPANY, INC., 


LOUISVILLE, KENTUCKY 


Wlinois is a famous brand among AAF products 


with home modernization 
and time payments, the other with 
water system installations. 

In the “Dollars for Dealers” pro- 
gram, designed for the firm’s 21 
branches, there will be an eight- 
month direct-mail program to con- 
sumers. McDonald dealers will sup- 
ply the with names of 
prospects, and the company will do 
the mailings with the dealers’ im- 
print on each piece. 

The “Profit Pak” will 
feature ad mats, radio scripts, a 
new eight-page consumer booklet 
showing how to select a water sys- 


cerned 


company 


program 


tem and a window banner. 
Further information on the pro- 

obtained from the 

firm’s advertising department. 


grams can be 


Plumbing Group Fights 
Use of Foreign Products 
H1Lts, Mass.—A 


strong stand against the use of im- 
ported plumbing fixtures and mate- 
rials has been taken by the Massa- 
State Master 
Plumbers. They have notified the 
Plumbing & Heating Wholesalers of 
New England that union plumbers 


WELLESLEY 


chusetts Assn. of 


will no longer use foreign-manu- 
factured materials unless they have 
the approval of the master plumber 
on the job. 

In a covering letter to members 
of the wholesaler group, R. Louis 
Towne, executive director, said that 
he “hopes you will give the con- 
tractors every cooperation.” 


Acme Takes to Road to 
Show New A-C Products 


Jackson, Micu.—Acme Jndustries 
Inc. has taken to the road to intro- 
duce its new lines of packaged 
chillers and air conditioning sys- 
tems to industrial users, consulting 
engineers and contractors. 


a Vehicle for the regional showings 
is Acme’s “Chillerama,” a presenta- 
employing color slide-films 
and other devices. The presenta- 
tions are headed by D. G. Merrill, 
field sales manager, regional man- 
agers and local representatives. 
Focal point of interest in the 
“Chillerama” is the company’s line 
of HHD packaged water chillers 
which feature twin hermetic com- 
pressors with individual motors. 


tion 
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Space-Age Promotion 
for Murray's Clamps 


Towson, Mp. — A three-stage 
promotion to get its clamps “into 
orbit” has been inaugurated by the 
Murray Co., a leading manufac- 
turer of clamps for plastic pip~ 

The first stage of its “Profit 
Rocket” plan was the offer of a gift 
of 10 free clamps for each 100 or- 
dered. The second stage, which 
closes June 25, offers the same 
bonus plus an attractive display 
assortment of 100 popular-sized 
clamps for showroom use. The 
third stage of the campaign, which 
will close August 25, will be an- 
nounced later. 

The campaign opened with a 
mailing to dealers of a circular 
showing the launching of a rocket. 
highlighted by the use of fluores- 
cent inks. Additional mailings will 
continue to be made throughout 
the campaign. 

Complete catalog sheets, price 
lists and discount sheets are avail- 
able from Murray. 


Mueller Sr. Retires as 
Climatrol President 


MiLwavuKEE—Harold Mueller Sr., 


president and general manager of 


the Mueller Climatrol Division of 
Worthington Corp., announced his 
retirement last month. He will turn 
his office over to his son, Harold Jr., 


H. P. Mueller Sr. H. P. Mueller Jr. 


who will become the fourth genera- 
tion of Muellers to head the firm. 

Harold Sr. started with the com- 
pany in 1919, after serving in the 
Army in World War I. He was 
named sales manager in 1924, vice 
president and general sales man- 
ager in 1929. In 1931 he moved up 
to president and treasurer. 

Mueller Climatrol was acquired 
»vy Worthington in 1954, and Har- 
old Sr. became president and gen- 
eral manager of the division. He 

(Please turn to page 142) 
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SYMBOL OF 


QUALITY 











Bi-Metal Dial Thermometers, 
Straight and Angle Types. 
3”, 5” dial sizes 


Industrial Thermometers, 
Rigid Stem or Adjust-Angle in 
5”, 7", 9”, 12” case sizes 


in Liquid-In-Glass 
Industrial and Bi-Metal 
Thermometers 


Indicating and recording instruments for temperature, pressure and humidity. 
This is our one and only business. 


Our modern suburban plant, precision equipment and skilled people are here for 
One purpose: 


To design, engineer, produce and deliver the most complete and finest line of 
instruments in our field of specialization that you'll find... anywhere! 

The Weksler Specification Bulletin covers indicating and recording pressure gauges, 
industrial thermometers, dial thermometers, recording thermometers, recording 


hygrometers, bi-metal thermometers, laboratory thermometers and hydrometers. 
Write for your copy. 


“ORIGINATORS OF WORLD RENOWNED ADJUST-ANGLE THERMOMETERS” 


WEKSLER INSTRUMENTS or 


195 EAST MERRICK ROAD, FREEPORT, | 


Tale llor-) 4ia)-Mme- Tale) ecording Instruments for Temperature, Pressure 





News 





(Continued from page 141) 

was also named a director of 
Worthington at the time. He will 
continue as a director of Worthing- 
ton in the area of special executive 
contact assistance to over-all cor- 
porate marketing. 

The firm was founded in 1857 by 
L. J. Mueller Sr. in a modest struc- 


ture that housed a combination 


hardware store and tin shop. Today, 
the Climatrol Division has over 20 
acres of plant under roof in Mil- 
waukee alone. The firm also oper- 
ates a completely integrated plant 
in Alhambra, Calif. 

Mueller Climatrol Division now 
produces a complete range of com- 
fort control products including duct 
and unit heaters, boilers, furnaces, 


STAINLESS STEEL 





/ SINK _\ 





MATSHED 


HOSP SS 


BOWwW LS 
VAN 





STAINLESS STEEL SINK BOWLS ARE BEAUTIFUL 


cooling units, and heat pumps for 
residential, commercial and indus- 
trial applications. 


DE'’s Haglund Named 
Rep for Medalist 


Cuicaco—Bob Haglund, longtime 
field representative for Domestic 
ENGINEERING magazine, has fulfilled 
a lifelong ambition to go into busi- 
ness for himself. Bob will take 
over as. sales representative in 
Missouri for the Medalist Tank Di- 
vision of Metal Coating Corp. 


Utah Public Utilities Can't 
Install Gas Appliances 


SaLtt Lake City, Utan—Public 
utility companies in Utah may not 
install gas-fired appliances unless 
they are licensed qualified contrac- 
tors, Attorney General Walter 
Budge has ruled. 

The ruling was made against the 
Utah Gas Services Co., a supplier of 
natural gas in three counties of the 
state. The utility claimed that it had 
to install and service gas appliances 
in order to give satisfactory service 
to customers. 


aln making his ruling, Budge said, 
“The distinct nature of the work in- 
volved is illustrated by the fact 
that the companies charge and re- 
ceive extra compensation for these 
installations. The work is not in- 
cluded in the sale price of the gas, 
which sale is the utility’s only 
business as a utility. It is evident, 


A lifetime Butler" satin finished deck, with Van Seal’s 
exclusive “Highlite Embrace" provides a highly pol- 
ished bowl outline with a blending interior bowl finish 
. .. beauty and service for tomorrow's kitchens today. 


New Fittings Package 


PROVIDES ALL YOUR STAINLESS STEEL SINK 
BOWL NEEDS... THREE COMPLETE LINES... 
with more than 45 models or sizes in each line. 
@ For custom builders and discriminating specifica- 


tion needs, specify the Van Seal 18 ga. type 302, 
18-8 Stainless Steel Sink Bowl. 


@ For the popular volume market and stock demands, 
specify the Van Seal 20 ga. type 302, 18-8 Stainless 
Steel Sink Bowl. 

@ For economy demands, specify the Van Seal 
“Alpine” 20 ga. type 430 Chromium Stainless Steel 
Sink Bowl. 

Insist on Van Seal—where quality, service and 

performance make the difference. 


ANGE 


INDUSTRIES INCORPORATED 
7403 W. WILSON AVE. ¢ CHICAGO 31, ILLINOIS 


EASIER HANDLING of its hydronic 
heating specialty items is one benefit 
claimed for the new Dunham-Bush 
packaging. The West Hartford, Conn. 
firm says wholesalers without bin 
storage have welcomed the idea. 
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therefore, that the installation of 
gas furnaces is not within the con- 
templated ‘business of the utility’ 
even as regarded by the utility 
company itself. 

“To allow such companies to 
compete in this separate field with 
other concerns in the same business 
without the required licensing 
would be both unfair competitively 
to the industry in general and a 
breach of duty of protection owed 
to the public.” 


Mrs. America to Greet 
NAPC Conventioneers 


New York Ciry—Contractors at- 
tending the National Assn. of 
Plumbing Contractors convention 
this month will be greeted by Mrs. 
Margaret Priebe, Mrs. America of 
1960. She'll be waiting at the 
Johns-Manville Corp. booth to give 
out information on Transite pipe. 

The convention is slated for 
Cleveland, June 20-23. Mrs. Amer- 
ica will also speak at the annual 
luncheon of the Women’s Auxiliary 
of the NAPC and participate in 
the ribbon-cutting ceremonies. 


PHCIB Trainer Class 
No. 3 Graduates 


Cuicaco—The third Train the 
Trainer Class, designed to better 
the plumbing-heating-cooling in- 
dustry’s competitive marketing 
position, was graduated recently. 
The classes are sponsored by the 
Plumbing-Heating-Cooling Infor- 
mation Bureau. 


aJohn Dumser, treasurer of the 
bureau, spoke at the banquet which 
concluded a week of intensive work 
that qualified each class member 
as a “selling fundamentals” pro- 
gram instructor. Members of the 
class included five representing 
contractor associations, one from 
an all-industry group of contrac- 
tors and wholesalers, one who is 
business manager of a local pipe 
fitters’ association, seven who are 
with wholesalers, one manufactur- 
er, and one from the Canadian In- 
stitute of Plumbing & Heating. 

With the graduation of the third 
trainer class, PHCIB now has some 
109 qualified instructors to teach 
its sales fundamentals course. The 
corps of instructors now cover 51 
cities across the nation. 
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Utility Appliance Bares 
Market Expansion Plans 


Los ANGELES—Two new products 
and a current modernization plan 
for greater efficiency give promise 
of good days ahead, president Ben 
Breslow of Utility Appliance Corp. 
and its Mission Appliance subsidi- 
ary believes. While attending the 
CSA convention in Chicago he an- 
nounced increased distribution of 
Gaffers & Sattler ranges, furnaces, 


water heaters, evaporative air- 
coolers and air conditioning units 
in the midwest and east. 
Highlighting the new products 
will be an electric built-in oven and 
range. It will be patterned after 
the G & S award-winning gas Mark 
‘20’ built-in, the first 20-inch oven 
unit that can be installed in cab- 
inets made for 17 and 18-inch ovens. 
“We are currently making ar- 
rangements for additional distribu- 
(Please turn to page 144) 


DESIGNED TO BOOST SALES... 


Hoover Bathroom Accessories 


with 








GUARANTEED 


LIFETIME CHROME 


FREE DISPLAYS 
AND COUNTER PACKS 


To help you increase sales, Hoover combines both beauty and 
quality at competitive prices. And . . . you’Hl find Hoover offers 
you the biggest profit margin in the industry! 

“Orbitline’’, Hoover’s new dramatic design sells on sight! 
It’s both functional and ultra-modern. Fasteners are concealed 
for either recessed or projection models. The triple plated 
chrome finish is guaranteed never to crack, chip or peel. You 
can sell Hoover bathroom accessories with confidence of life- 
time satisfaction. Write now, for Hoover’s illustrated catalog 
containing two complete price lines of bathroom accessories. 


‘Hoover's Lifetime Chrome Makes Lifetime Customers”’ 


HOOVER Bathroom Accessories 
FOWLERVILLE, MICHIGAN 
DIVISION HOOVER BALL & BEARING CO. 


LIFETIME CHROME 
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(Continued from page 143) 

tion and sale of both the gas and 
electric versions of the Mark ‘20’s 
in the midwest and major eastern 
markets,” Breslow stated 

A new line of water heaters for 
mobile homes will be announced in 
the immediate future, Breslow re- 
vealed. He said the firm has created 
a new sales division to meet the 


needs of the mobile homes field 


OTe 
GAS 


— 


Visit our 
Booth 622 


‘N 
NAPC 
Convention 
Ss : 
oe 
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Wholesaler’s Product 
Show Attracts 10,000 


Dayton, O.—Over 10,000 repre- 
sentatives of industrial plants and of 
plumbing and related trades made a 
“smashing success” of the 40th an- 
niversary Product Show, sponsored 
here by the W. H. Kiefaber Co., lo- 
cal full-line wholesaler. The show 


was held last month in the coliseum 


SPARTAN 


SNAKES 
LEAD 
B 


CHARMED 


LIFE 





Cable - breakage eating up your profits? Here’s how 
Spartan Sewer Cleaning Machine design protects them: 


Spartan’s Inner-Core Cable has double the strength — gives double insur- 


ance against breakage. 


Sparmatic Control automatically disengages power whenever cable torque 


approaches maximum safe limits. 


Spartan Internal Drum controls tension inside the drum. Stops kinking even 


with well-used cables. 


Spartan Universal Motor audibly signals operator when overloaded. 


Interchangeable Drums: a 10-second drum change insures the use of proper 


sized snake for the job. 


Sure-Angle Adjustment adapts to any rodding position. Ideal for use in 


crawl spaces. 


SPARTAN TOOL DIVISION 


Conco Engineering Works, Inc., Mendota, Illinois 


Field Control Division — Barometric Draft Controls 


AFFILIATES: 


Material Handling Division — Cranes, Hoists 


Conco Building Products, Inc. — Brick, Tile, Stone 


at the Montgomery County fair- 
grounds. 

Guests were attracted from a ra- 
dius of 100 miles to the two-day 
show which featured 102 exhibitors. 
Busloads came from Hamilton and 
Chillicothe, Ohio cities with firm 
branches. (See photo, page 124.) 


eGuests were classified in five 
broad areas: industrial, plumbing, 
hardware, heating, and refrigera- 
tion. Each group wore a different 
color-coded identification tag. Gen- 
eral chairman of the show was 
Harold Tiemeyer, head of Kief- 
aber’s industrial division. 


The ‘How’ of Supplies 
Slated for NAPC Show 


Detroir—How has long been the 
by-word of the plumbing contrac- 
tor. For years his inquiring mind 
has taken him to shows and con- 
ventions to find out how the prod- 
uct is made. Is it used? Will it save 


money? 


For years all he has gotten 
is what he sees every day on the 


job—the maker’s final product.” 


a “To the plumbing contractor this 
is not enough; he’s not satisfied 
with just ‘Our product is better’ or 
‘Our product will save you money.’ ”’ 

This is the basic philosophy that 
guided Brass-Craft Manufacturing 
Co. to design an exhibit that will 
attempt to answer the contractor’s 


LITY-STEE 
AND EFFORT AT THE pam 
AND TROUBLE OW 


' 
' 
i 
\ 
} 


‘ 


STEP-BY-STEP display will show how 
Brass-Craft Manufacturing Co. makes 
its supplies. The Detroit firm will be 
exhibiting at the National Assn. of 
Plumbing Contractors’ product show. 
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questions at this month’s NAPC 
show. “Exhibit 207” will show in 
detail how Brass-Craft makes its 
Speedway supplies. 


Keep Kids in Mind, 
U/R Exec. Urges 


Santa Monica, 
Cauir. — Children 
are not treated 
fairly in plumbing 
installations. That 
was the theme of a 
talk before the an- 
nual convention 
of the Associated 
Plumbing Con- 
tractors of Calif., given by Joseph 
Schmitt, director of advertising and 
sales promotion for Universal- 
Rundle Corp. of New Castle, Pa. 

Schmitt said children need water 
closets low enough so that they can 
get on them without using their 


J. R. Schmitt 


the use of high chairs, booster 
chairs, menus offering child-size 
portions and other gimmicks. 
“How the picture changes in the 
restroom,” he said. “One of my 
children can get his belt buckle 
up to the urinal lip (referring to 
wall-hung urinals), the other only 
his chin . .. so we have to hold them 
up in midair.” Schmitt suggested 
that plumbing contractors place ur- 
inals at a level for both adult men 
and little boys, so that restaurants 
would truly cater to family needs. 


sSwitching to a discussion of 
stores, Schmitt noted that “mer- 
chants spend thousands of dollars 
to relax the shopper, but only a 
few remember that the drinking 
fountain is a fine example of an 
area for improvement. 

“It is hard for a mother to be 
relaxed after holding up her chil- 
dren, under the age of eight, to 
drink from a fountain,” he said. 


ed schools where the needs of the 
children are recognized. He added 
that “our civic centers, religious 
institutions, recreational areas and 
facilities all need to follaw the ex- 
ample set by such schools.” 


Trane's Ist Quarter 
Sales, Profits Up 


La CrossE, Wi1s.—The Trane Co. 
reported increased sales and prof- 
its for the first quarter of 1960, 
as compared to the same period a 
year ago. Trane is a leading pro- 
ducer of air conditioning and heat 
transfer equipment. 

First quarter sales for 1960 were 
$19.6 million, compared to $16.5 
million for the corresponding peri- 
od of 1959. Profits for the three 
months of 1960 were $802,769, up 
from $577,787 a year ago. 


a President D. C. Minard sees an 


improving sales curve throughout 
the year. During the first quarter 
of 1960 the company was in the 
process of introducing 10 new and 
improved products, he said. (See 
DE for January, page 124.) 

(NEWS continued on page 146) 


hands. He encouraged plumbing 
contractors to install nursery (10 
inches high) or juvenile (13 inches) 
water closet bowls for children. 


There is also the danger of injuring 
the child’s mouth on the fountain 
nozzle. The answer, he told his 
audience, lies in a combination of 
Many restaurants encourage fam- high and low units. 


ily trade, Schmitt said, pointing to Schmitt praised newly construct- 


TO SEWER —>— 


the dependable... 


SUBMERSIBLE 
SUMP PUMP 


wes 
PRICED LOWER THAN MANY 
CONVENTIONAL SUMP PUMPS 


@ OPERATES UNDER WATER @ FOR ECONOMICAL 
Hermetically sealed motor with a leak-proof INSTALLATION 


rotating shaft seal assures dependable per- Is easily installed in a metal tile or concrete 
formance at all times sump 2’ to 8° deep 


@ FOR FLOOD-PROOF e oon betel 
OPERATION 


If current fails moisture cannot damage pump a FOR SMALL SUMPS 


or motor Can be installed thru a 15” opening. 


SPECIFICATIONS 


MOTOR: '; HP, 1750 RPM, 110 volt SCREEN: Heavy gauge large area verti- 
CAPACITOR TYPE with overload protec- cal type. 

tion. Motor cannot burn up due to locked SHAFT: Stainless steel. 

rotor. Furnished with 10 ft. waterproof DIMENSIONS: Hot. 11”, dia. 1254””, wt. 
cable, plug and adapter. 50 Ibs. 

IMPELLER: Non-corrosive, high efficiency MOTOR AND SWITCH HOUSING: Cast 
open type. iron, 





is 
MINIMUM DIA 


with, MICRO-SWITCH 


CONTROL 


FOR EXTRA CAPACITY 

Now available with 2” discharge 
and 2 HP Capacitor Type Motor. 
Also a “PLUG-IN” unit. Ask for 
Bulletin SE-850. 


ENG ONE 
INEERED FOR | Vion STARS, 


Send for Bulletin SE-800 and complete prices dis- 
counts and the name of your weil jobber nearest 


PUMP COMPANY te 


1512 N. FREMONT ST. CHICAGO 22, ILLINOIS 
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Names in the News 


Fred Keyser Jr. has been elected 


vice president of finance for the 
Grote Manufacturing Co., Bellvue, 


Ky 


Clarence Mark Jr. has been 
elected to the newly created posi- 
tion of executive vice president of 
Clayton Mark & Co., Evanston, Ill 


William Klein has been appointed 
wholesaler sales manager for the 
A. W. Cash Valve Manufacturing 
Co., Decatur, Ill 


C. Mark Jr. 
Clayton Mark 


F. Keyser Jr. 
Grote 


w% COMBINE... 


pipe threading and cop 
per cleaning in ONE pow- 
er unit 


% REDUCE 


tool investment 50% 


David Higgins has been appointed 
advertising and sales promotion 
manager for Briggs Manufacturing 
Co., Warren, Mich. 


John Carroccio has been ap- 
pointed manager of distributor and 
home product sales for the Motor 
Department of General Electric Co., 
Fort Wayne, Ind. 


John Eason has been elected vice 
president of Revere Copper & Brass 
Inc., New York City. 


William Karrip has been named 
sales manager of the Water Softener 


D. L. Higgins 
Briggs 


*» NEW VERSATILE V-3 


Sch 


$175.00 


* NO STAND 
NECESSARY 


sockets provided for either 
3 or 4 legs, also suitable for 
truck, bench or stand 
mounting 


as Shown 


SEE AT BOOTH 241 N.A.P.C. EXPOSITION 


BEI LL_LILILPLPLPLPPPLPPPELOEP 


*% All parts are of the HIGHEST 
QUALITY and GUARANTEED FOR | 
FULL YEAR against defective mate- 
rial and workmanship 


% ALSO GUARANTEED against acci- 
dental damage, neglect and abuse on 
a 50-50% bases 


Write for complete catalog 


Vermette Machine Company, Inc. 
+7 - 143rd St. H 


d, i di 





Division ot White Products Corp., 
Middleville, Mich. 


Earl Collins has been named sales 
manager of the Metal Products Di- 
vision of Aeronca Manufacturing 
Corp., Middleton, O. 


E. J. Collins 
Aeronca 


H. K. Straw 
Roberts-Gordon 


Henry Straw has been elected vice 
president in charge of sales for the 
Roberts-Gordon Appliance Corp., 
Buffalo, N.Y. 


Whirlpool Corp., St. Joseph, 
Mich., has announced the promo- 
tions of Harper Dowell to general 
manager of distribution and sales, 
Thomas Bartley to general sales 
manager and C. R. Armstrong to 
general manager of branches. 


H. R. Dowell 
Whirlpool 


L. J. Simer 
Carlon 


Loren Simer has been named 
product sales manager for the 
Plastic Sewer & Drain Pipe Divi- 
sion of Carlon Products Corp., Au- 
rora, O. 


Lester Brandt has been named 
sales manager for the Commercial 
Water Heater Co., Fort Worth, Tex. 


Crane Co. has announced the ap- 
pointments of Melvin Thomas as ad- 
vertising and sales promotion 
manager for the Industrial Products 
Group, Chicago, and Robert Main as 
marketing services manager for the 
Plumbing-Heating-Air Condition- 
ing Group, Johnstown, Pa. 


Bernard Spiegel has been ap- 
pointed sales manager of the 
Plumbing Products Division of Cut- 
ler Metal Products, Camden, N.J. 
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oa Reler d fele} 7 
WIRE STRAINER 


EIGHT SIZES. 

many leading pump 
manufacturers use Strataflo 
@s original equipment. 


Strataflo Foot and Check Valves 
end leakage troubles, save wear and 
tear on pumps and save their cost 
in service calls. They are ideal for 
jet-type pumps. Write for Bulletin 
702 and prices today. 

Order from your jobber. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 


THE "“PERSUADER" 
ADJUSTABLE LOOP WRENCH 
DOES JOBS, no other wrench CAN DO 


The special rubber loop of the “PERSUADER”’ 
aevelopes the highest known coefficient of fric- 
tion, for turning highly polished, and plated 
objects. The Loop will not absorb oils, can 
easily be cleaned, is easy to adjust, and op 
erate. 


Three Models are available, with capacities 
from %4” to 5” diameters. Closed Loop Models 
are recommended for Aireators, Faucets, and 
Shower Heads. The Open Loop has one end 
free, for wrapping around pipes. 


If your jobber has not stocked the ‘“PER- 
SUADER” write direct to factory. 
AGENTS INQUIRIES INVITED 


ONG INDUSTRIES, INC. 
CHILTON e WISCONSIN 
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Gas Water Heater 
Sales Up in March 


New York City—Shipments of 
gas-fired, automatic storage water 
heaters during March totaled 243,- 
700 units, up 28,700 units from the 
February figure, but behind the 
year-ago mark by 8.3 percent. The 
report was made by the Gas Ap- 
pliance Manufacturers Assn. 

Combined shipments for the first 
quarter of this year totaled 674,- 
200 units, down 14.9 percent from 
the 791,800 units sent to market in 
the same period in 1959. GAMA 
points out that 1959 was the best 
year in the gas water heater in- 
dustry’s history. 


Wisconsin BHC Elects 
Frank Hackett Prexy 


MILWAUKEE 

Frank Hackett 
was elected presi- 
dent of the Better 
Heating - Cooling 
Council of Wis- 
consin at a recent 
meeting of the 
board of directors. 

He succeeds F. C. Hackett 
Forrest Otto of Hydro-Flo Products 
Corp. and becomes the council’s 
third president. The first was John 
McIntosh, National-U.S. Radiator 
Division of Crane Co. 

Other officers elected are Erhard 
Roller of E. P. Roller & Sons, vice 
president; and Kenneth Leitgabel 
of A. F. Leitgabel & Son, re-elected 
secretary -treasurer. 

Hackett, formerly sales promo- 
tion manager for Bell & Gossett Co. 
(Morton Grove, IIl.), now operates 
the Frank Hackett Co., a manufac- 
turers’ agency covering Wisconsin 


NAPC Ladies to Hear 
Consumer Mag Editor 
New CAasTLeE, PA. 


chief of a leading consumer maga- 


~The editor-in- 


zine will be the featured speaker 
at the annual luncheon of the 
Women’s Auxiliary of the National 
Assn. of Plumbing Contractors 
during the NAPC convention. 
Edith Evans of Living for Young 
Homemakers magazine will talk 
at the event, sponsored this year 
by Universal-Rundle Corp., a lead- 
ing maker of plumbing fixtures. 
(NEWS continued on page 176) 





tells exactly when 
to change filters... 


lasts indefinitely .. . 


fits all furnace and air 
conditioning units... 


one hole, 60 second installation 


Individually packaged with 
display/merchandising counter 
sales carton. A foolproof filter 
gage that really works sold on 
a satisfaction or money-back 
guarantee. Write for free sam- 
ple and discounts. 


F. W. DWYER MFG. CO. 


P.O. BOX 373-E MICHIGAN CITY, INDIANA 


STOPS 
TOILET TANK 


SWEATING 


DOUBLE ASSURANCE OF QUALITY 
Fits Inside the Tank 
FAST MOVING “IMPULSE” SELLER 


A Real Money Maker for Spring and 
Summer 


Made of Dow Chemical STYROFOAM 


Famous Patented “BENDS AROUND 
CORNERS” 


@ Slotted Construction 
& Mastic 


WRITE FOR ATTRACTIVE 
DEALER DISCOUNTS 


GLO-BRITE prooucrts, inc. 


6415 N. California Ave., CHICAGO 45, ILL. 











QUALITY ... three ways from 


IMICO 


Vhe Standard for Setter Pipe Fitting 





j 


PRODUCT PRICING 


Unexcelled Materials, Convenient, Accurate, Easy to Understand, 
lil: Complete Product Easy to Use, 
Reliability identification Profitable! 


Current 
IMICO Thea, aces 
PRtcz —~ 
Price Schedule ny 
Available : 
From Your 
Distributor! 


MUneys 
* Mtidtay, ~ 


Since 1880 the constructior dustry , - ‘or the fi ime i ’, IMICO has 
ence ECD the < pre — IMICO is the on/y full line fitting manu- For t irst time in history, IMICO has 
been able to rely on IMICO for a con Pe ven sivas Gmina TARE anette irs furnished the industry with a trade price 
plete line of malleable and grey iror satanic aah cee eene ere 


fittings, standard and heavy types, mi cluding cast iron and drainage up to 2” schedule anyone can understand. It saves 
: : ° Jo) ) 5 ho y 4 
to unexcelled specifications in ever size. Handy as this “extra” has proved days of time in figuring costs and is a 
tail. Highest quality iron, accurate n to be, IMICO goes a step farther and reliable assurance that you will get your 
ee og mo “4 ee wp? mu vives you added product identification by FULL profit every time. In one sheet 
at I} i he s are alway f 1 aS, a - f 
ee Zs see: labeling galvanized fittings in red, black simplified pricing . . . full cartoning in- 
true, correct angles always maintained os ad , : : 
internal fragments never a problem, and fittings in black . . . one size and type to formation! It makes ordering a pleasure 
smooth chamfering for easy starting i a carton. IMICO packaging is “tops” for If unable to contact an IMICO Distributor 
variable! These are just a few of 1 tock keeping and labeling, and saves you write Illinois Malleable Iron Co. and we will 
é advise by return mail the name of the IMICO 
Distributor nearest you. 


sons y you il t la ou 
reasons why jouw will be glad you used money by protecting against loss and 


Sold Through Authorized IMICO Distributors Only 


ILLINOIS MALLEABLE IRON COMPANY 


(Division of Appleton Electric Co.) 


1701-59 Wellington Avenue Chicago 13, Illinois 
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DomeESTIC 
eae And the Journal of Mechanical Contracting 


SERVICE 
SECTION 


16 pages of products, 
literature, tools, methods, ideas 







Product of the Month 


A CORNER BATHTUB FEATURING CONTOUR STYLING 
is the latest word from American-Standard, New York 
City. The fixture’s one free, finished end, adaptable to 
walls extending beyond its length, makes it a likely 
choice for remodeling applications. In new bathroom 
construction, this tuD provides an appearance of spacious- 
ness. For details, circle No. 1 on the reply card, page 165. 


ye 
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? 
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How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 


selling and technical subjects, you will find a postage-paid 


reply card 


in thi: 


section 


*® For more data on any of the products or literature—or 
to obtain any of DE’s free publications 





appropriate number on the reply card and mail it. Do- 
MESTIC ENGINEERING’S Readers Service Department will 
rush the requested information back to you. 


numbered according to the items appearing 








merely circle the 








Gas-Fired Boiler 

An addition has been made to its 
series LG gas-fired hydronic boil- 
ers according to General Automatic 
Products Corp., Baltimore, Md. The 
90,400-Btu-output unit has 
designed for compact homes hav- 


been 


ing minimum heating requirements 
and for multiple apartment dwell- 
ings where each apartment has its 
own heating system. It measures 
12%% ins. wide, 31 ins. high. 

Circle No. 3 on reply card. 


150 


Lawn Sprinkler Controller 

An automatic lawn sprinkler con- 
troller featuring a timing device 
has been developed by Cla-Val Co., 
Newport Beach, Calif. The unit hy- 
draulically controls up to 11 re- 
mote valves via a control panel, 
which has hour and day settings 
for a sprinkling program to 2- 
duration. The controller, 
which can be operated manually, 
has a circuit for a booster pump. 

Circle No. 4 on reply card. 


weeks’ 


Drill Screw 

A screw that drills its own hole 
and forms its own thread on light- 
metal has been an- 
nounced by Parker-Kalon, a divi- 
sion of 


gauge sheet 
American Trans- 
Clifton, N.J. An 
with a_ serrated 
built-in brake to 
minimize stripping and spinning. It 


General 
portation Corp., 
integral washer 
face actS aS a 
is used with a 14-in. power screw 
driver with adjustable clutch. A 
magnetic driver socket is available. 
Circle No. 2 on reply card. 


Hot Water Circulator 

A unit for residential application 
has been added to its line of hot 
water circulators according to Taco 
Heaters Inc., Cranston, R.I. The 
compact model, suitable for pack- 
aged boiler units, is available with 
34, 1 and 1%-in. interchangeable 
flanges. Impeller, rotor and shaft 
(the only moving parts) are as- 
sembled as a single unit in this wa- 
ter-lubricated model. 

Circle No. 5 on reply card. 
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Lavatory 


A vitreous china lavatory fea- 
turing “step-front” design has been 
announced by Universal-Rundle 
Corp., New Castle, Pa. Over-all 
dimensions of the fixture, called the 
Carlton, are 21 by 27 ins. On either 
side of the bowl is a 5%-in. coun- 
ter to accommodate toiletries. Other 
features of the unit, which comes 
in white and six colors, are pop-up 
waste, aerator and a concealed front 
over-flow drain. 

Circle No. 6 on reply card. 


Zone Control Vaive 
An automatic valve zone con- 
trol of hot water, steam and radi- 
ant heating systems has been an- 
nounced by Sarco Co., New York 
City. It is designed for heating and 
cooling applications utilizing fan 
coil units. Operating on 24-v AC, 
the device features a thermostat- 
actuated valve that responds to 
temperature demand and controls 
circulator or burner operation. 
Circle No. 9 on reply card. 
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Bronze Hydronic Connector 
A %-in. flexible bronze hydron- 
ic connector for baseboard radia- 
tion has been introduced by Sun- 
Temp Industries Inc., Camden, N.J. 
It comes in two lengths, 10% and 
20 ins. Working pressure is 105 psi. 
In addition to compensating ex- 
pansion and contraction plus ab- 
sorbing hammer noises, the flexible 
connector turns corners to 180 degs. 
and corrects roughing-in misalign- 
ments 
Circle No. 7 on reply card. 


Sterling Announces New 
Bath Drain Line 


A newly designed bath drain line 
has been introduced by Sterling 
Faucet Co., Morgantown, W. Va. 
Models in the line consist of a uni- 
versal 14 and 16-in. trip lever 
drain and a universal and standard 
pop-up drain. (The firm has an- 
nounced that it is discontinuing 
the manufacture of its tailored 
bath fittings line.) 


"The working mechanism of these 
drains can be removed for adjust- 
ment and for repair as well as for 
cleaning. Designed to harmonize 
with the company’s matched line of 
plumbing brass goods, the drains 
feature cast brass strainer plugs 
and cast brass nuts. The tubing 
of the fittings is available in either 
17 or 20 gauge. 
Circle No. 10 on reply card. 


Central Air Conditioner 

A self-contained central air con- 
ditioner for attic, crawlspace or 
outdoor installation has been an- 
nounced by Coleman Co., Wichita, 
Kans. The air-cooled equipment 
may be used with prefabricated 
ducts, the firm’s Blend-Air peri- 
meter system or tied into an ex- 
isting forced air system. Incorpor- 
ated is a new filter drier to trap 
moisture and impurities in the re- 
frigerant system. 

Circle No. 8 on reply card. 








Looking for technical, management, 


selling 





Lo-Boy Furnace 
A line of 43-in. high 


furnaces 


; 
fol ‘saving installation and 


lor the aadalit 1 Of CoOOlNg cols tor 


whole-house air conditioning has 


the Per 
of Hupp Corp., 


been introduced by 


Division 


rection 
Cleveland 
Gas-fired, the lo-boys come in four 
100,000, 125,000 


The 


sizes—75,000 and 


150,000 Btu/hr units have full 


steel] bottoms 


Circle No. 11 on reply card. 








Pipe Turning Wrench 
A pipe turning wrench featuring 
a new the 


positive 


use of 
but 
smooth grip around the entire cir- 


application of 
torsion to exert a 
cumference of pipe has been intro- 
Aladdin’s Products Inc., 
Columbus, O. Combining the ad- 
vantages of chain and strap wren- 


duc ed by 


ches, it is designed to turn round 
and odd shapes of pipe, tubing, etc 


Circle No. 12 on reply card. 


Oster Produces Portable 
Copper Brushing Machine 


A lightweight copper brushing 
machine has been designed by Os- 
ter Manufacturing Co., Wickliffe, 
O. The power-operated, 1-man unit 
cleans the id of fittings and de- 
burrs and cleans the od of tubing. 


The 68-lb machine is equipped with 


six oscillating spindles (three on 
each side) enabling the operator to 
handle different size fittings 
without changing brushes; nine os- 
cillating 


six 


brushes are fur- 
nished. Capacity is 4% through 4 ins. 
Interchangeable on any spindle is 
a reaming tool for tubing sizes to 
2 ins. The can be fur- 
nished either for bench mounting or 
with legs. To assist 


steel 


machine 


in supporting 
long lengths of tubing, an outboard 
pipe rest stand is available. Leg- 
mounted, it is 50 ins. high. 

Circle No. 14 on reply card. 


Hanger, Sound Isolator 


A combination pipe hanger and 
sound is being manufac- 
tured by Elcen Metal Products Co., 
Franklin Park, Ill. The item can 
be used for both standard pipe and 
copper tubing from 3 to 6 ins. It is 
made of a galvanized sheet metal 
cover to which a chemically pro- 


isolator 


cessed high compression felt cover 
is permanently attached. 
Circle No. 13 on reply card. 


Round Lavatory 

A round porcelain-enameled steel 
lavatory has been added to its line 
by Lawndale Enameling Co., Auro- 
ra, Ill. The fixture is 18 ins. in dia- 
meter and 6% ins. deep and has an 
anti-splash design and front over- 
flow. Its strainer opening is 15% ins. 
Besides white, the unit is available 
in the firm’s standard colors—sun 
yellow, powder blue, island coral, 
spring green, beach sand and cloud 
gray. The unit has been designated 
Napoli. 

Circle No. 15 on reply card. 
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aids? Use the handy 


reply card to get them free from DE 





Room Air Cleaners 

Three units are now available of 
its germicidal room air cleaner with 
odor-removing filters according to 
Fram Aire Corp., Providence, R.I. 
The smallest unit, operating at 125 
cfm, changes the air in a 1000 cu ft 
room every 12 min. The large in- 
stitutional model moves air at 350 
cfm. Permachem-treated filters kill 
99 percent-plus of germs. 

Circle No. 16 on reply card. 


Water System 

A 30-gal., factory-assembled wa- 
ter system offered in 19 basic mod- 
els, has been added to its line by 
Decatur Pump Co., Decatur, III. 
Completely automatic, it is avail- 
able with any of the firm’s three 
Burks series of pumping units— 
from 4% through 144-hp—for shal- 
low or deep wells. Pump series are 
super turbine, 1% through 1 hp; 
single-stage centrifugal, '; through 
1 hp; and multi-stage centrifugal, 
14 through 1% hp. 

Circle No. 17 on reply card. 
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Add a non-salaried saleslady to your staff 


. and watch her ring up one toilet seat replacement sale 
after another. Her name is Blushing Betty, and she appears 
in DE’s kit of promotional literature, posters, jumbo postcard 
and suggested advertisements to stimulate toilet seat replace- 
ment sales. To receive this free, helpful kit .. . 





Circle “Blushing Betty Kit” on reply card. 





Redesigned Package for 
Zoeller Products 


A newly designed shipping and 
display carton for its line of Uni- 
Checks (pre-assembled 1 - piece 
combination of union and check 
valve) and Vibraless Unions has 
been introduced by Zoeller Co., 
Louisville, Ky. Made of heavy- 
gauge corrugation and featuring a 
flip-top closure, the carton holds 
25 of either the unions or the Uni- 
Checks. A large, colorful front label 
identifies the contents, and fur- 





thur product information is avail- 

able on the inside of the carton 

when the flip-top closure is opened. 
Circle No. 18 on reply card. 


Use handy reply card on page 165. 
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Sump Pump 

A sump pump featuring a top in- 
let and an aluminum base is avail- 
able from Weeks Electric & Manu- 
Grand Rapids, Mich. 
It pumps 3,000 gph at a 5-ft head 
and is operated by a ! 


facturing Co., 


-hp motor 
The pump shaft is chrome-plated 
and runs on nylon bearings. Two 


other available models (pumping 
3,600 gph at 5 ft) have glass fiber 
housings. One model has an alumi- 
num drip cover 


Circle No. 19 on reply card. 


Regenerator Control System 
A regenerator control system fea- 
turing 7-cycle valves to handle wa- 
ter conditioning has been 
duced by Magisoft, a division of 
Aurora Water Queen Corp., Aurora 
Ill. The minerals 
used by Magisoft units to super- 
high capacities: The firm’s sealed 
brine system prevents overflow and 


intro- 


system renews 


scaling. For both domestic and com- 
mercial installations, there are 
three basic sizes. 

Circle No. 20 on reply card. 


New Lift Trucks Produced 
by Allis-Chalmers 


Three lift trucks in 3,000, 4,000 
and 5,000-lb capacities have been 
developed by the Engine-Material 
Handling Division of Allis-Chal- 
mers Manufacturing Co., Milwau- 
kee, Wis. They are powered by 
gasoline or LP gas engines devel- 
oping a maxium of 52 hp. Diesel 
power is available also. The trucks 
come with either standard trans- 
mission or, optionally, power-shift 
torque converter drive. 

Circle No. 22 on reply card. 


Use handy reply card on page 165... 


Portable Water Supply Faucet 
A self-priming gooseneck type 
pump faucet for portable water sup- 
ply (for science tables for schools) 
has been developed by T & S Brass 
& Bronze Works Inc., Westbury, 
L.I., N.Y. Of brass and bronze con- 
and fitted with a black 
bakelite wheel handle, the %4-in. 
ips union-type tailpiece can be used 
for rigid pipe 
slip-on 


struction 


connection or for 
connections with rubber 
or plastic tubing. 


Circle No. 21 on reply card. 





Ratchet-Action Hand Bender 
A ratchet-action hand bender for 
making 90-deg. bends in 1% and 
1%4-in. sizes of rigid conduit and 
pipe has been announced by Green- 
lee Tool Co., Rockford, Ill. Fea- 
tures include an easily reached 
ratchet release, built-in gauge for 
bending to specifications or making 
duplicate bends and a pipe clamp 
that swings away for fast loading 
and unloading. It is portable. 
Circle No. 23 on reply card. 
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developments are presented every month in this section 











Submersible Pumps 

A line of submersible pumps fea- 
turing impellers and diffusers made 
of Lexan, a corrosion-resistant ma- 
terial, has been introduced for 4- 
in.-minimum wells by F. E. Myers 
& Bro. Co., Ashland, O. Made in 
eight models, the pumps come in !5 
and 14-hp sizes with 115 or 230-v, 
single - phase, oil - lubricated mo- 
tors. A manual reset thermal over- 
load element protects both starting 
and running windings of the motor. 

Circle No. 24 on reply card. 


“Low Profile" Bathtub 

A “low profile” bathtub has been 
added to its line by Crane Co., 
Chicago. Designed by Henry Drey- 
fuss, industrial designer, the fix- 
ture measures 14 ins. in height. 
Over-all length is 5 ft; width is 
30 ins. Its edge is 5 ins. wide. Avail- 
able in regular or acid-resisting 
porcelain-enameled cast iron, the 
tub comes in white and colors. It 
is called the Fairfax. 

Circle No. 26 on reply card. 
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VALVE 
=> 
AIR BLEED TO 
ATMOSPHERE 














MAIN DIAPHRAGM 
CONTROL VALVE 


THERMAL 
BULB 


HEAT 
EXCHANGER 


OPW Jordan Introduces Temperature Control Valve 


An air-operated sliding gate tem- 


perature control valve having a 
capacity of 50,000 lbs per 
available in 4 and 6-in. 
sizes from OPW Jordan, Cincinnati. 


Designed for industrial heating or 


steam 
hour 1S 


cooling service, the regulator is 
for pressures to 250 psi and tem- 
peratures to 500F. One unit is made 
of cast iron with a 125-lb flange, 


and the other is of ductile iron with 


Telescoping Mixer Tube 

A telescoping mixer tube is now 
offered with its atmospheric and 
blower-type conversion gas burn- 
ers according to Roberts-Gordon 
Appliance Corp., Buffalo. With this 
adjustable feature, the firm’s in- 
shot burners are more easily in- 
stalled in a variety of oil-designed 
equipment. The tube allows accu- 
rate positioning of the burner port 
and the flame spreader. 

Circle No. 27 on reply card. 


a 250-lb flange. Thermal bulbs are 
available in copper, stainless steel 
and with 
similar 


plastic-cov ered copper, 


capillary and armour of 
materials. The valve features pre- 
cision - lapped sliding gate valve 


seats that are self-cleaning and 
self-lapping in operation to effect 
tight shut-off and provide a mini- 
mum of maintenance 


Circle No. 25 on reply card. 


Stainless Steel Sink 

A stainless kitchen sink 
sans a ledgeback has been intro- 
duced by Jensen-Thorsen Corp., 
Addison, Ill. The self-rimmed sink 
comes in single and double bowl 
size of the double bowl being 19 
by 31% ins. and of the single bowl, 
19 by 2334 ins. The double bowl 
has four faucet openings, and the 


steel 


single bowl, three. The new sink 
has been designated the Contour. 
Circle No. 28 on reply card. 








Goulds Adds Six Sizes to Submersible Pump Line 


added to its 
ibmersible 
ny} Inc _ Sen- 
se in 4-in 
wells, the units 
to l,. 


to 660 ft 


nave bee n 


380 gph from 


Motors are 


to 3 np Impe ller, bowl. 


Use handy reply 


guide vane and cover plate of each 
stage are made of Byrite, a light- 
weight material that is non-water- 
absorbing and that provides smooth 
The 


There 


water passages. shaft is of 


stainless steel. are no Iim- 


] ] 
peller Keys 


Circle No. 29 on reply card. 


Kohler Lavatory Can Be 
Utilized Three Ways 


lavatory 
installed 
available 

Wis. It 


cabinet, o1 


A vitreous china de- 


that it can be 


Tie 1 SO 
Ways 1S 


Kohle I 


in a variety ol 


On Kohlet Co., 
be used to top a 
in be installed in a countertop 


\nothe 


have ita 


choice of installation is to 


i Tree tanding unit with 
Over-all dimen 


Ihe 


metal leg 


basin 


lts fit 


Lis 


mmoadated an an im 
slied the Del 


White 


aeeuadae. 4 
TEN TLANS abby hhh 


wt PUTA 
Civele Nea abo an peply eared 


card on page 165... 


Perforated Hanger Strap 


A perforated hanger strap with 


a choice of plain, galvanized or 
; 

copper-coated finishes has been de- 

Ve loped by Holub 

Sycamore, Ill. Made of 


coiled steel, which allows bending 


Industries Inc., 


2-gauge 


to desired shapes, it holds 500 lbs 
The %4-in. wide strap is perforated 
with 4-in 

Circle No. 30 on reply card. 


holes on }2-in. centers. 
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Pipeline System Union 

A 4,000 and a 6,000-lb working 
pressure union with a “make-and- 
break” feature that speeds and 
simplifies installation and mainten- 
ance of pipeline systems has been 
developed by Clayton Mark & Co., 
Evanston, Ill. It has a 3-pitch acme 
thread which turns easily and can 
be cleaned quickly. 

Circle No. 33 on reply card. 


Swimming Pool Heater 


A swimming poal heater that 


heats Vapacily 


water in a larae 


jtavage tank has heen 


designed hy 
Pianeer Manutacturing Ca Las 
Angeles. It ean he 


Ttey ye 


installed hefare 
prcaead Thites \a pe yeate 
hye VE, are ela all 
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Commercial Air Conditioners Added by Dunham-Bush 


A line of packaged air condition- 
ers for commercial applications re- 
quiring high - capacity, self - con- 
tained units has been introduced by 
Dunham-Bush Inc., West Hartford, 
Conn. Made in 10, 15, 20, 25 and 
30-hp sizes, the units are adapted 
in the field for connection to duct 


work. The three larger models are 
equipped with dual compressors; 
the smaller ones come with free 
air discharge plenum and may be’ 
had with steam coils in the plenum. 
All can be used with steam coils in 
the duct system. 
Circle No. 34 on reply card. 
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L.H. Wing Develops Fresh Air Supply Heater 


A gas-fired fresh air supply heat- 
er with a high turndown ratio has 
ae veloped by L. H Wing 
Manufacturing Co., Linden, N.J 
The minimum 
perature as 3.3F 


which 


bee n 
ratio tem- 
Fresh 


can be 


permits 
rise as low 


all supply units, 


adapted to roof o1 wall intake, pro- 


vide warmed air to replace loss 


through exhaust systems, allowing 


By-Pass Valve 

A single-control, by-pass valve 
for induction and fan-coil air con- 
ditioning systems in which water is 


circulated has been designed by 
Clayton Mark & Co., Evanston, III. 
One compact casting combines the 
functions of inlet and outlet stop 
valves and the by-pass or flush- 
ing valve usually installed at each 
coil in a central system. Only a 
90-deg. handle turn is needed. 
Circle No. 38 on reply card. 
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them to operate at rated efficiency 
drafts 
through doors, windows and other 


and removing a source of 


openings to outdoors. In summer, 
without 
heating to distribute fresh outdoor 


air. It is 


units may be operated 
available in five sizes from 
15,000 to 50,000 cfm and 1.5 to 4.5 
million Btu/hr. 


Circle No. 36 on reply card. 


Automatic Water Softener 

A fully automatic water softener 
has been added to its line by Uni- 
flow Manufacturing Co., Erie, Pa. 
A 7-day time clock initiates opera- 
tion of an all-bronze valve with- 
out sliding parts to prevent scaling 
and sticking. The softener is made 
in two types: one using gel and the 
other, resin. A plastic, visible in- 
jector is incorporated to ensure ex- 
act brine control. 

Circle No. 39 on reply card. 


Round Lavatory 

A round lavatory that has a flat, 
wide flange formed in an even 
thickness designed for easy instal- 
lation and tight fit to counter sur- 
faces and trim has been introduced 
by Vitreous Steel Products Co., 
Cleveland. Die-formed in heavy- 
gauge enameling grade steel, it 
is engineered to accommodate 
standard fittings and trim. The fix- 
ture comes in a range of colors. 

Circle No. 37 on reply card. 


Oil Burner 

An oil burner, with design and 
construction features for simpler 
and for wide use in 
conversion and replacement pro- 
jects, has been announced by 
American-Standard’s Plumbing & 
Heating Division, New York City. 
It meets firing rate requirements 
from 0.65 to 3 gph. A slide damper 
permits accurate adjustment of the 
oil and air mixture without tools. 

Circle No. 40 on reply card. 


installation 
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further information on these new product developments 





Flow Diversion Fittings 

A line of fittings in popular sizes 
designed to provide adequate flow 
diversion without excessive resist- 
ance under average heating sys- 
tem conditioning is available from 
General Fittings Co., East Green- 
wich, R.I. Of bronze construction, 
the fittings feature cast-in, ma- 
chined nozzles. They can be used 
in up-feed or down-feed supply 
and return lines. 

Circle No. 41 on reply card. 





Pool Filter-Heater 

A combination pool filter-heater 
is being manufactured by the Lau- 
rel Filter Division of Lovekin Wa- 
ter Heater Co., Philadelphia. The 
gas-fired unit is designed for in- 
door or outdoor installation, and it 
heats any-size pool. All water pass- 
ing through is warmed and filtered. 
No water is heated above 90F. It 
features a_ stainless 
port burner. 

Circle No. 43 on reply card. 
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Allis-Chalmers Markets New Front Wheel Loader 


A front-end wheel loader with a 
4,000-lb carrying capacity and a 
static lifting capacity of 9,500 lbs 
been announced by Allis- 
Chalmers Manufacturing Co., Mil- 
waukee, Wis. One feature of the 
4-wheel drive machine is a power- 
reversing transmission with a lever 
on the steering column to control 
both forward and move- 


has 


reverse 


Franklin Designs Shorter 
Sub Pump Motor 


Three new submersible motors to 
power high - head, high - capacity 
submersible pumps used in 6-in. or 
larger wells have been produced by 
Franklin Electric Co., Bluffton, Ind. 
Trademarked Uni-Struc and super- 
ceding the tandem motor, these 
units consist of twin stators elec- 
trically coupled within the short 
adapter casting and individual rotor 
assemblies joined by male-female 
spline arrangement with each shaft 
supported by a common bearing. 
(In the photo at right is shown 
the shorter Uni-Struc compared 
to the tandem.) Ratings of the 
motors (available to original equip- 
ment manufacturers only) are 25, 
30 and 40 hp. Installation is sim- 
plified with one 3-wire drop cable. 

Circle No. 44 on reply card. 


ment without stopping the machine 
to clutch and shift gears. Four 
speeds forward are provided to 
21.2 mph, and four reverse speeds 
to 27.9 mph. Reverse speeds are 
approximately 30 per cent faster 
than the forward speed in the same 
gear. Four buckets are available 
from 1 to 2 cu yd capacity. 
Circle No. 42 on reply card. 
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Harvester Utility Bodies Form Vehicular Workshops 
sever rvice-utility bodies de- pl All bod- 


oon models 
of unobstructed 


enclosed 


tment sides 


compal 
models are available 

100-in 
with 
8215, 
ngths. The 821o-in 


entional 


79, 8215, 89 and lengths 
closed 


doors, 
100-in 


bodies can be 


models, 


real 
offered in 89 and 
ith a 6-man cab 


Circle No. 45 on reply card. 


Redesigned Sub Pump 
Available from Deming 


A redesigned submersible pump 


decreased in weight and in- 
creased in performance”’—has been 
Deming Co., Salem, 


QO. Fianite, a smooth corrosion-re- 


announced Dy 





sistant material, has been intro- 


duced into the construction of sev- 
eral pump parts, especially the dif- 
A flatted shaft 
impeller keys) has been a feature of 


fusers (one sans 
the firm’s pumps and is used in the 
A splined shaft coup- 
ling is used for positive transfer of 
the 


new model 


power from unit’s submersi- 


ble moto: 
Circle No. 47 on reply card. 


Use handy reply card on page 165... 
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Union Bonnet Gate Valves 

A series of union bonnet bronze 
gate valves for applications in the 
125 to 150-psi steam-pressure range 
has been introduced by Lunkenhei- 
mer Co., 
maintenance-free, the design com- 


Cincinnati. To be safe and 


bines three elements—union bon- 
net, reinforced body and cylind- 
rical body section. Long pipe 


threads in the valve body permit 
tight valve-to-pipe jointing 


Circle No. 46 on reply card. 


Swimming Pool Chlorinator 

A swimming pool chlorinator 
supplied with an integral chlorine 
gas pressure gauge, a chlorine in- 
let filter and an integral heater is 
available Fischer & Porter 
Co., Warminster, Pa. An accessory 
package containing hose, diffuser, 
connector, chlorine leak detector, 
etc. is supplied to facilitate instal- 
lation. 

Circle No. 48 on reply card. 


from 


Domestic ENGINEERING, JUNE 1960 





bring you details on 


any of these products and services 





Recessed Gas Heaters 

A line of vented, recessed gas 
heaters has been announced by H 
C. Little Burner Co., San Rafael, 
Calif. Single and dual wall models 
available in capacities from 
25,000 to 50,000-Btu input. A sep- 
arate header plate has been incor- 


are 


porated as a time-saving installa- 
tion feature; it installed 


finished 


may be 


when roughing-in, with 
plaster of wall board. 


Circle No. 49 on reply card. 


Garage Water Heater 

A compact, competitively priced 
commercial water heater designed 
for car washing applications has 
been developed by the Permaglas 
Division of A. O. Smith Corp., 
Kankakee, Ill. Its recovery capacity 
is 70 gph under normal operating 
conditions (incoming 40F water 
heated to 100F). The 2%-ft high 
unit weighs 139 lbs. 

Circle No. 51 on reply card. 
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Controls Co. Develops Space Heater Gas Valve 


heaters 
has been developed by Controls Co. 
of America’s Heating & Air Condi- 
Division, Milwaukee, Wis. 
All control knobs and adjustments 


A gas valve for space 


tioning 


are accessibly located on one sur- 
face in the straight-through valve. 
It comes in two types, for either 
electrical or 
ture 


mechanical tempera- 


control. An electric 


actuator 


allows remote electric thermostat 
operation in one of the models. In 
the other, a thermo bulb and an 
18 or 36-in. standard length capil- 
lary tube provide mechanical ther- 
mostatic control. Without a regu- 
lator, the valve controls heat out- 
put to a maxium of 67,400 Btu with 
ali heating gases. 
Circle No. 50 on reply card. 





booklet 

principles 
pump op- 
presents dia- 
grams of the four prin- 
cipal types of heat pumps, 
shows how to solve the 
problems of application 
and installation and de- 
scribes a representative 
job. Entitled “Where Does 
the Heat Pump Stand 
Now?” the booklet will 
provide answers to your 
questions. 


This 16-page 
describes the 
behind heat 
eration, 





Booklet describes heat pump operation 





Circle “Heat Pump Booklet” on reply card. 
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Nipple, Fitting Boxes 
Double-faced boxes designed to 
hold nipples (shown) and fittings 
sufficient to plumb an average 2- 
bedroom house are available from 
Thon Co., Owatonna, Minn. Twin 
locking covers (top and bottom) 
provide access to vari-sized sec- 
tions which store different sizes or 
types of nipples or fittings. They 
are made of cold rolled steel. 
Circle No. 52 on reply card. 


Plastic Kit Holds 100 
Faucet Seats in 18 Sizes 
A faucet seat kit consisting of 
100 assorted seats to fit most makes 
of faucets is available from Wal- 
Rich Corp., Long Island City, N.Y. 
The clear plastic box is divided 
into 18 sections to hold as many 
sizes of seats, and a legend on its 
inside cover identifies them. 
Circle No. 57 on reply card. 


Valve Combines Functions 
of Balancing and Shut-Off 

A combination balancing and 
shut-off valve has been introduced 
by American Air Filter Co., Louis- 
ville, Ky. Adaptable to almost any 
heating and cooling water applica- 
tion, the valve has a feature called 
the “memory,” which allows the 
balance: position to be fixed and 
permits the valve to be closed and 
opened to a pre-determined balance 
point. Also, it can be shut off tight 
while performing the balancing 
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Insulated Closet Tank 

A water closet tank designed to 
be condensation free has been de- 
veloped by Universal-Rundle Corp., 
New Castle, Pa. The tank is insulat- 
ed with a polystyrene foam liner. 
It can be installed on all of the 
firm’s Uni-Closet bowls except the 
Charm and Trailerette models and 
is available in white plus six colors. 
No special connections are needed. 

Circle No. 53 on reply card. 


function. Constructed of machined 
brass, the valve comes in four sizes 
—Ilg, %, 1 and 1%-in.—and in four 
straight - way patterns. Pressure 
range is 0 to 125 psig. 

Circle No. 58 on reply card. 


Two New Containers 
Designed for Freon 

Two new types of refrigerant 
containers have been announced by 
the Freon Products Division of E. 
I. du Pont de Nemours & Co., Wil- 
mington, Del. The Zephyr container 
is offered in two sizes, loaded with 
25 or 50 Ibs net of Freon-12 or 
Freon-22 refrigerant. The other 
container is known as the Spintop 
cylinder and is a modification of the 
company’s standard 22 and 25-lb 
cylinders. A rotatable cast alumi- 
num carrying handle, which serves 
as a stand and provides permanent 
valve protection, replaces the con- 
ventional hoodcap. 

Circle No. 59 on reply card. 
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Faucet Stem Assortment 

A packaged faucet stem assort- 
ment containing 77 stem kits which 
apply to over 300 fixtures has been 
set up by Crest Manufacturing Co., 
Long Island City, N.Y. Each is 
boxed and labeled, and the assort- 
ment is displayed in a silk-screen- 
ed metal rack to be used as a wall 
or counter merchandiser. A 154- 
kit unit is available also. 

Circle No. 54 on reply card. 


Pressure-Atomizing Oil 
Burner Introduced 

A pressure-atomizing oil burner 
for use with Nos. 4 and 5 fuel oil 
has been introduced by National 
Airoil Burner Co., Philadelphia. 
Designed for small and medium- 
sized commercial buildings, apart- 
ment houses, etc., and for firing hot 
water generators or steam boilers, 
the unit has a capacity of 10 to 
33 gph under natural or induced 
draft and of 15 to 30 gph when 
firing pressurized furnaces. 

Circle No. 60 on reply card. 


Bridgeport Welding Rod 
and Wire Being Marketed 


Its welding and brazing rod and 
wire are now being marketed under 
its trademark by Bridgeport Brass 
Co., Bridgeport, Conn. They come 
in standard sizes and lengths as 
well as in coils or spools for auto- 
matic equipment. 

Circle No. 61 on reply card. 
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literature listing for items of interest to your operation 





Gas-Fired Boiler 

A gas-fired, hot water boiler for 
large residences and multi-family 
type houses has been added to its 
line by Hydrotherm Inc., North- 
vale, N.J. Rated at 300,000-Btu/hr- 
input, 240,000-Btu/hr output, the 
unit handles 1,200 sq ft of installed 
radiation and delivers 360-gph wa- 
ter at 80F temperature 
volume heating. 

Circle No. 55 on reply card. 


rise for 


Enameled Cast Iron Sink 

A porcelain-enameled cast iron 
sink has been added to its fixture 
line by Goldware Inc., Chicago. It 
measures 21 by 32 ins. and is avail- 
able in 3 or 4-hole drillings in 
white and four colors. 

Circle No. 62 on reply card. 





Beg Your Pardon! 

The width of Hercules Chemical 
Co.’s new tape dope is % in.—not 
1 in. as reported in our April sec- 
tion. The New York firm’s product 
seals threaded pipe connections in 
applications subjected to high pres- 
sures, -250 to 500F temperatures. 
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Plumbing Accessory Line Added by Crane Co. 


A line of plumbing accessories 
complementing its fixtures and 
Dial-ese trim has been introduced 
by Crane Co., Chicago. 


#An orange, blue and white dis- 
play board for showrooms exhibits 
the entire line, called Star-lite. The 
accessories are made of polished 


. in DE’s Technical 
Tips booklet which con- 
tains informative articles 
on specific applications in 
the plumbing-heating 
field such as the article 
covering copper drainage 
systems. For your copy, 
free to DE subscribers, 
please turn to the reply 
card at the end of this 
section, and. . . 





Useful technical tips are to be found... 


chrome plate, and some units have 
removable trays made of clear plas- 
tic. The towel bars are oval-shaped, 
and they come in 18, 24 and 30-in. 
lengths. One design feature of these 
bathroom accessories is that their 
installation screws are hidden from 
one’s view. 
Circle No. 56 on reply card. 
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Circle “Technical Tips Booklet” on reply card. 











WATER HAMMER ARRESTOR 


innovations are discussed in a 6- 


design 


page manual from Zurn Industries 
Inc., Erie, Pa. 
Circle No. 64 on reply card. 


INSTALLATION TIPS for its pipe and 
fittings are illustrated in a folder 
from Orangeburg 
Co., a division 
Orangeburg, N.Y 
Circle No. 65 on reply card. 


Manufacturing 


of Flintkote Co., 


INSERT, SWP PLASTIC 
detailed in a 


fittings are 
brochure from the 
Industrial Plastic Fittings Division 
of R&K Plastic Ce. 


Towson, Md 


Industries 
Circle No. 66 on reply card. 


NICKEL-LINED WATER HEATERS 

described in a folder from Com- 

mercial Heater Co., Fort Worth. 
Circle No. 67 on reply card. 


are 


HEATING COIL FREEZING preven- 

tion is the subject of a bulletin 

from Sarco Co., New York City. 
Circle No. 68 on reply card. 


HYDRONICS HEATING MANUAL is 
the name of a publication from the 
Permaglas Division of A. O. Smith 
Corp., Kankakee; III. 

Circle No. 69 on reply card. 


ITS 1960 DEALER CATALOG on pumps 
and available 
from Goulds Pumps Inc., Seneca 
Falls, N.Y 

Circle No. 70 on reply card. 


water systems is 


FROST-PROOF HYDRANTS de- 
scribed in a 16-page catalog from 
Joseph A. Vogel Co., Wilmington, 
Del 


are 


Circle No. 71 on reply card. 


ITS SOLDER JOINT VALVE is the sub- 
ject of a circular from Walworth 
Co., New York City. 

Circle No. 72 on reply card. 


HYDRONIC HEATING SYSTEMS isthe 
title of an installation guide ($1.50) 
from the Institute of Boiler and 
Radiator Manufacturers, New York 
City 

Circle No. 73 on reply card. 





Josam Releases Manual on Yard and Wall Hydrants 


A manual describing its line of 
non-freeze wall and yard hydrants, 
both flush and exposed types, has 
been prepared by Josam Manufac- 
turing Co., Michigan City, Ind. For 
installation in any type of wall 
construction in schools, hospitals, 
institutions, shopping centers, in- 
dustrial, transportation and storage 
buildings, hotels and apartments, 
the hydrants feature brass parts 
which can be removed without dis- 
turbing the casing and renewable 
nylon seats. 


Circle No. 63 on reply card. 
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NON -FREEZE 
Oupaved and Mush He 


AIR CONDITIONING PRODUCTS for 
commercial -industrial application 
are covered in a brochure from 
Janitrol Heating & Air Condition- 
ing, a Division of Midland-Ross 
Corp., Columbus, O. 


Circle No. 74 on reply card. 


A 7-DAY TIME SWITCH for control 
of heating, lighting, ventilating and 
air conditioning is described and 
illustrated in a bulletin from Tork 
Time Controls Inc., New York City. 
Circle No. 75 on reply card. 


STEEL PIPE COUPLINGS and steel 
pipe are covered in a bulletin from 
Wheatland Steel Products Co., 
Philadelphia. 

Circle No. 76 on reply card. 


ITS SUBMERSIBLE PUMPS, F-Series, 
are featured in a bulletin 
Deming Co., Salem, O 

Circle No. 77 on reply card, 


from 


PLUMBING PRODUCTS and heating 
specialties are listed in a catalog 
from Keeney Manufacturing Co., 
Newington, Conn. 

Circle No. 78 on reply card. 


PLUMBING, HEATING and Piping Es- 
Guide is the title of a 
publication ($6.50) from McGraw- 
Hill Book Co., New York City. 
Circle No. 79 on reply card. 


timators’ 


SUBMERSIBLE SUMP PUMP is de- 
scribed in a catalog from Fostoria 
Corp., Fostoria, O. 

Circle No. 80 on reply card. 


FLEXIBLE DUCTING for air condi- 
tioning is the subject of a manual 
from Flexible Tubing Corp., Guil- 
ford, Conn. 

Circle No. 81 on reply card. 


AUTOMATIC ZONE VALVE, Type ZV, 
is featured in a bulletin from Sarco 
Co., New York City. 

Circle No. 82 on reply card. 


MICROLITE, glass fiber insulation 
for heating or air conditioning 
ducts, is discussed in a 4-page 
brochure from Johns - Manville, 
New York City. 

Circle No. 83 on reply card. 


SERVICING TOOLS and equipment 
for cleaning boilers and furnaces 
are catalogued in a booklet avail- 
able from Sid Harvey Inc., Valley 
Stream, N.Y. 

Circle No. 84 on reply card. 
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Your service section for FREE information 


™@ The no-postage reader service card below will bring you information on any 
new product or piece of equipment listed in this section or advertised this month, 
plus new literature for your files and free management, technical and selling aids. 


®@ Review the New Products described in this issue starting on page 149. Circle num- 
bers on the reply card below corresponding to the items listed. 


@ Read the Trade Literature reviews on the preceding page. To obtain your free cop- 
ies, use the handy reply card and circle the appropriate numbers. 


®@ Read advertisements and note the page number. Enter this number and the manu- 


facturer’s name on the card for complete details. 


Save time, use this handy, postage-paid reply card 


Circle numbers for free information on items in this issue 


June 1960 Issue This card void after September 1, 1960 


NEW PRODUCTS | 4 5 10 11 #12 «243 
1% 15 16 7 WS WY 2 2h O22 27 28 29 30 
31 32 33 34 35 36 37 38 39 44 45 46 47 
48 49 50 51 52 53 54 55 56 61 62 


LITERATURE 63 64 65 66 67 68 73 74 
77 78 79 80 81 82 83 84 


FREE MANAGEMENT, TECHNICAL AND SELLING AIDS 


Please Circle 

Blushing Betty Kit Heat Pump Booklet 
Technical Tips Booklet Better Your Living Poster 
Please Print 
Name _— Contractor 
Company. Wholesaler__ 
Address— Mfrs. Rep. 


City : Zone___State. Other 

















For additional information 
on advertised products, 
write in the manufacturer's 
name and page number ad 
appears on. 








Quick Guide to New Products in this Month's Service Section 


(Descriptions start on page 149) 
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Item and Page 
Corner Contour Bathtub .. 
SE ONT ave win 6 50 0s 
Gas-Fired Boiler 
Sprinkler Controller ..... 
Hot Water Circulator .... 5—150 
Round Lavatory 6—151 
Bronze Hydronic Connector 7—151 
Central Air Conditioner... 8—151 
Zone Control Valve 9—151 
Bath Drain Line 
Lo-Boy Furnace 
Pipe Turning Wrench .... 12—152 
Hanger, Sound Isolator ... 13—152 
Copper Brushing Machine 14—152 
Round Lavatory 
Room Air Cleaners 
Water System 
Product Package 
Sump Pump 
Regenerator Control ..... 20—154 
Portable Water Faucet ... 21—154 


1—149 
2—150 
3—150 
4—150 


Lift Trucks 


Ratchet-Action Bender ... 
Submersible Pumps ...... 
Temperature Control Valve 


“Low Profile” Bathtub ... 
Telescoping Mixer Tube .. 
Stainless Steel Sink 
Submersible Pump Line .. 
Perforated Hanger Strap 
Vitreous China Lavatory . 
Gas-Fired Boiler 
Pipeline System Union .. 
Air Conditioners ......... 
Swimming Pool Heater ... 
Fresh Air Supply Heater 
Round Lavatory 
By-Pass Valve 

Water Softener ... 

Oil Burner 

Flow Diversion Fittings .. 
Front Wheel Loader 


23—154 
24—155 
25—155 
26—155 
27—155 
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...Your Republic distributor delivers 
pipe that is clean, dry, and rust-free ! 


By letting your Republic distributor deliver a// your pipe, 
you let him pay for the space, equipment, and manpower involved 
in large steel pipe inventories. 
Your Republic distributor maintains a complete steel pipe 
inventory and has a full-time delivery system that can serve you dependably. 


Give him a try. Your Republic Pipe distributor wants 
your business. He will work long and hard to earn it. Your own 
inventory costs are reduced in the process. 


We INSIST ON PIPE MADE IN U.S.A. 


Phone your local distributor for fast delivery of... 


(P= REPUBLIC GtocL Pipe ie 





Generals Hit Back—Call NAPC’'s 


AY | Speed with Stand nn ‘Misleading’ 


ued from page 11) 


claims countered were NAPC’s statement that 


; 6 @ “costs on public construction are decreased with 
separate met hanical contracts.” 
The AGC “facts” said that “just the opposite 


is true” and quoted from a speech by Maj. Gen. 
W. K. Wilson Jr., deputy chief of construction, 
U.S. Army Corps of Engineers 


a Wilson said: “I certainly hope you (the AGC) 
succeed in your goal of making even stronger 
the single-contract idea in this country. The 
less we can get government involved in the 
middle of your business, and the more you can 
assume and irry out the responsibilities on 
these jobs, the better it will be for both of us. 
The single-contract method gives us one indi- 
vidual to really manage and carry out the job.” 

The AGC then challenges the figures on sev- 
eral federal jobs cited by the NAPC as saving 
money by using the separate-contract system. 
In the Low Rent Housing Project in Norfolk, 
Va., AGC says the 2 percent saving would have 
resulted in higher costs to the owner if the 
architect’s standard 4 percent coordination 
charge had been made. No figure for this charge 
was available, AGC said, since the coordinating 


job was done by the local housing authority. 


a In another case, AGC said the Veterans Hos- 
pital in Gulfport, Miss. was actually two projects 
; : and that the NAPC had used the figures of the 

And you'll soon find that the | ogg 
vighest single-contract bidder of those generals 
who had bid on both jobs. The “facts” are, AGC 
said, that the one part of the project done on a 
Make sense, doesn’t it? By eliminating separate-contract involved only boiler replace- 


fastest installing sink frame will 


become your fastest selling sink frame. 


ment. The second part of the project was 
the tedious, two-man installation buga- | 
awarded to a general contractor. 
For the Sacred Heart Convent in Fargo, N.D., 
profit per job—are preferred over “‘not- NAPC said separate bids resulted in savings of 


as-fast” frames | 2.7 percent. Not so, countered AGC. “The job 
« 4 .S . | 


boo, Kintrim frames cut job time, hike 


; - ; — M ‘ was let on a single-contract basis on a bid that 
Sturdy Kintrim Series 400 stainless ee ee “oi Reni 
d was $3,553 less than the separate-contract bids. 

The Memorial Library job at the University 

in all sizes. Kintrim also manufactures | of Wisconsin would have resulted 


steel, T-type sink frames are available 


in an ex- 
the industry's most complete line of penditure of $5,204 additional, AGC said, if the 


: : architect’s coordination fee had been added. 
3-sided china lavatory frames. Contact 


your wholesale distributor or write for a To the NAPC’s statement that architects and 
eine snfomation. engineers have “fewer job headaches” with the 
separate-contract system, Volpe says the “facts” 
are to the contrary. He then cited a warning in 
the Handbook of Architectural Practice, pub- 
lished by AIA. In it, AIA states: “Under the 
separate-contract system, it should be pointed 
out that the architect’s ability to screen out the 


IN DUSTRI ES unworthy among separate contractors is no bet- 


ter than among general contractors and, since 


KINKEAD 


5860 N. Pulaski Road, Chicago 46, Illinois 
5250 W. 102nd Street, Los Angeles 45, California 


RPOR 


there are many more separate contractors, the 
difficulty is multiplied many times.” 

Following all the charges, counter-charges 
(Please turn to page 172) 
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The Cast Iron Soil Pipe with 
_ the Distinctive Hub 
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THE WAY. 


TO BE WD 
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LEADER yy =e SOIL PIPE 


The “Sand-Spun” metal has an even 
I | grain structure throughout. The 
n the plumbing anc : ‘ ) walls are uniform in thickness and 
heating industry, USS. is IA) YS there’s maximum strength in every 
the only manufacturer CALY Sib| | length. 

offering so many differ- : 
ent products for consoli- 
dated shipment savings 
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APCO is easy to cut with cold 
chisel or pipe cutter. Easy to caulk 
easy to handle — easy to lay 
APCO is a precision product engi- 
neered for unfailing and unending 
service. With APCO you lay to stay 

you can set “em and forget “em. 


Made to Commercial Standard 
Specification CS-188-59 
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Meets Cast Iron Soil Pipe 
Institute's Specifications. 


Now made in 
10-foot lengths 
as well as 5-foot. 
SEND FOR FOLDER ‘’X” 


FITTINGS, TOO! 


There's a size and 
type of “Stringer” 
Fittings for every 
job. Specify them 
when you specify 
P APCO pipe 

Cast-iron and vitreous china plumbing fixtures, 


lavatory vanities, gas and oil-fired heating boil- 4 7] 
* 

ers and water heaters all can come to you in the 

same load. Take the path of least resistance to Ctlig- 


profits by writing for the complete facts WCW od Wy: 
ALABAMA PIPE Co. 


go0tlO4, General offices—ANNISTON, ALABAMA 


3 % s00s toutiecs neten, Geo doe tee ene, Gettanale 
© ‘Se > 


@ UNITED STATES = 


Gus 








PLUMBING FIXTURE 
HEATING AND COOLING CORPS. 
1130 CITY PARK AVE., COLUMBUS, OHIO 
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(Continued from page 170) 


i — and counter-counter-charges made by the AGC 
F - and NAPC, one fact still comes through—that 


three of the nine projects did save money fo: 


" RS | their owners by using. the separate-contract 
: “ 4 a | system, a fact the AGC grudgingly admits. 
20) SERS , a | NAPC Replies to Attack 
| on Separate-Bid Stand 


with the : | (Continued from page 11) 
Po» John Volpe. He said that NAPC had “aligned 
with the enemies of contract construction.” 
Rechkemmer’s comment “Nothing could be 
further from the truth. NAPC solidly endorses 
the contract method of construction, believes 
passionately in the separate-contract principle 
The booklet favors contracting by contractors 
however, instead of brokers.” 


Volpe called the brochure “grossly misleading, 





inaccurate and overdrawn” and said “it presents 


a totally distorted picture of conditions.” 


k -~™ , J ae ¢ : | 
oreP WE) PUNY ; } a Rechkemmer’s comment: “Ridiculous. NAPC 


selected projects only when they had been open- 


see al : | ly bid both as single-contract projects and as 
i nanayyrsllt , | multiple-bid projects. No fairer comparison of 
| bid records could be made. Even allowing fo: 

© Want proof of ‘MJ’ power? The 3-stage jet the standard AIA ‘overseer’ fee of 4 percent 
delivers 350 saliane: per hour operating on 


a vertical lift of 100 feet against a tank 
pressure of 80 pounds. 


where separate contracts are used, there is still 


an average savings of 3.5 percent bs 
| Volpe criticized NAPC for not joining the 
2 and 3-stage models, °>4, 1, 1'2 HP. Ideal | Council of Mechanical Specialty Contracting In- 


for wells 60 to 200 feet. Aermotor’s exclu- | dustries, which he said is working construc- 
sive adapters make packer or 2-pipe instal- tively with AGC to seek positive solutions to 
lations easier and faster than ever. | industry problems, including a procedure fo: 
the receipt and handling of sub-bids. Volpe also 


Pump is bolted onto easy-to-handl 
Pp 7" dle adapter said the National Electrical Contractors Assn 


after all piping and fitting is finished. Every 

job is neat and sure. Saves pipe! Saves has approved this procedure and that the Me- 

parts! Saves time! Saves money! chanical Contractors Assn. of America and ihe 
P | Sheet Metal & Air Conditioning Contractors 
Che ‘MJ’ comprises an entire wa National Assn. “are expected to approve it.” 
ter system. Aermotor ships the Rechkemmer’s comment: “NAPC has not and 
a ee ee will not join the council because bed is the cap- 
rough stop valve, air charger, spe- tive of AGC The council and AGC have stood 
cial pipe fittings—all ready to in- together in support of legislation firmly endors- 
stall. The only item not furnished ing : 
is standard piping which NAPC feels is a betrayal of every me- 


the single-contract principle, a position 


chanical contractor’s independence and of the 


separate-contract laws in states which are con- 


y®) ; stantly under harassment from AGC 
TT, teancnes 


OMAHA 
NY ‘wa mney "7 ae <7 YOU WANT IT AMARILLO HARRISBURG : 
aCe te cas DES MOINES KANSAS CITY s Regarding the so-called bidding procedure 


Seen ae. Snenennnpans jointly developed by the council and AGC 


MAIL COUPON TODAY Rechkemmer said that Volpe neglected to men- 


AERMOTOR COMPANY tion that AGC itself did not firmly endorse this 


2500 W. Roosevelt Road, Dept. DE-6 proposal, because of convention opposition to 
Chicago 8, Illinois the measure as written. Contrary to Volpe’s 
Please send me more information on prediction, MCA quietly buried this controver- 
the Aermotor “MJ” Multi-Stage Jet . ; ; : , i 
D sial procedure at its pre-convention board meet- 
eep Well Pump. 9 ‘ 
ing, did not even submit it to the membership 
Name : ; . wa a 
for a vote because of rank and file criticism. 
Address . > “ 
Further, Rechkemmer commented, “the me- 
Cit Zone____ Stat . . , ‘ ; 
: summapiint y shies chanical contracting organizations in the Coun- 
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cil of Mechanical Specialty Contracting Indus- 


tries do not have solid support of their respec- WOULD You PAY 


tive memberships for their consistent endorse- 
ment of the single-contract method. NECA T 

chapter members in Illinois, for example, helped Cc for 
other mechanical contracting organizations, in- 


cluding NAPC, to pass a separate-contract law HEADACHE 


in Illinois last fall. NECA chapters in many 
other states are known to favor separate-con- INSURANCE? {08 
tract procedures wherever possible. They do in 7 N 
fact practice this in the seven states where it is 

required by law and in other states where it is 
standard procedure.” 

Volpe also claimed NAPC’s leadership “has 
consistently rejected cooperation with other in- That’s what you get when you install SELF CLEANING, 
dustry organizations.” SUPER-JET Aerators. Wise plumbers and faucet manu- 
facturers invest a few pennies more in non-clogging, 
« Rechkemmer's comment: "Not true, NAPC | | SUPERJET Aerator to save dolar and apn re 
aerators. They know that SUPER-JETS are trouble-free, 
last a life-time... worth much more than the small dif- 
tive programs in the construction industry. It ference in cost. 
spearheaded an informal group of building in- 


has worked together with many national, state 
and local organizations in carrying out construc- 


In over 80% of the country, water is classified as “hard” 
by the U. S. Dept. of Interior. In these hard water areas, 
calcium carbonate causes clogging. In addition, water 
of Architects, a long sought improvement in usually contains some entrained sediment and foreign 
retained percentage procedures and practices, matter, which eventually Cause clogging of close mesh 
which has since been endorsed by the AIA eee perforated discs that are part of ordinary 
cs .S . 


dustry associations which successfully negoti- 
ated, in one meeting with the American Institute 


board of directors. This procedure calls for a 


10 percent retainage until 59 percent of the job HOW LONG SHOULD AN AERATOR LAST? 
is completed, and no additional retainage for the = »y We say, “As long as the faucet.” 
balance of the job. The Council proceeded uni- Only exclusive SELF CLEAN- 

y ING SUPER-JETS by Melard 
can meet this qualification! 


laterally on this measure and got nowhere 


NAPC, in concert with 19 other industry groups, j va aiehed Bagels Mogg ea ec 
gage ane, ame ¥ SUPER-JET AERATORS are 
got the job done—and quickly. NAPC also has superior because... 
extensive support from construction industry L- (1) particles are flushed 
sources on its position regarding bid-shopping.” - 


through each time the water is 


Rechkemmer wound up his rebuttal by chal- turned on and off. 
lenging the AGC “to prove its contention that (2) screens are used with 
the single-contract system produces lower cost, SELF-CLEANING = openings 13 times larger than 


better quality or other of its claims.” END Gear Plug Up in ordinary aerators. 











CROSSCUT 





ACTUAL 
SIZE 
OPEN SCREEN IN 
CLOSE MESH SCREEN SELF-CLEANING 
NORMALLY USED SUPER-JET AERATOR 


INSTALL SELF CLEANING SUPER-JET AERATORS ONCE 
.. FORGET CALL BACKS FOREVER! 


CONVINCE YOURSELF AT OUR EXPENSE! 
FREE SAMPLE on Request! 


ADVERTISED 16 









































—_ vse 
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F BL j -E EL- F 4 

<n ~” o za° Pav. % 

‘ Guaranteed by» ‘ 

Good Housekeeping Model #150 Model #250 

S 0, ot Self Cleaning Super-Jet Self Cleaning Super-Jet 
Aerator (Female Aerator (Male Thread) 

U. S. Pat. 2,707,624 Thread) For most out- For large inside thread 

2,896,863 and Pat. Pend. side threaded faucets ed faucets 
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“| only called you as an adviser— 


Manufacturing 2926 WHITE PLAINS ROAD 
ll do the job myself!’ MELARD Corporation 


NEW YORK 67,N Y 
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SUMP PUMPS for 
PROFIT and DEPENDABILITY 


ZOELLER MODEL 05 
BRASS 


@ BALL BEARING MOTOR 
@ RED BRASS COLUMN 
@ CAST BRASS STRAINER 


@ CAST BRASS HOUSING 











NEW FROM 
Af fi" 


UNI-CHECK 


SAVES YOU TIME ON EVERY 
SUMP PUMP JOB 


Cutaway illustration shows how Zoeller 

combines union and check valve, 

gives you one-piece pre-assembled 
unit, 


@ Eliminates valve and union threading. 
@ Just one piece to install. 


@ Speeds your work; saves time. 


# 30-041 UNI-CHECK 
# 30-001 Union Only (no check) 


NOW YOU CAN SELL THE WHOLE 
JOB WITH THE ZOELLER LABEL 


MANUFACTURERS OF SUMP PUMPS FOR 20 YEARS 


3280 Millers Lane °¢ Louisville 16, Kentucky 


Wholesaler Group Blasts Pricing 
Practices of Some Manufacturers 


PaLm Beacu, Fia.—‘‘Arbitrary” pricing prac- 
tices by certain manufacturers of plumbing and 
heating products were sharply criticized recent- 
ly at the annual convention of the the Southern 
Wholesalers Assn. here. 

Charles Baker, retiring president of the group, 
said that one manufacturer’s discount to whole- 
salers was reduced recently from 20 to 10 per- 
cent on some products and from 25 to 20 per- 
cent on others. Baker called the action “un- 
realistic in the light of industry figures which 
indicate that the operating expenses of p-h 
wholesalers are at least one-third more than 


the revised discounts in this particular instance.” 


Must Create Profitable P-H Markets 


Baker predicted a good year in 1960 “for 
those willing to work for it.” He said it is going 
to be necessary to “create and develop profitable 
business and to help our contractor customers 
do the same.” The modernization market, he 
said, offers the greatest potential for this new 
business—“a fact that we have been discussing 
for years, but which is perhaps more true to- 
day than it ever was.” 

George Underwood, executive secretary of 
the American Institute, underscored Baker’s 
comments on “arbitrary” pricing, and called for 
manufacturers to discontinue the practice. 

He then outlined some of the progress the 
AI is making in getting new membership, ex- 
panding its services and “lobbying” for the 
wholesaler. 

Underwood said the AI is continuing to 
“harp on the subject of manufacturers’ ware- 
houses.” He said that the group is trying to get 
manufacturers to include the operating cost of 
such warehouses in their prices on direct ship- 
ments. Underwood also predicted that the 5 
percent quantity discount on carload shipments 
of steel pipe would be returned to wholesalers. 


‘Support the U.S. Copper Industry’ 


Speaking on the industry’s growing concern 
over the flood of imports, Underwood called 
upon the wholesalers to support the domestic 
copper and brass producers. 

Concluding his remarks, he told the group 
that the AI had added 70 new members as a 
result of its activities. He said that the institute 
expects to get 150 more new members from the 
Central Supply Assn. territory and is “shoot- 
ing for 1,000.” 

Highlight of the three-day meeting was a 
speech by Walter Reichle, Saginaw, Mich. 
wholesaler who has opened his doors to direct 
selling. Reichle blasted some of his critics, who, 
he said, did not examine his plan carefully 
enough before condemning it. 

“This industry,’ he said, “must make it 
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easier for the consumer to purchase our prod- 
ucts. That’s what we’re doing in Saginaw, and 
we have found out that it’s working.” (See DE’s 
cover story, beginning on page 83, for the “real 
truth behind the Reichle Plan.’’) 

Another speaker told the SWA meeting that 
electric heating “is fast becoming a major in- 
dustry.” He was Buford Martin of the electrical 
demonstration branch of the Tennessee Valley 
Authority. 


# Martin detailed the growth of electric heat- 
ing in the Tennessee Valley area since 1934. 
“TVA built 300 electrically heated homes for 
its construction workers in 1934. By 1941, there 
were still fewer than 1,000 such homes. Today, 
it is estimated that there are 250,000 homes us- 
ing electric heat in the TVA’s 80,000 square 
mile distribution area, or approximately 22 
percent.” He said that electric heating is in- 
creasing at the rate of 25,000 to 30,000 instal- 
lations annually in his area alone, and _ that 
“everyone in the heating industry should put 
himself in the position of benefiting from this 
growth of acceptance.” 


Electric Heating Sales Potential 
"Staggers Imagination,’ He Says 
Describing electric heating as being in its 
infancy, Martin said the industry’s potential 
“staggers even the most energetic imagination.” 
In other meeting activities, Lloyd Noland Jr., 
of the Noland Co., Newport News, Va., was 
elected president. Other new officers are O. C. 
Kyle, Peninsular Supply Co. of Miami, first vice 
president; and John Smither, Smither Plumbing 
Supply Co. of Birmingham, Ala., second vice 
president. (See photo on page 13.) END 


JOE RELIABLE. | 
| PLUMBING | 


| € HEATING 


“| used that water heater for 23 
years. Yesterday, for absolutely 
no reason, it quit cold!”’ 
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CHAIN 
WRENCHES 


No. €-14 
for up to 
2” Pipe and 
\ Fittings 
\No. C-18 
” for up to 
212" Pipe 
and Fittings 


give real Action-Grip 
in Tightest Places 


Work on Round, Square or 
Irregular Shapes Other 
Wrenches Can’t Reach! 


In extra close quarters, there’s nothing that’ll 
beat these new Ritaio Chain Wrenches for 
getting the job done. Fast, ratchet-like action 
in either direction . . . from either side. Give 
tight grip without crushing. Large, easy-to- 
grab end ring for fast chain adjustment. Tem- 
pered steel chain locks securely .. . releases 
quickly. Rugged, comfort-grip, I-beam handle, 
guaranteed not to break or warp... handy 
hang-up hole. 


Light and easy to use, these new RitaID 
Chain Wrenches do everything a regular wrench 
can do... and much more. Call your Supply 
House and get one today! 














“| refuse to install 
any other faucet...” 


says: DONALD STEBBINS 
MICHIGAN PLUMBING CONTRACTOR 


ONLY 


“In my opinion Delta is the finest 
faucet made today. | have never 
found a finer product that pleases 
people more or serves them better. In 
fact, the Delta faucet is so excellent 
| refuse to install any other faucet.” 


DONALD STEBBINS 
(PRESIDENT) 
| STEBBINS PLUMBING SERVICE 
HAZEL PARK, MICHIGAN 


——— 


. we won't say another word 


Literature available upon request. 


FAUCET 
CORPORATION 
GREENSBURG, INDIANA 


<a TD ore 
IN CANADA: * Guaranteed by a 
EMCO LIMITED Good Housekeeping 
rs " 


*Or a 
45 apvenristd 











News 





(Continued from page 147) 


Upswing in Sales 
of Toilet Seats Seen 


Cuicaco—Recent sales of toilet seats indicate 
a general upswing that is likely to continue 
throughout the year. This was the prediction of 
Wallace Hastie, president of the Toilet Seat 
Manufacturers Assn. at the group’s semi-annual 
meeting last month 

Increases in commercial, industrial and insti- 
tutional construction were given as reasons for 
the increased sales 

“There has also been a gradual acceleration,” 
he said, “in the number of seats sold for replace- 
ment.” He added that the “vast array” of new 
colors available and improved sanitary con- 
struction have advanced the replacement mar- 
ket. “Today,” he said, “Mrs. Housewife may 
change seat colors as she wishes to suit bath- 
room deco1 ty 


Myers Elected VP 
of Murray Corp. 


PittspurGH—C. V. Myers has 
been elected a vice president of 
the Murray Corp. of America, it 
was announced by president B. 
C. Gould 

Myers, 43, has been associated 
with Eljer Co., a division of Mur- 
ray, since 1940 in various capa- 
cities, most recently as manager 

C.V. Myers of manufacturing, the duties of 
which he will continue to discharge. His head- 
quarters will continue to be at the general offices 
here. He will report to the general manage1 
of the Eljer Division 


Plumbing Code Mixup Boils 
Oklahoma City Contractors 


OKLAHOMA City, OkLA.—Charges that a new 
plumbing code recently enacted makes it legal 
for anyone but a plumbing contractor to service 
or install plumbing were made recently before 
the city council. 

Attorney Leo Shipp, representing local plumb- 
ing and heating contractors, told the council, 
“Somebody boo-booed. Now it’s unlawful for a 
plumbing contractor to repair or install plumb- 
ing fixtures, but not you or me or ‘Jim Jones,’ 
who know nothing about it.” 


sPaul Clowers, city planning director, how- 

ever, pointed to a section of the law which, he 

said, makes it unlawful “for any person to do 

plumbing work .. . or to engage in or work at 

the trade of journeyman plumber .. . until he 

holds a license as journeyman plumber or 
(Please turn to page 178) 
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A feature-by-feature review of General Electric water coolers shows it pays to... 


No-squirt bubbler  Anti-splash basin is : 
maintains continuous, designed to prevent 
proper stream height. splashing, spilling, 

splattering. 


/ 
/ 


, Va At first glance, all water coolers may Warranty Protection—A written one- 
‘s = hd seem alike. But it will pay you to year warranty on all parts and five- 
—_— take a closer look at General Electric year replacement agreement on the 
water coolers. Only General Electric refrigeration system help you avoid 
coolers offer you TOTAL VALUE— _ major repair costs. Also, nationwide 
a combination of product features and General Electric Service Centers are 
back-up services that give you more’ always close at hand. 
— just a water cooler. For sotenantael Add to thew edventeme Ques 
Design Features—-General Electric  fectric’s long years of leadership with 
water coolers and you can see that 
only General Electric offers you all- 
round TOTAL VALUE for the water 
coolers you buy. 


\ water coolers are built to last. You 


New top get style leadership, and compact, 
easy to sturdy design. The features shown at 
clean; smart left are typical. Others include: Easy- 
appearing, to-dial water temperature control and 
electro- 4 hermetically-sealed refrigeration 


polished,  .<\<tem that is lubricated for life. 
stainless 


steel finish, Economy—13 models (including hot- 
and-cold, pressure and_ bottle-type 
models) are moderately priced, Op- 
erating costs are negligible. 
Availability—Just check the yellow 
pages for your General Electric water 
cooler distributor. He can deliver the 
units you need immediately. 


61-3 





Attractive front panel No-grope, full-width 
snaps off; allows easy foot pedal permits 


access to controls easy water control. G ft N a Q A L 36) a LE C | Q | C 





Now * Universal 
READY automatic electric 


TO HELP = 
YOU | ae OS 


os 
an HS 


MAKE REMOVER 
or MORE Services self, solves 
“= PROFITABLE m= rust-stain problems 


Is there an iron condition in your area? 
SALES Probably . . . very little of America’s 
water is iron-free. Here's a real oppor- 


tunity for filter profits in your area — 
UNIVERSAL style. The Universal solves 


hw g Aer rust-stain and iron-taste problems auto- 


matically: 


@ Needs no help. Removes both in- 


y Fe | G &£ L solution and in-suspension iron, and 


services itself. You install it, set it, 
forget it. 


CATALOG B-60 Simplified control valve only two 


moving parts) and stem - to - stern 


FROST-PROOF HYDRANTS, VALVES & CLOSETS -weidhgeandieyreder yer diay 


Ten-year warranty on all parts 


WRITE FOR COMPLETE INFORMATION 
Send for MANUFACTURED BY 
| UNIVERSAL 
your copy PELOSI ew Waele TO TNR AM | Bithe iocel “AIR” 


WATER SOFTENER COMPANY 
automatic iron- 


24 North Bennett Street 
WILMINGTON, DELAWARE , nee ae Geneva, Illinois 





Today 
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“To our plumber... who sold us 


a BRUNER EMPRESS 
solt water appliance... THANKS!” 


It’s true—-your customers will thank you for intro- 
ducing them to “EMPRESS” soft-water living. The 
“EMPRESS” has an exclusive, revolutionary design 
that will be imitated for years to come. Yet YOU—the 
plumbing contractor — can offer this amazing appliance 
for far less cost than other top-line softeners. 


Only the ‘‘EM PRESS” offers these features: 
¢ Needs only 10 minutes attention, twice a year 

e So handsome it should be seen! 

e Dial the family’s soft water needs 

® Recharges itself nightly 

e Operates for less than 3¢ a day for the average family 
e Has corrosion-proof, lifetime tanks 
e Fully automatic 

e Easily financed 


* 


ood Moureber ping 


Here’s the redesigned Bruner line ...now with Glass-Lined 
steel softener tanks and plastic or plastic-lined salt tanks. New 
easy access covers. Good Housekeeping Seal. 

Fully Automatic AB Series — Recharges itself automatically. Five models 
available—Each with adjustable capacity for changing needs 

DC Dial-O-Matic assures simple, “‘one-step’’ automatic recharging. Many 


exclusive features. Glass-Lined steel tanks. Five models available, and one’s 
just right for your family 


AP Conqueror—Combination heavy duty softener and filter. Automatic 
or fully automatic operation 


LC Coronet — Budget priced single valve model. Rinse timer and.Glass-Lined 
tanks optional. 


Cash in on the booming soft water market. Write to: 


BRUNER Corporation 


4767 North 32nd Street, Milwaukee 9, Wisconsin 


News 





(Continued from page 176) 

plumbing contractor as required by state law. 

“That prohibits ‘just anybody’ from doing 
plumbing,” he declared 

The code, in its original form, was drawn up 
by a group that included H. P. Douglass, secre- 
tary of the local plumbing contractors associa- 
tion. He explained that the cause of the mixup 
was the fact that too many changes had been 
made in the law between the time it was intro- 
duced and finally drafted 

Clowers pointed to the need for amendments 
to the original proposal. He said the original 
bill included the word “sale” in connection with 
regulations on plumbing fixtures. “This would 
have meant,” he said, “that no store (except a 
plumbing contractor's) could have sold a wash- 
ing machine, water heater, food waste disposer 
or anything else.” He urged the council to wait 
at least 60 days before making any changes in 
order to allow adequate time for testing the 
regulations as now written. 


Davis Named President 
of Gas Appliance Mfrs. 


New York City—Wendell Davis, president of 
Cribben & Sexton Co., Chicago, has been 
elected president of the Gas Appliance Manu- 
facturers Assn. He succeeds Edward Norman, 
president of Norman Products Co., Columbus, O. 

Davis was formerly first vice president of 
GAMA. He joined C&S in 1942 and became 
president of the firm in 1948. The company is a 
subsidiary of Waste King Corp. of Los Angeles 
and makes automatic dishwashers, incinerators 


and food waste disposers END 











“You know, Rose, you're different from most 

wives . . . you have faith in my ability even 

if | don’t know the first thing about making 
plumbing repairs!”’ 
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What the Reichle Plan Is— 
How It Works... 


(Continued from page 92) 

customer as he comes up from the entrance 
are either Francis “Fritz” Balley, a Reichle 
employee for 20 years, who is the retail 
showroom manager, or his assistant, Chuck 
Jones, another 20-year employee. Balley 
started as a truck jockey, then rose through 
the ranks to a salesman specializing in 
plumbing and heating. 

The salesman involved shows the custom- 
er what he wants to see but, at the same 
time, tries to give the customer a quick 
look at the complete range of Reichle mer- 
chandise. 

Neither salesman uses a hard-sell pitch, 
but he strives to upgrade the sale. In a large 
percentage of cases he does so. He has a 
battery of credit plans to meet almost any 
financial situation. This helps the customer 
decide he can afford to buy. Time payment 
plans are available with the local bank, FHA 
Title I, and the GE Credit Corp. 


» Here’s what happens when the customer 
decides to buy: First, Balley (or Jones) 
raises the question of installation. 

If the customer was sent in by a contrac- 
tor, the contractor is notified of the custom- 
er’s purchase through a phone call or 
through the mailing of a carbon copy of the 
order blank. 

If this customer pays Reichle cash, the 
contractor receives the retail markup from 
Reichle. If not, the contractor bills the cus- 
tomer; and he includes the full price of the 
products in his bill. If the customer says he 
has no contractor in mind and asks for a 
recommendation from the Reichle salesman, 
Balley or Jones go through the phone book’s 
classified section with the customer to help 
him find a neighborhood contractor. 

However, if the customer wants a specific 
recommendation, he gets it, based on prox- 
imity of customer and contractor and the 
contractor’s qualifications. 


wIn either case, the contractor who handles 
the installation receives the retail markup 
minus the percentage retained by Reichle 
for advertising and showroom costs. 

About 50 contractors have been the object 
of Reichle referrals, he says. 

If the customer says he has no contractor 
in mind and, indeed, isn’t interested in get- 
ting one, Balley or Jones will point out that 

(Please turn to page 180) 
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PENBERTHY 


SUMP 
PUMPS 


TOTAL COST 
/s the only 
teallstic way 
fo measure the 

“price” of a 
sump pump. 








Here’s why Penberthy Pumps cost /ess: 


EASIER TO SELL 
— you can offer your customers positive flood 
protection ...more gallons pumped per hour at the 
lowest possible cost per gallon. This is a convincing 
sales story you can tell with confidence. 


HIGHER SALES VOLUME 
—there’s a Penberthy Sump Pump for every job you 
quote ...8 models, 20 sizes for home, farm, industrial 
and commercial applications ... realistically priced. 
No inventory problems. 


INSTALL 'EM AND FORGET 'EM 
—easy and economical to install ...no expensive 
callbacks ...no costly customer complaints. You can 
depend on years of trouble-free service from every 
Penberthy Pump. 
AVAILABLE EVERYWHERE 
— Penberthy Sump Pumps are stocked by leading 
plumbing wholesalers across the country. You'll never 
be “stuck” for delivery. 
MORE PROFIT FOR YOU 
— any way you add it up, Penberthy Sump Pumps cost less 
because, in the end, they put more money in your pocket. 
GET ALL THE DETAILS... write today for complete 
discounts and the name of the 
Penberthy wholesaler in your area. 
PENBERTHY MANUFACTURING CO. 
Division of Buffalo-Eclipse Corporation 


information ...catalog, prices, 
SUMP PUMPS 
DEPT. DE . PROPHETSTOWN, ILLINOIS 











OUPLINGS 


. 
XL 
CHATTER 


“My husband would never chase after another 
woman,” declared the lady, “He's too fine, too 
decent, too old.” 

Eby 

The man just back from 
harrowing experience 
right of me, Indians to 
front of me “Whew! S ( 

did you do?” “What could I do? 
man... “I bought a blanket.” 
“X-L” Nipples 

At one of the recent auto shows in Dallas, the 
huge auditorium was jammed with block-long 
Cadillacs, Imperials, Continentals, all air-con- 
ditioned. The glare from the chrome almost 
obliviated the need for lighting. On his way out. 
one man passed a display of tiny foreign ears 
tucked in the corner and occupying an area the 
size of a living room. He observed a sign which 
said simply: “TAKE ONE” 

“X-L” Couplit 

Every purpose, all siz 
ind Pipe Nipples are 
industry standards 
controlled and assur 
time Specily pe oe igs 
your upplier 

“eXcel Product 

The day after MacPherson’s wife presented 
him with offspring, the proud father was seen in 
the drug store purchasing a baby bottle. 

“Man, that’s scandalous extravagance!” said 
a fellow-countryman,. 

“Its necessary, though.” sighed Mac. “The 
woman’s gone and had triplets.” 

has oupl ng 
“All that T am or ever will 
“X-L." Nipple 
BACHELOR: Man who has no children to speak 
of. 
MATERNITY HOSPITAL: Heirport 
WOLF: Man who is ready, villain and able. 
gC at ouplings 

Phere’s an “X-L” Pipe Coupling and Pipe Nipple 
for every purpose. They are specifically engineered 
to industry standards in sizes 14” to 16” diameters. 
Ask your jobber for “X-L” Products . . . any type 
. any size be sure to get the ‘right connection’, 
eXceL! 

“X-L” Products eXceL! 


The difference between amnesia and magnesia is 


that the person with amnesia doesn’t know where he 


eXceL man, “X-1 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 
FACTORY PHONE: CHapel 2-2000 


(Continued from page 179) 

local building regulations are strict in the 
matter of installation. Should the customer 
remain unmoved, the sale will still be made. 
In this event, no credit or commission will 
be paid to a contractor, since none is in- 
volved, and the entire retail price will go 
into the Reichle cash register. 

Reichle maintains that only a small por- 
tion of showroom sales fail to involve a 
contractor. 

On the average, 300 customers a month 
enter the showroom, roughly one-third of 
them on a referral from a contractor. But, 
of the total number of buyers, 98 percent 
eventually take their installation problems 


to a contractor, Reichle says. 


» Neither Balley or Reichle feel, therefore, 
that much of their business goes to do-it- 
yourselfers. Sharp-eyed contractors insist, 
however, that a plumbing tool display in the 
retail showroom is “proof positive to the 
contrary.” Says Balley: “When we first 
opened the retail showroom, we didn’t know 
just what to display. After going through 
various magazines, we thought that we 
should have a tool layout. But since the dis- 
play has been here, I don’t think we’ve sold 
$200 worth of tools. Our biggest sales are 
to tradesmen.” 

Reichle totes up these results of the plan: 
A 17 percent increase in total plumbing and 
heating sales during the first eight months 
of the plan (May-December, 1959) over the 
comparable period of a year earlier, and a 
22 percent increase for the first four months 
of this year over the January-April period 
of 1959. 

There’s one factor in the Reichle plan 
that’s been the center of misunderstanding 
and disapproval: the amount of the retail 
markup that goes to the contractor when he’s 
involved in the sales transaction. Some con- 
tractors believe the markup to be lower 
than it actually is because of their miscon- 
ception of how it’s figured. 


sHere is how it works, according to 
Reichle’s “statement of policy.” (It appears 
verbatim beginning on page 89.) 

Most plumbing fixtures in the retail show- 
room carry a price tag that is 3343 percent 
above contractors’ cost. Staple articles and 
warm air heating equipment are marked up 
25 percent to meet competitive prices. 

When a sale is made to a customer but 
billed to a contractor, the contractor pays 
only the regular net trade price. It is then 
up to the contractor to collect the full price 
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to cover the retail cost of the unit, labor and 
extra fittings. 

This situation occurs when the contractor 
brings the customer to the showroom or 
recommends that he go there. 

When the customer visits the Reichle 
showroom on his own initiative, makes a 
cash purchase, then calls in a contractor for 

istallation, Reichle retains a percentage 
of the retail markup. 


#® Reichle says that about a third of his con- 
sumer customers are contractor referrals 
and that, as already indicated, over 90 per- 
cent of total sales end up with a contractor 
involved in the transaction and hence the 
profit. 

On items with a 3343 percent markup (and 
where the profit is shared), the contractor 
receives 26.66 percent markup above the net 
trade price. The difference, 6.67 percent, 
goes into the showroom-ad fund. 

On items with a 25 percent markup, the 
contractor gets 18.75 percent, leaving 6.25 
percent for the wholesaler. 

One source ot contractor contusion has 
been caused by the use, in the policy state- 
ment, of percentage figures based on two 
different ways of figuring the contractor’s 
share of the retail markup. The profit to 
the contractor is the same in both cases— 
the method of arriving at it is different. 

For example, the policy statement says: 
“On sales where the showroom retail mark- 

(Please turn to page 182) 
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“| think my boy friend fits steam 
He says he’s a steamfitter.’’ 
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Why pass up evena 
part of the profit 
the COMPLETE 

job gives you 


job....with these 


PIPE COVERING 
.. All types for all services, 
all temperatures, hot and cold. 


ASBESTOS INSULATING 
CEMENTS 


.. Five types for temperatures 
to 1300°F. 


ASBESTOS AIR-CELL 
SHEETS AND BLOCKS 

2, 3 and 4 ply and up for 
temperatures to 350°F. 


ASBESTOS TAPE 

..2 and 3 inch widths, 500 to 1500 
foot packages, packed in cartons 
easy to stock and use, no waste. 





JET-LINE COMBUSTION 
CHAMBERS 

.. (6/10 gal. to 12 gal.) A 
complete, easily installed 
“‘package’’—maximum 
efficiency and the 

perfect chamber 

| for conversion or 

) replacement work. 


ASBESTOS PAPER 


..A full range of thicknesses and 
weights, from 8 to 64 pounds per 100 
square feet 18", 24” and 36” wide. 5 lb., 
10 Ib., 25 lb., 50 Ib. and 100 Ib. rolls. 


Grant Wilson wn 


ASBESTOS and INSULATING MMATERIALS 


147 WEST JACKSON BLVD.+ CHICAGO 4, ILLINOIS 





FOR COPPER BRASS and... .,.,\°rstetiomanei 


up is 25 percent above the contractor’s cost, 
A | lJ Mi | N lJ Mi | N S | ST 0 N the contractor would receive a credit of 15 
ss 8 percent of the retail price tag. Again this 
means 18.75 percent markup above the 
contractor’s regular wholesale trade cost.” 
Some contractors apparently misunderstand 
this to mean they would receive only 15 
percent markup on trade cost. But this is 
not so. 

As an example: Add 25 percent markup 
to an item wholesaling at $100 and the result 
is a retail price of $125. The contractor’s 
commission would be 18.75 percent markup 
if it were figured on the original $100, or 
$18.75. 

(Figured incorrectly, 15 percent markup 
on $100 would be $15 or $3.75 less.) 

Figured correctly, 15 percent of the total 
retail price ($125) would be the correct 
amount, $18.75. 

In other words, the markup is 25 percent 
of the wholesale price or 15 percent of the 
retail price. Both are the same. 

To Reichle’s mind, the plan and that as- 
pect of the plan concerned with the contrac- 
tor’s commission are fair. And in his opin- 
ion the plan is proving successful in com- 
bating the inroads of tightening competition 
in the Saginaw Valley area. END 


Here's the Complete Text of the 
Reichle Plan Policy Statement 


(Continued fron page 89) 


salers it is our intent to create merely an addi- 
tional service to our retailer customers. The 
many services which we as wholesalers already 
have available include the normal services 
such as delivery, credit aid, complete heating 
engineering service, kitchen layout service, the 
NEW, Advanced Features handling of guarantees and defective goods. 
We have service men who are able to go on 
Long Service Life jobs with our contractors to aid them with 
service problems which they are unable to 
Smooth, Easy, Accurate | handle themselves. We conduct dealer educa- 
tional meetings and service schools. 


. : ; The service which we now offer in this pro- 
For all copper, brass and aluminum tubing, 


Toledo offers fine precision made tubing tools at 
popular prices. Toledo Quality Checked to give an added service to aid the plumbing contractor 
you better on-job performance and in obtaining a greater share of the volume 
long service life to help you , ; which is available in the area. A sane and 
increase job-profit dollars. | realistic approach and understanding is 


gram of showroom selling is nothing more than 


essential, both on the part of our own sales 
(SOLO THRU AUTHORIZED “TOLEDO” DISTRIBUTORS) 


force and on the part of the retailer and his staff. 


2. The Retailer-Contractor 


canteen 
4 } Mon The program takes the retailer into direct 
] 
wal and —_ . . . . 
consideration insofar as his interest in sales 
PIPE THREADERS ¢ WRENCHES e MACHINES e TUBING TOOLS and protection is concerned. The present system 


of the “golden key” for the showroom is to be 


Write For New Catalog 
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continued. Retailers are urged to make more 
use of our “open door” which permits the re- 
tailer to use the showroom at any hour or time 
of day with his own key. 

Our showroom staff will be available fo1 
“special appointments,” and remains ready to 





aid any retailer with his sales problems. As an 
added tie-in, we have printed cards of “intro- 
duction.” These are given to the retailer for 
his consumer customer to present to our show- 
room staff. The card bears pertinent informa- 
tion regarding the customer. It gives us all 





details of the method of sale. It permits the 
dealer to authorize us to charge the sale ‘to 
him, or instruct us to sell for cash to the con- 





sumer if the retailer so desires. 


All sales charged to the retailer on behalf 





of the consumer are billed to the retailer at 
the regular trade wholesale price. Sales made 
direct to the consumer are billed at the show- 


room retail marked tag price. 


3. Showroom Pricing 


This paragraph is being rewritten in a more 
complete and explanatory manner from the 
original which was first written in May 1959. Woot L 
Showroom pricing at retail prices varies con- || 
siderably with the product involved. As far as 


is possible, articles which bear a manufacturer’s | 
ist | As She Introduces 


price, or where the manufacturer has an 


advertised printed list price, are priced exactly The Newest Line of 


at the manufacturer’s suggested or retail list 


price. Examples of this would be steel shower ] Weld Fittings and Flanges 





cabinets, bathroom accessories such as Hall 
Mack and in many instances accessory items 
such as medicine cabinets, bathroom scales, 
ventilating hoods and fans Miss Marianne Gaba, crowned A New NAME 
In the case of plumbing fixtures, these are “Miss Illinois” and honored as SOLD IN A New 
(Please turn to page 184) “Miss WELDBEND,” extends WAY ... BY MAIL 
greetings to every user of OR PHONE ONLY. 
WELDBENDS. NO SALESMEN. 


WELDBENDS 


* WELDBEND Fittings meet all ASTM A-234 
and all ASA B16.9 specifications. 





* WELDBEND Flanges meet all ASTM A-181 
Grade 1 and all ASA B16.5 specifications. 


MR. JOBBER: Write us for Catalog and Price 
Sheet. Let us show you how to make more 
profit on your Weld Fittings orders. 


JOH: 
Meo. keury 
WELDBEND TUBULAR PRODUCTS CO. | 


3601 W. 53rd St. Chicago 32, Illinois — 
Phone LUdlow 2-3500 











“Whaddya mean, you don’t know?” 








Domestic ENGINEERING, JUNE 1960 





EXCLUSIVE 


= WMIMOV3! 
HYDAPIPE 


iifies 


implifies 


je creme acts. 


EXPOSED 
SHOWER 
INSTALLATIONS 





i 
is 


This beautiful, one-piece brass, 
chrome-plated unit encloses and 
conceals the piping. It includes: 
e The famous SAFETY MIX, 
Non-scald Shower Valve, 
flush-mounted 
A one-piece, flush-mounted 
head bracket unit with inte 
gral stops, and '2” LP.S. 
sweat union connections 
e Symmons “Senior” Shower 
Head 
All piping is enclosed in fully 
chromed heavy gauge brass cas 
ing, factory assembled, ready to 
anchor to the wall. It is easy to 
install, Connection of hot and cold 
Ask now far supplies is all that is needed with 
My@apipe Suiletin Hydapipe, Minimum maintenance 
and housekeeping is required, 


> AW HITEC TURAL FILt 
PEMING CATALOG 


ENGINEERING COMPANY 
Dept, bbl 404 EC STREET, BOSTON 10, MASSACHUSETTS 


(Continued from page 183 


priced mostly at the manufacturer’s suggested 
consumer price which is 3343 percent markup 
over the contractor’s cost. The exceptions in 
plumbing lixtures are staple articles which are 
priced at a lower price in order to meet com- 
petitive prices of like material. In the case of 
these exceptions, the markup above the con- 
tractor’s cost is 25 percent, and in our show- 
room this will apply to two models of bath- 
tubs, two closet combinations, three or fow 
lavatories and the regular double-compartment 
cast iron sinks 

Therefore, in the case of the plumbing fixtures 
which we handle as wholesalers there will be 
a 33!3 percent markup on two or three bath- 
tubs, all closet combinations with the excep- 
tion of those mentioned previously and most 
other plumbing fixtures 

Warm air heating equipment is generally 
marked up at 25 percent above contractor’s cost 
because of the competitive nature and of the 
many warm air products which are sold direct 
by manufacturers to the installer. 

Any product is sold to the consumer on the 
above basis and delivered to him at our docks 
or by our trucks in the Saginaw-Bay City-Mid- 
land delivery area. All other direct consumer 
sales will be f.o.b. Saginaw and delivered via 

carrier or by our trucks on_ their 
nani schedules and for a nominal delivery 
charge 


4. Credits for Retailer-Contractor 


All sales made » consumer, but charged 
to a plumbing contractor, are priced to the 
contractor at regular net trade prices 

Credits on all sales made direct to a con 
sumer and at showroom retail prices are 
credited as follows: Credits are issued monthly 
to all contractors or retailers upon presentation 
of evidence of product installation or piping 
installation f more than one contractor be- 
comes Invol\ in a single sale, credit can be 
issued only ! one retaile: Final deter- 
mination ol lj made by our showroom 
manage) 

On item \\ A ; percent markup above 
the contrac . a credit of 20 percent 
ol the retal | av will be issued to the 
contracto lea note that this means that 
i plumbing ) or would receive 26.66 pet 
cent markuy 18) fular wholesale cost of 
the artick \ ( here the howroom re 
tail markup : cent above the contractor 

t, the cant ' Ould receive , credit al 
lo percent at the vetatl price tas \gain please 
Hote that \ hf percent Markup 


have the od to resiula Vhalesale tract 


We pS 
vebyealy 1h\ Bene il wi 
VEPHe EN ete i) retetivent by \\ ti) 


t al TTRLL REIT 
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You Il Get More Hot Water, FASTE 


WITH A EWING AUTOMATIC HEAVY DUTY 
VERTICAL HOT WATER HEATER 


and for LESS COST, because:— 


—requires no expensive storage tanks! 

e —is so simple and easy to install and operate! 
—is fool-proof and trouble-free; almost no maintenance! 
—saves valuable floor space; is so compact! 


UP TO 850 GALLONS PER HOUR AT 100° TEMPERATURE RISE 














NOW offered in FOUR Convenient Models 

Storage capacities from 50 to 226 gal Recovery Storage Height Inches in BTU 
lons. Every Ewing heater is superbly Per Hour Capacity Inches Diameter Input 
engineered and registered with the Na- 850 gal 226 gals 82-in 40-inches 900,000 
tional Board of Boiler and Pressure 500 gal 145 gals 82-In 31-Inches 520,000 
Inspectors. All safety controls listed 300 gal 85 gals 77-In. 25-Inche 315,000 
by AGA 180 gals 50 gals 63-In 20-Inches 190,000 


Recovery figures based on 100 degrees F. temperature rise 





Ewing heaters are ideal for a multitude 
of purposes where constant supplies of 
clean hot water are needed. Laundries WU Nhtha Qonall ai icum ele) 
cafes, clinics, apartment houses, mo : 
tels, etc. use Ewing heaters coast to 2545 NW 10 P. O. BOX 875 
coast " . 











USES ANY TYPE GAS OKLAHOMA CITY, OKLA. 

















FINALLY! ae 


CAN BE AUTOMATIC! | 


BURN-RITE ELECTRONIC CONTROL 


@ BURN-RITE electronic 
control is all you need to 
convert any'‘centrifugal 
pump to a completely auto 


matic unit 


@ EXISTING pumps now in 
use will not become obso 


lete 


@ THE ELECTRONIC CON 
TROL eliminates receiving 


tanks and weight floats 


Seals tight, lubricates as it seals. For water 
gas, low pressure lines. Safe for potable 
liquids, Pints, quarts, gallons, S-gallon cans; 
500 ib. drums 


GUARANTEED UNCONDITIONALLY FOR ONE YEAR 


Write for Literature 


BURN-RITE ELECTRONICS paewasnennsensnnnerasosy 
A Division af Burn Rite Praduete Co W-K-M ' 
454 SAW MILL RIVER RD., YONKERS, N, Y, _ a ninadigtchallemeal ell 
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news 


Bubble-Stream : 


«SWIVEL-apm”| 


SHOWER HEAD EXTENSIO 


PRE-SOLD -- 
TO YOUR ==- 
CUSTOMERS ~ 


by strong newspaper 
promotions! 





























Now! Everyone can 
enjo 
Personal showering Simoes 


Bubble-tieam « 


“SWIVEL., RM” 
SHOWER HEAD EXTENSION 


2-POINT 
SWIVEL t/ 

ACTION , | 
PUTS THE ve Warr 
WATER A Children's 
WHERE YOU Shower 

WANT IT! 
| 


TIE IN WITH THIS AD 
... Strong consumer pro- 
motions such as this 200 
line ad in your market will 
bring customers to your 
store. Tie in with your 
own advertising — 50° 
Paid by Wrightway. Write 
for ad mats today! 


Str 
\ gora 
heating « es . j ge. Sa 


SW-1200—¢ 
Ensemble 


P to 6( 


E SWIVEL-ARM RDE IN 
=i $6.95 BRASS Sider A OF SOLID 
SW-1201 SWIVEL-ARM fits a y chrome-plated 
sti Ss ; 
$3 95 - y er 
B-302—Bubble-Stream s+ attach B 
Head only Bi, en for wond 


At All Leadin 
Gg Hardware, Housewares and Plumbing Supply Deal 
palers 


ial 


AV 
AIL LCM 339 w. s42th PI. Chicago 28, Illinois 
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operation and advertising Special sales will 
be held from time to time. Pricing and credits 
will be adjusted accordingly 

This arrangement necessitates our assumption 
of the responsibilities of the sale, including 
possible exchange, return goods and damaged 
or defective material. On sales where no credit 
can be assigned to any dealer, the excess is 


retained in the advertising and promotion fund. 


5. Showroom Hours 


The showroom is open and staffed Monday 
through Friday from 8 a.m. to 5 p.m. All re- 
tailers may receive keys for use during off 
hours. Special appointments may be arranged 
with the showroom manager. The showroom 
only is open Monday nights to 9 p.m. and 
Saturday morning 9 a.m. to 12 noon. 


6. Heating Equipment Sales 


Heating products are handled in exactly the 
same manner as outlined previously for plumb- 
ing fixtures. We will assume no responsibility 
for installation or operation. Our engineering 
service and layout aid is available to contrac- 
tors and authorized installers. 


7. General Contractors 


This catagory includes those types of opera- 
tion that supply a complete building service 
Many of these contractors have arrangements 
including the plumbing, heating, electrical, 
decorating, etc. In such instances where the 
facts are clear we sell at trade price to these 
contractors. Sales made direct to the consumer 
carry the same credit as explained previously. 

No credit can be issued to both a plumbing 
and a general contractor. A mutual agreement 
must exist between the general and the plumb- 
ing contractor, indicated to us in writing and 
with no responsibility to the Reichle Supply Co. 


8. Advertising 


A proper and continuous advertising and 
promotion program is essential to the success 
of this operation. Our advertising for this pro- 
gram is now in the hands of Parker Advertis- 
ing Inc. They have been handling all adver- 
tising for us since Jan. 1, 1960 and will con- 
tinue to do so. The mediums are the Saginaw 
News and the Bay City Times in newspapers 
and in most cases the minimum weekly adver- 
tising is 44 to 60:‘inches. Three radio stations are 
carrying messages throughout the day, princi- 
pally with news reports. 

Channel 5 WNEM-TV is running one 15 
minute program at 11 p.m. Tuesday nights each 
week. This television coverage will be increased 
as soon as sales activity permits the expendi- 
ture. A definite budget has been set up for this 
year and will be increased as the results are 
noticeable. Some co-op can be obtained from 
manufacturers for newspaper and television. 
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9. Financing 


An arrangement of deferred payments has 
been made with the Michigan National Bank. 
Our showroom staff handles all time payment 
sales with no problem of responsibility to the 
plumbing contractor. Deferred payments for 
sales over $150 are handled under FHA Title 1 
Interest on such sales is 5 percent per year up 
to $2,500 and somewhat less over $2,500. No 
down payment is essential and payment may 
extend to 36 months. 

Other sales of less than $150 or of products 
not covered by FHA are made on a conditional 
sales contract. Interest is almost 8 percent, 
a down payment of 25 percent is required, 
and the time period again may extend to 36 
months. 

If a purchaser obtains a written estimate of 
labor and installation material from his con- 
tractor, this too may be included in the financ- 
ing of the total job. Again the contractor 
assumes no responsibility except for the amount 
of the estimate. Credit is issued to him for 
the products, and payment for labor will be 
made to him by the bank upon completion and 
acceptance. 

Note: Original draft May 1959. Revised July 
1959 and March 1960. END 


Is it legal for contractors to accept 
commissions on merchandise sold at 
retail by wholesalers? See page 109 








Recess wenatcineah ‘ 














“Could you be a little more specific about 
why you were discharged from your last job, 
other than that the boss hated your guts?” 
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OPPER SEN 


Test Shows Copper Installation 
Saves 10.6%; 26% Faster 


By actual side-by-side demonstration in an authentic 
comparative test and under identical circumstances, 
copper installation proved 26% faster and 10.6% 
cheaper than ferrous piping. 


Additional Savings by 
Prefabricating 


YOUR STACKS! 


It will pay you to prefabricate your 
stacks BEFORE YOU ERECT THEM. 
Copper tube stacks also save space— 
no need for wide plumbing walls or 
buildouts. The sub-assembly of these 
stacks in the shop or on the job cuts 
time and costs to a minimum and 
makes installation easier. Fittings and 
joints become one integral piece after 
soldering, and may be handled with 
absolutely no chance of weakening the 
joints. For long lasting service and sat- 
isfaction in your fittings and valves, 
look to LEE! 


LEE 


Cast Brass 
Fittings & Valves 


ALSO WROT FITTINGS 


7 a, OL eee 





You also effect economy when you resort 
to the quality of this sincereLEE-built line 
Backed by the matured experience of over 
FORTY YEARS, all the facilities of a multi 
million dollar plant and the LEE philosophy 
of service, quality is built in for keeps 
LEE’S can meet your most exacting speci 
fications and fit your own requirements 
Specify LEE (by name) — and see! 


Each Tested Under Water 


Each LEE fitting and valve is production-line 
tested, then carefully inspected and individ 
ually tested with 100 pounds of air pressure 
UNDER WATER, assuring you each LEE is 
LEAK-PROOFP! 


Tew Calley 


Get Free Catalog No. 
60 of LEE’S complete 
(99.99%) line. A valu- 
able reference book. 


LEE BROTHERS FOUNDRY CO., Inc. 


P.O. BOX 231 * ANNISTON, ALABAMA 
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Reichle States the 
Case for His Plan 


Contin ( page 106 

The fact that you 
personally wouldn't do so doesn’t remove 
the 
What is your comment? 


could do so at any time. 


this danger from plan in principle. 


You ve 


me. | pers 


answered the question fo} 


and I 


any other 


already 
onally 


responsible 


would not can't b 


tor wholesaler 


the 


what 


is doing or may do sometime in future 


It’s been charged that your slogan—‘in- 


spect, select, then buy direct”—misleads 


the 


get 


consumer into thinking he’s going to 
particularly 
since you're so well known as a wholesaler 


something at wholesale, 


in your area. The words “showroom pric- 


es” in your ads may further mislead the 


consumer, Please comment. 


We 
want the 


ads 
that he 


formerly 


ay “buy direct” in our because we 


consumer to know can now 


buy whereas he could not 


We 


that says “r 


from. us 


have a separate door to showroom 


etail”’ 


our 


on it and all our showroom 


T “Ahe m Ad 


pe ad 
Sonsemins Pump 


‘ 
» 
) 
i / 


\ez 
be ‘ 
= 
Type U 
Underground 
Condensate Pump 


Type MR 
Condensate Pump 


Type ECR 
Condensate Pump 


| 
| 
| 
! 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
| 
| 
| 
! 
| 





VAEL MILvcAg 


I'd like te 


manship 


compliment you on your work- 
When are you going to give me 


an opportunity? 


Type VV 
Vacuum Pump 


Type SVA 
Vacuum Pump 


Type E and EC 
Condensate Pump 


choose from a complete line of 


SARCO CONDENSATE and VACUUM PUMPS 


SARCO CONDENSATE PUMPS discharge 
quiet, dependable operation are constructed of finest 
materials . . . engineered for quick, easy installation to meet 
a variety of conditions... have steel or cast iron receivers and 
close coupled or flexible coupled motors. 

SARCO VACUUM PUMPS have a reputation for quality based on 
a quarter century of experience and development ... feature 
jet vacuum-producing unit—highly efficient in producing high 


to boilers fast . give 


vacuums and maintaining full rated water capacities... 
flexible coupled motors and cast iron receivers. 
WHAT ARE YOUR PUMP NEEDS? Make use of Sarco’s wide and 
specialized experience in heating problems involving fluid 
movements. For information on Sarco condensate and vacuum 
pumps, all guaranteed for one full year, contact your Sarco 
sales representative, district office, or distributor; or write: 
2362 


. have 


SARCO COMPANY, INC. 

AN AFFILIATE OF SARCOTHERM CONTROLS, IN 
635 MADISON AVENUE, NEW YORK 22, N.Y. 
PLANT: BETHLEHEM, PA. 
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prices are retail prices; the products are so 
tagged. We don’t feel strongly attached to 
either our slogan or the words “showroom 
prices.” If someone can come up with some- 
thing better that will do the same job, we'll 


change them 


You've told us that in over 98 percent of 
your business, the contractor participates 
in some way in the sale—either by refer- 
ring the customer to you initially or 
bringing him in, or by making the instal- 
lation. What about the sales that are made 
direct to the consumer? Aren’t you open 
to the charge that you’re bypassing the 
contractor here? 


Since this type of business is such a small 
percentage of the total I don’t feel that it’s 
a factor except in theory. In nine months 
we sold $1,500,000 worth of plumbing and 
heating products. Of this total only $23,000 
was direct cash sales out of our showroon 
less than 2 percent of the total 

This small amount of so-called direct sell- 
ing would probably have been made by 
other people, for most of it probably went 
into country areas and into places where no 
master plumber would have made a sale of 
$1 of it. However, our business increase in 
the plumbing and heating division was som«s 
what over 20 percent, and the balance of 
all this (except for $23,000, that is) went 
through master plumbers 


As you know, Mr. Reichle, DE opposes 
your plan in principle. We think that in 
principle it takes too much of the retailer 
function from the contractor. 

In principle, it has the undesirable fea- 
ture of the dtu, namely that the quality of 
the installation can’t be controlled closely 
enough. We also think that in the hands of 
the wrong type of wholesaler the basic idea 
can be prostituted in many dangerous ways. 

We think that in principle it could have 
an adverse effect on the industry’s distri- 
bution structure if widely adopted. In 
other words, we oppose the plan because of 
its possible negative ramifications. 

You've already implicitly commented on 
this by the way you answered the various 
objections raised. But would you do so ex- 
plicitly? 


Let me take the last point first. I can’t be 
responsible for anv one’s use of the plan but 
my own and I don’t think the fact that some- 
one else could conceivably abuse it makes it 
any the less valid for me. 

I have to give essentially the same answer 


Please turn to page 190) 


In All Hydronics 


There Is Only One- 





‘TROL 


THE MODERN 
PRESSURIZED DIAPHRAGM-TYPE 


EXPANSION TANK 
FOR NEW AND EXISTING 
HOT WATER HEATING SYSTEMS 


What makes EX-TROL° completely unique? 


Conventionally, the heating system water comes in direct 
contact with the air cushion in the expansion tank. This 
water constantly circulates through the tank due to thermal 
circulation. Without the installation of elaborate equipment 
the boiler water gradually absorbs the air from the tank and 
releases it into the system,resulting in continuous air prob- 
lems and eventually a waterlogged expansion tank. Extrol, 
and only Extrol, provides an expansion tank with a perfectly 
sealed, flexible diaphragm between the water and the air so 
that the two never come in contact. Further, this diaphragm 
construction makes it possible to charge and permanently 
seal the air cushion in the Extrol at the factory. 











The absolute utmost in hot water heating 
is yours with the one and only Ex-trol. 





Manufacturers of 
tankless heaters, 
expansion joints, 
shock suppressofs, 
and other 
hydronic accessories. 


Ask for the latest Extro! literature 


American 
Tube 


PRODUCTS, INC. 
West Warwick, Rhode Island 





(Continued from page 189) 
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‘ to the first part of your question. In the 
FOR HEALING =. ' manner that I’m using the plan in my own 

—— set of business conditions, ’m not bypassing 
the contractor, I’m not making less of a re- 
tailer out of him and I’m giving him a lot 
more business than I’m taking away. 

I’m just trying to get more of the remodel- 
ing market for myself and for him. How the 
plan could conceivably work in a community 
with a different set of business conditions I 
don’t feel I’m in a position to say. I wasn’t 
attempting to devise a national technique 
that would work equally well anywhere. 


Do you think you can continue as a whole- 
saler and retailer indefinitely? 


I can if it’s necessary. But I’d brick up my 
showroom tomorrow and get out of retailing, 
with all its headaches, if contractors in my 
area did on their own what I’m trying to get 
them to do with my assistance. Or rather 
than brick it up, I’d like them to use my 
showroom more on their own_ initiative. 
Nothing would please me more than to have 
those 90 keys to my showroom that I’ve 
passed out to contractors constantly in use. 





We think we know what your answer to 
this question will be. We’re just throwing 
it in for the sake of covering a charge 
that’s been made against your plan. Do 
you believe it is legal? 








I certainly do. My plan was conceived in 
complete integrity and I’m taking every 
step to keep it both legal and ethical. 


You've been critical of the merchandising 
in your area. We've covered the entire 
area, as you know, and have made our own 
evaluation, but we'd like to hear yours. 


Only about 15 plumbing firms in the tri-city 

area of Saginaw, Bay City and Midland 

(total population 400,000) have showrooms. 

One may be described as excellent, seven as 

fair, four as poor and three are pretty bad. 

ere's the time-tested tonic for tired, leaky boilers. “X” None of them, even the better ones, carries 

Liquid is the A-1 choice of experienced maintenance men for over 40 anything close to a complete line of products. 


years. Stops boiler leaks quickly, permanently and economically without You can’t sell plumbing goods out of cata- 

heat shut downs. Also effective for stopping leaks in copper & steel 

radiant heating coils , , 
siaeay disc : , | sg m. My showroom 1s only place with- 
X” Liquid contains no harmful ingredients. Seals sand holes, poor | shown. My howroom is the ee ith 


threads, split nipples and cracked castings. Guaranteed 100% efficient. in a 90-mile radius outside of Sears that the 


Your wholesaler carries “X" Liquid and these other famous and equally public really has a chance to see and select 
profitable ‘“X”’ Products: ‘‘X’’ Flush, ‘‘X” Rustoff, “X” Pipecut Oil, “X” 
Pipejoint. Contact him today. 


logs anymore. The products have to be 


from a wide line of plumbing fixtures. 

I might add that we want our contractor 
customers to bring their customers to our 
showroom—to use it to the fullest extent. 
For about two years, about 90 contractors 























(Please turn to page 192) 
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LOOK here for 
Manufacturer-Controlled* 
The most complete line of faucets Quality and Service in 
plumbing specialties 


ea for HOSPITAL use 
= 

Thanks to more than 50 
years of specialization, 
Chicago Faucets offer your get your copy of this 
most complete selection of 

faucets for hospital use— FREE 8-PAGE CATALOG 


for wash-up or laboratory Fully illustrated. Gives sizes, materials, finishes, 
sinks, bed-pan flushers, prices, shipping weights and packing 
nurses’ stations, etc. | information. Write for it, today. 
Pedal-, leg- or wrist-opera- 

ted;interchangeablespouts, | 

supplies and vacuum break- | 
ers. Each has the time- 
proved replaceable opera- 
ting unit which permits 
minor service or complete 
renewal in a matter of min- 
utes. Because many so- 
called specials are standard 
with Chicago Faucet, 
chances are you'll pay little 
if any premium in price for 
No. 904 Bed Pan Flusher, with this premium quality. 
integral vacuum breaker. 

Other types for concealed 


piping, with different nozzles, 
spouts, etc 




















ari No. 886 Exposed Sink 
Faucet, with integral 
vacuum breaker. Other | 
types with wall brace, pail | 
hook, integral stops, etc. | 


. | % Manufacturers for over half 
No. 625 Pedal Valve, mixing f | acentury. 
type. Also wall hung pedal * i 
valves, and leg- or wrist-oper- * Highest Quality 
ated valves, Standards. 
; : % Prompt quotations and re- 
[ encase plies to correspondence. 
U | . . . 
ppon fe | ¥ Quick deliveries from 


\ )0/~ | 
A | factory stock. 
The Chicago Faucet Co. see\  fpecuad frie pees 


2712 N. Pulaski Rd., Chicago 39, lil. 


| 


| 
| 





New Sketch Book 
has 64 to, 
gineering dota ond THE RISDON MANUFACTURING CO., Naugatuck, Conn. 
Gatel Greater 311 JOHN M. RUSSELL DIVISION—tst. 1904 


faucets. If you buy or 


toa: oH) A y ~iing 


Distributed through the plumbing trade exclusively 
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OELIVERED 


WITH 


TANK AND LID 


“THE ORIGINAL” 


New packaged submer- 





sible ejector for drains 
and basins below sewer 
line. Cap. up to 10,000 
gph. Write Piqua Ma- 
chine & Mfg. Company, 
Piqua, Ohio 


©” 


SUBMERSIBLES 


AVAILABLE THROUGH LOCAL PLUMBING JOBBERS 


Sully, Super, Seat 


MARK 


FAUCET WASHERS 


It costs you MORE to install a poor quality washer than 
a good one 
SCULLY SUPER SEAL exceed Government Specifications 
TOO HARD TO SPREAD—TOO TOUGH TO SPLIT 


Top Verdict by Leading Testing Laboratory 


U Can't Tear ‘Em 


Avoid Frequent Replacements 
All Sizes Beveled or Flate 


ASK US FOR SAMPLES 


SEBEL ELELLLEIVIGLOLLLELLILELELLELELELELEL ELLE LALO LEEDS 


Scully Rubber Mfg. Co., Baltimore 24, Md 
Gentlemen 
Please send FREE Samples of 


SCULLY SUPER SEAL FAUCET WASHERS 
SCULLY SUPER SEAL TANK BALL 


Name 
Address 
City Zone State 


Name of Supply House 


PLE PLELLLLLLPL OL OL PLE LL LLL OA = 
PELE LOLROLOLLOLLL ELLE DLL L DL GD 


‘ 


ANAC P POSED OLELELELEDEOLLOLOLELELELELELDELLOLEL OLED LLL LL SD 
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(Continued from page 190) 


have had “golden keys” to our showroom 
that they can use any time of the day or 
night they choose. The showroom simply 
wasn’t being used enough. We were lucky 
to get a dozen people in a month. Now we 


average over 300. 


What about advertising by contractors in 
your area? 


One firm in Saginaw that buys direct from 
the manufacturer and sells direct to the con- 
sumer advertises in the newspaper about 
once a week, with some skips. It’s usually 
a two-column ad, five to seven inches deep. 
Two other firms generally run one-column. 
one-inch ads, and one of these two some- 
times has a somewhat larger ad. The local 
association at times runs ads of fair size that 
lists members’ names. 

In Bay City, one contractor runs a two- 
column ad five or six inches deep about once 
a week. Two others have smaller ads fairly 
regularly. Two Midland contractors adver- 
tise occasionally. But this is absolutely all 
the advertising that’s being done. 

We, on the other hand, run an ad once a 
week of nothing less than a quarter page 
and often considerably larger. We're on 
three radio stations a day and on TV one 
night a week with a 90-second commercial 
of extremely good quality. 

I repeat. Our plan is designed to help us 
and our contractor customers get more busi- 
ness by getting people to come in and look 
at our products the way they would any 
other industry’s items. We're doing a lot of 
our contractors’ advertising and sales work 


for them, but we’re not bypassing them 


But do you think you can fairly compare 
your advertising with that of local contrac- 
tors? After all, your resources are natur- 
ally greater. 


The point I’m making is that our industry 
has to advertise. I’d naturally prefer that 
contractors did it so I could keep my $40,000. 
But if they don’t and I’m willing to—and at 
the same time I try to keep the contractor in 
the picture—then I don’t think I should be 


accused of bypassing him. 


Are you considering making any changes 
in the plan that might make it more accept- 
able to your critics? 


In the past weeks we have recognized the 
necessity of giving even further cooperation 
to our master plumber customers through 


(Please turn to top of page 195) 
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Walt Reichle's Profile: A View of the 


THROUGHOUT THE SPRAWLING 
offices of the Reichle Supply Co 
all chairs are mounted on cast- 
ers, perhaps symbolically. 

The man who put the place on 
wheels 35 years ago was Ernest 
Reichle, a wholesaler even then 
of 40 years experience. The man 
who set the wheels aspinning is 
his son, Walter, a youthful sixty- 
ish and the forceful founder of 
the Reichle plan. Six years after 
1950, 
Walt Reichle skippered the firm 
$3,900,000 
highest ever. 


his father’s retirement in 


to a sales 


gross, its 


# Around Tri-City, critics of the 
plan always begin their state- 
with, ‘I like Walter 
but...” No one doubts that he 
is a charmer, one who could with 


ment 


real effort smooth over any re- 
sentment on an individual basis. 
When Reichle wanted to settle 


MSDONALD’S .... 
104 YEARS ZF 


OF EXPERIENCE 
STAND BEHIND 
THIS PRODUCT 


his differences with the Bay City 
contractors association, he called 
president Ernie Touroo and said, 
“How about getting together 


McDonald 4717 Curb Stop — Minneapolis pattern. 
tee handle inverted key curb stop. Both ends copper pipe couplings. 
Round way. Also available in stop and drain patterns. Sizes — } 


Man and His Business (Also. see page 102) 


over a beer and a hamburger.” 

He speaks dramatically. He can 
be the genial host, radiating 
gemuetlichkeit. Or he can be the 
outraged warrior, sweeping aside 
arguments with waving arms 
and basso profundo roars. 


® Reichle runs a tight business 
ship. He’s on first-name terms 
with all 61 of his employees, and 
knows enough of their back- 
grounds and family situations to 
jaw with them for a few minutes 
should he meet them out in the 
yard or warehouse. At the same 
time, employees in Reichle’s of- 
fices are not allowed to smoke. 
Reichle’s reason: It doesn’t look 
good for employees to greet cus- 
tomers with a cigarette dangling 
from their lips. 

Even speaking off the cuff, he 
sounds like the silver tongued 


(Please turn to page 194) 


Combined cap and 


4, %, 


1, 14%, 1% and 2 inches. A catalog of McDonald’s complete line of 


water works brass goods is available on request. Write to: 


D 
A. Y. MS MFG. co. Dept. DE-660, 12th & Pine, Dubuque, lowa. + Brass Goods * Pumps + Oil Equipment + Drainage Products 
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Profile ... 


(Continued from page 193) 


spell binder of old. One day aft- 
er a hot-worded discussion with 
one of the plan’s long-time bitter 
opponents, the man walked into 


his office said, “‘Walt, m=ybe 


you re not as wrong as I thought 


and 


you were.” 

The rumor is that Walt Reichle 
could sell snow to Eskimos, Bi- 
bles to the Commies, 


He probably 


and brava- 
do to the Texans 
could but has not yet found time 


to try 


# Reichle began his professional 
career in 1916 with a degree in 
engineering from the University 
of Michigan 
with what 
Controls 
Standard, 


top line of fixtures 


His first job was 
is now the Detroit 
Division of American 
manufacturer of his 
The following year, he began 
work in the budding automotive 
industry that was to last until 


1934, except for a short break as 


experimental engineer with the 
U.S. Army Air Force during 
World War I 

By 1928, he’d had his fill of 
auto research (which included 
two blackouts due to monoxide 
fumes from experimental en- 
gines) and signed on as sales 
manager for the GM plant in 


Berlin, Germany. 


#QOut of work at the depth of 
the depression, he returned to his 
dad’s business and was promptly 
made project engineer “in charge 
of building balconies in the 
warehouse.” 

Since its founding in 1926, the 
Reichle plant has grown tremen- 
dously. The elder Reichle started 
with an L-shaped building, now 
more than 100 years old. In the 
intervening years, huge ware- 
houses have been tacked on to 
the original red brick building 

Altogether the plant covers 
343 acres and contains 58,000 
square feet of floor space for of- 


fices and warehouses. The black- 
topped parking lot in the front 
of the plant can accommodate 
200 cars and a railroad siding 
along one side of the plant can 
hold seven freight cars. 
The business area encompasses 
the northeast of the state 
U.S. Highway 27 as the 
western border and Lansing as 


part 
with 


the southern limit. 

The firm’s business is almost 
equally divided between indus- 
trial supplies and plumbing and 


heating. 


#On Friday afternoons, Walt 
Reichle likes to sneak off to his 
fishing cabin 100 miles north of 
Saginaw. He bemoans the fact 
that present-day good roads, 
which make possible a quicker 
trip there, have disturbed the vir- 
gin beauty of the area. 

In some ways, he would say, 
the “plan” presents a similar 
it is a sign and result 
END 


problem: 
of the times. 


WY BONUS BUY 


Write "FOR A TIP" 


Means "A PROFIT" 


Weather-~Ceater* PORTABLE HEATER 
Tucomparable Katto 50 LBS. WEIGHT/75,000 BTU OUTPUT 


SEND ORDER .... BEFORE JULY 31, 1960 


Jucouceivalle Plan 


*TRADE MARK WHICH MEANS 


DELIVERY .... BEFORE OCTOBER 31, 1960 


PAY ANYTIME .. BEFORE CHRISTMAS 1960 


1143 BELVOIR AVE. 


{ssured Winter Warmth FOR MECHANICAL TRADESMEN 


Wood Enterprises, Que. 


DAYTON 9, OHIO 
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ZONE-A- ROW 
(Continued from page 192) 


further explanation of the plan’s procedures. PUTS THE 
Our master plumbers association in Bay 
City so far has been uncooperative in per- 
mitting us to join with them in a free and 
open meeting discussion. I have written a 
letter to the president of the Bay City asso- 
ciation again requesting that they permit us 
to discuss the plan with them—to explain 
the actual procedures and to willingly ac- 
cept their criticism and suggestions. 

We have addressed a letter to the presi- 
dent of the Saginaw contractors association 
and are quite confident that here a meeting 
will be arranged within the next few weeks. 
It is our desire to discuss this matter 
thoroughly with both these associations with 
the idea of trying to assure them of’ our 





honest and straightforward approach to an 
industry problem that concerns both of us. 

It is also our sincere idea to permit them 
to offer constructive suggestions. 


= We have in the back of our heads various 

ideas that have been tried before, but which 

still have some merit. These I do not have 

clarified in my own thinking, but they in- 

volve such things as cooperative advertis- 

ing—perhaps a better description or ex- 

planation of how the consumer public may COMFORT 
buy our industry’s products by using our (CONTROL »y 
showroom and their plumbing contractor— 
possibly staffing the showroom at times by 

master plumbers and their sales assistants. 





In addition to this we are now planning to 
set a date and prepare one of the PHCIB 
dealer training programs for the contractors 
in this area. END 











ZONE-A-TROL DAMPER ACTUATORS 
Automatically Control The Flow Of Air to Each Room 


@ 


Now Zone-A-Trol lets you install cooling and heat 
ing systems that, . . . GUARANTEE COMPLETE 
COMFORT IN EVERY ROOM at EVERY HOUR of the 
DAY or NIGHT. 


Providing the easy, inexpensive answer to instal- 
ling Individual Room Temperature Control on any 
new or existing residential or commercial heating 
or cooling system; . . . Low Voltage . . . Ther- 
mostat Operated . . . Zone-A-Trol Damper Actuators 

. automatically control the flow of air to each 
room or zone, .. . thereby making it possible to 
shift the full cooling load from one room or zone 
to another to compensate for such factors as the 
afternoon sun, shifting crowds of people, etc 














SEND TODAY FOR COMPLETE INFORMATION 
‘‘Don‘t be too persuasive in your sales talk, 
friend, | have a lousy credit rating.” ‘COMFORT 


ECONO PRODUCTS COMPANY, INC. 


Division of Viking Instruments, Inc East Haddam, Connecticut 


CONTROL » By 


} wre ® j 
“=~ |} &AComplete Line |==— For we Heating 


basa | of Zone Controls and Cooling System ‘ 





Get in 
on the 
“Ground Floor’ 


? 
CAMERON/’HY DRONIC 


JET-O-MATIC RADIANT HEAT 


The newest, most compat 
heating system under the sun 

A product of “jet age” desig 
100,000 BTU 


less than 2’ x 2' x 3’ high, yet provide 


ing, the CAMERON / HYDRONI( 


instant 


response to your slightest wish—‘“heat-wise”’ 


with a flood of clean, quiet, comfortable heat 


without premium cost for a radiant panel 


ystem, 


Exclusive distributorships are available in 


each area of the country. Write or telephon 


Mr. Patrick Hart, Vice-President 


SOUTHERN STEEL & STOVE CO., INC. 


6th & Dinwiddie Streets 
BEImont 3-6981 


ELCO sauces «4 


Richmond 24, Vz 


WITH PROVEN LEAK- 
PROOF BALL BEARING 
STEMS now available in a 


complete line of 


trouble-free faucets 


Stainless steel ball bearings 
in self-cleaning assembly. 


brass. These 


feature: 


DIE-CAST 
PARTS 


Sleeve-type construction. 


“O” ring Buna-N treated. 


Leaded naval bronze stem. 


Buna-N washers. 


Stainless steel bibb washer 


holder. 


Replaceable Du Pont Delrin 


seat. 


Non-indexing handles. 


Replaceable brass escutcheon. 


Removable spout. 


ENGINEERED AND 
‘MANUFACTURED TO 


FEDERAL 
PLUMBING STANDARDS 


BELCO BRASS ;,.. «: 


MILLER MANUFACTURING COMPANY 


17640 Grand River * Detroit 27, Michigan 
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The Sound and the Fury 
in Saginaw Valley... 


Continued fro page 98) 
at retail at all. Whether Reichle brings the 
contractor into the picture or not is imma- 
terial. He should keep out of retailing.” 

7. Reichle is competing with other retail- 
ers, including He can't 
help it. The is beginning to think of 
him as a retailer because of his wide adver- 
tising 


his own customers. 
public 


And the more he advertises, the more 
the public is getting to think of the contractor 
as “just the man who installs the product.” 
(This point underscores complaint No. 1.) 
8. It’s impossible to refer jobs impartially 
under the plan, no matter how honest Reich- 
le is. In the first place, if it depends upon 
the proximity of customer to contractor, some 
contractors who are good Reichle customers 
may never get a referral. 
Reichle 


many. 


Others who are 
poor customers may get several or 
Thus the men who support Reichle 
by buying from him at wholesale may not be 
benefiting at all from his direct-to-consumer 


plan; in fact, they may actually be hurt. 
Is Reichle Discriminating? 


If Reichle gives his referrals his own 
best customers, he may not be discriminating 
against them—but in this case he’d be dis- 
criminating against others. 

Besides, Reichle may be tempted to give 
installation jobs to men who owe him money 

-so they can pay him. 

9. His slogan, 


direct,” 


“inspect, select, then buy 


is misleading. It makes the public 
think they’re buying “at wholesale,” 


cially 


espe- 
since Reichle 
wholesaler 


is so well known as a 


in the area. The words “show- 


room prices” also lead people to think they’re 
buying at other than a retail price. 

10. Reichle is encouraging the do-it-your- 
selfer “because some of his showroom sales 
are bound to be direct, without benefit of a 
contractor called in to do the job.” Besides, 
he has a large tool display in his showroom. 
What’s it there for if not to encourage do-it- 


yourself plumbing? 


Some Agree in Fact; Disagree in Principle 


Contractor above-listed 
Many 
contractors told DE that Reichle wasn’t hurt- 
ing them in the least and that they felt he 
had made every honest effort to treat the 


fair and square” 


opinion on the 
points was by no means unanimous. 


contractor “ under the plan. 


However, some felt they had to oppose the 


(Please turn to page 198) 
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LARGE OR SMALL 
JO-BLAST 


POWER GAS BURNERS 
COST LESS TO OPERATE 




















DUNKIRK, N.Y, 
US.A 














SINCE 1910 
MARSH VALE o cases 
omc" out of 


i 
DUNKIRK. N JNKIRK, N.Y. 


Mi iy 
USA USA 


— marsh 
valve ‘| 


offers you immediate delivery Sixteen Lo-BLAST Burners at this army camp burn 30,000 cu. ft./hr. of gas when 
right from stock! SINCE 1810 all are operating. 
aft By ARSE 
DUNKIRN. aiRK, NY, ~UNKIRK. N.Y, 
US.A. USA USA 











SINCE 1910 
MARSH TALE 











90°7 of the Marsh Valve line is always 
available right from inventory ! This policy 
of continuing production in anticipation 
of orders on all popularly used valves 
means you can count on MARSH to have 
your valve requirements on time...and on 
the job! 

No hold up in time and labor, no fear of 
performance dates missed. MARSH 
VALVE large inventory is an investment 
in your future good will and continued bus 
iness. We find it the best investment we've In this development of 472 small homes, Lo-BLAST Economite Burners replaced oil 
ever made. You'll find it the greatest con burners originally installed. 

venience ever offered...and a big money- 


Lo-BLAST Burners cost on an average of 10% less to 
Saver too. 


operate. They use an extremely quiet, low speed blower 
to provide perfectly controlled primary and secondary 
air from start to finish of each a 
Write today for our 1960 ' run. a ear is always in- 

dependent of natural draft 
conditions—ideal for down 
of quality made valves; * : draft boilers. 


the standard of the 


catalog...a complete line 


Cost less to install 
industry for 50 years! Ke — Lo-BLAST Burners eliminate 
the need for high chimneys 
—inshot design and com- 
plete factory assembly re- 
duce maintenance and instal- 


h ehiw: lation costs. Each unit is fac- 
; tory tested on gas before Capacities: 70,000 to 
shipment. 20,000,000 BTU/hr. input. 
V a l V e COMPANY 


Write for literature 
general offices and plant: D U N K I R K 1 MN . Y. 


MID-CONTINENT 


1\ 6 0 Fae 33-1) D) OF Ow hm LO 
1960 N. Clybourn Ave., Chicago 14, III. 
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(Continued from page 196) 
plan on the principle that “if you agree it's 
all right for a wholesaler to sell at retail, 


COMMON WATER PROBLEMS __ bere do you draw the line?” 


When DE editors were canvassing the 


AUTOMATICALLY Saginaw Valley, Point No. 5—the plan’s 


legality—seemed to be the question in the 
WITH JUST ONE fore ‘ront. 
It wasn’t an issue, however, until last 
Febru. ty, when the NAPC officially con- 
i. demned it by implication, by ordering its 
UNIT members not to participate in “reserved 
commission” plans under threat of expulsion 


FILTERS... from the association. 
all suspended matter 
SOFTENS... . 2 , 
to zero hardness in his trade area, which includes the right 


REMOVES IRON... “thumb” of Michigan as well as the tri- 
both Iron Rust and Iron 
in Solution 


Reichle told DE that about 75 contractors 


city region, have sent customers to him 
since he started his plan. He also said about 


ica nelaallaad 50 contractors (some identical with the 
agro gee pecan afore-mentioned 75) have received referrals 
ive DIA-MATIC timing and meter for installation from him. 
Ire regenerat ol exactly when 
ee eee Some Doubts on the Plan's Legal Status 


, « ompletely 


nal salt refill Because of doubts as to the plan’s legal 











status, DE editors found only a few contrac- 

tors who were willing to admit they ever 

OSHKOSH FILTER and SOFTENER CO. had or were then participating in the plan 

OSHKOSH, Witte! Til” Some said they’re taking the NAPC’s word 
that it’s illegal. Others said they don’t think 
it’s illegal, but they don’t want to get in- 
volved in possible legal controversy no mat- 
ter what the outcome. 

Reichle indicated that some contractors 
who have participated in the plan and have 
commissions coming to them are waiting to 
collect when the “current furor has died 
down.” 

Contractors interviewed who expressed 
themselves on both sides of the legal issue 
asked that they not be identified with direct 
quotes. DE is honoring this request. 

However, officials of two local NAPC af- 
filiates—the Saginaw-Midland and Bay City 

groups, respectively—felt obliged to go on 
i = Lf xs a | ee | record as opposing the plan on legal grounds 
' | = a woe WN . —or, in any case, were willing to do so. 


WEIGH — SS ae so They're Sidestepping a Boycott 
THE ; ee TI ittos: tee cain emma in “dedi 
ADVANTAGES = L\ YS 1e position they can express in “orga- 


nized opposition” to the plan is a delicate 


Sum the a Ghote cubiner . . . a fomitor one because it must avoid the appearance of 


an intent to boycott Reichle, or any other 
lines and lasting beauty. Why settle for less \} : : 
when it costs no more to have the very best. wholesaler for that matter. 


phrase in the industry which means graceful 


Let Grote’s S.!A. go to work for you. | Said Bay City’s president Ernie Touroo: 


We're not telling our members to boycott 
MANUFACTURING CO., INC. } | Reichle; but we’re encouraging them to sup- 


State Rt. #7, P.O. Box 766 NMS port jobbers who support us.” 
Madison, Indiana * CR: 3-1296 + : Be 


*Qates (|PPEAL 


William Symons, a labor relations expert 
and part-time secretary of the Saginaw-Mid- 
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land contractors’ association, told DE: hil @ 
“Our association has not advised anyone ‘, aU eethea f 
that they are not to deal with Reichle. We . 
have reiterated the statement of the NAPC ce ; eee 
president and the president of the state asso- the re § SOME thing I Ml TRY 
ciation, warning the membership that they , . 
can get themselves involved in what is con- aul VOU. A erica n-Standard 
sidered an illegal practice by accepting so- * q ; 
ese Pansies — makes the only full line of 
“We have passed a resolution in our local ee . 
association to the effect that any member if... rea = fee mr 
proven guilty of accepting kickbacks (by | perfor MMaNCE-) ated ul ate) 
the FTC, for example) will be expelled from 


the membership.” heaters. 
Legal Involvement Not Likely | 


(This actually is an innocuous threat be- 
cause the likelihood of anyone’s being proven 
guilty by the FTC of accepting a kickback 
in Saginaw is pretty remote. The offending 
party would first have to be accused, then | 
tried, then found guilty. DE’s analysis of the | 
legal implications of the plan is carried in a | 
separate article beginning on page 107.) 

DE editors didn’t find much evidence of 
“retaliation” against Reichle. While some | 
contractors have reduced their purchases, | 
only a rare few have stopped buying alto- 
gether. Reichle has a big factor working | 
for him. In the opinion of many, he has the 


“best stocked and most efficiently run whole- | 


sale house in the Saginaw Valley.” 

Says Saginaw contractor Herbert Fischer, 
who, while not opposed to the plan on his | 
own account, is fearful of its eventual effect 
on the industry: “We need Reichle. I'd 
never want to completely stop buying trom 
him. He carries just about everything. And 
if the man is good enough to keep every- 
thing I need on hand, I feel I should buy | 
from him regularly, not just a few odds and | 
ends or when I need something I can’t get 
anywhere else.” 


Reichle's Service Is Damned Good" 


Max Carey, a big Midland contractor who 


also questions the plan in principle, although @ With Performance Rating you match your cus- 
he considers himself personally unaffected 


tomer’s hot water needs to the right size water 
by it, said that Reichle has to be given credit : : } 

for giving “damned good service.” His words heater. Ml Glass-lined and galvanized tank; gas and 
are echoed by Bob Remer, upcoming young electric; Standard, De Luxe and new low Arcolow 
contractor in Saginaw, who said with con- | models by American-Standard, the people who 
viction and sincerity, “the Saginaw Valley | ynow plumbing and water heating best. Full size 
needs Walter Reichle. P 

The upshot seems to be that many contrac- and price range. 
tors are able to separate Reichle’s function POE EN LEE 


as a wholesaler from his incursion into re- : 

tailing. If they must, they can decline to Am RI AN Standard 
5S a . 9 bh c a. 

cooperate with his direct-to-consumer sales = E C 


‘ PLUMBING AND HEATING DIVISION 
(Please turn to page 200) 
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eoeeceeseceeses (Continued from page 199) 


program without feeling that they also must 

stop buying from him at wholesale. 

vt | 2 ‘ While the question of legality would ap- 
s t 5 : 


pear to put all other questions into the shade, 





=J 


Handiflo DE found that this is by no means the case. 
handles suds and on Contractors have definite pro and con opin- 


waste water of sight ions about the mechanics of the plan as it 


PS would affect their pocketbooks. 
ee duratub- eee Critics of the plan feel, for example, that 
the amount of retail markup allowed the con- 
tractor under the plan is on too shaky 
fora truly ground. “It depends entirely upon the 


wholesaler’s whim,” one contractor said. 


LAUNDRY TUB 


modern, completely | 


“Today it can be 25 percent, tomorrow 10 
automatic . percent, next week nothing,” was the way 
he put it. 


9TD 


laundry ! manana 


Does Too Much Depend on Integrity? 
duratub, a natural for new partment for laundry supplies 


homes or home modernizing ...extra counter space. White “Too much depends not only on the in- 


. eliminates unsightly, old- pink, green, yellow baked tegrity of the wholesaler but on his busi- 
j arv ¢ r ] ] ] ot 

ashioned sté é ubs. namel on bonderized, electro- . oe ‘6 
ete Sees er sues ness conditions,’ was another opinion. “If his 
Exclusive Handiflo* double ralvanized steel. For suds- 
drain stores suds, drains saver and single hose washers. business went down, he might cut his com- 
waste water with no hose Ask your plumbing supplier mission to retailers to the bone just because 
andling mahle 20-callor “write for the name of your ; ; = 
handling...durable 20-gallon r write for the name of your he had no other choice. 
Fiberglas® tub...large com- 1earest distributor. 


The consensus of about half the contrac- 


. , tors interviewed is that the contractor must 
++ EL. MUSTEE & SONS, ING. | ¢ ¢vrtvd, Hondino ove » ; RESOE EAUS 
. 


trademarks of E. L “ , > ° ~ y "ats 
5 iia tasty tiie i Cleveland 2, Ohio Miieck 6 Skea ak, | be in a position to control his own retail 
. markup. If he doesn’t, the business condi- 
eeeeeeeeeeeaeseeeeeeeeeeeeeeeeeeeeeseees tion of his company is not in his own con- 
trol. The extent to which it would pass out 


of his control would be directly proportional 


ty | A K U re] sme) to the degree to which his income depended 

upon job referrals under the Reichle plan. 
$4 5 @  @ we Ce) a E The counter-argument of some contrac- 
tors to this is that contractors already are 
this season witha losing control over their retail markup to a 
“Flexi-CLEAN ER’ large degree—because the markup is subject 
SEWER MACHINE to the severe pressures of competitive selling. 


Many contractors acknowledged that Reich- 

le’s commission under his plan is “larger than 

they usually get on their own.” 

Join the thousands who have found Another bone of contention centering on 

Flexi-Cleaner makes sewer - cleaning 

a profitable operation, because: the retail markup under the plan involves a 

1. You can make an equipment charge misunderstanding of Reichle’s formula for 

’ Do the job better in 1/3 the time figuring the contractor’s share. 

3. Collect the bill faster and easier This 
due to customer satisfaction 





misunderstanding and the correct 
procedure for computing the markup are 
Exclusive Features: explained in the story on “how the plan 
% ECONOMICAL works” beginning on page 88. 
OPERATION 
*& LIGHT -COMPACT Contractors Get Hot Under the Collar 
% MOST POWERFUL 
% STRONGEST CABLES 
tw REVERSIBLE 


How justified is Reichle in his complaint 
that contractors in his area aren’t doing 





enough merchandising and that he has to 


Insist on G exible Quality help them sell or continue to lose business 
to Sears and others? 
PLUMBERTOOLS, INC. O SEES nd Olnes 


This question got a lot of contractors hot 
3782 Durango Avenue, Los Angeles 34, California | under 


Frank Donovan Company, 9 S. Clinton St., Chicago 6, Illinois 





the collar when it was raised by DE 


(Please turn to page 202) 
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gold and silver plated faucet sets for lavatory) 
and bathtub/ hand-decorated basins/ distinctive 
appointments for the bath./ Write for brochure. 


MARION WIEDER INC. 


120 EAST 57th STREET, NEW YORK 22, N. Y., PLAZA 5-6391 


How to make safer, 


more profitable estimates 
FOR PLUMBING, HEATING, AND PIPING JOBS | 


Here’ 10% ou can estimate 


and piping in- 


heets plumbing, heating, 
and piping establish a set proc 
quickly and ac- for take-off of material 
This prac- all essentials of 
ou tested labor required for setting 
can use on 
detailed bid the 


covering 
edure 
take in 
and the 
equipment 
help you complete and I 
bid, and set the f f 


PLUMBING, HEATING, AND PIPING 
pat ESTIMATORS’ GUIDE 


By PAUL G. DAVIS 


of Constr 


vefore equipment 


check 


mupervisor 
and Gilro 


208 pages, 94 illustrations, $6.50 


10 DAYS’ FREE EXAMINATION 


j McGraw-Hill Book Co Dept. DE-6 
gar W. 41S. WN. ¥. € 
Send me Davis’ PLUMBING, HEATING, 
| AND PIPING ESTIMATORS’ GUIDE for 
10 days’ examination on approval In 
, I will remit $6.50 plus few cer 
ry costs, or return book postpaid 
yay all delivery costs if you remit with this 
same return privilege.) 


Gamble, Pownall, 


Inc 
36 


Gives you . aces 
PRINT 
Name 

l Address 

| ‘ ity 


] Company 


complete bid summary 
sheets for quick reference 
or use on all jobs 


detailed guides to the 
labor and material factors 
involved 


PLUS—over 75 tables of 
needed data 


* ition 
ter 


For price and te 5 
| McGraw-Hill Int’l., N. 


DomEsTIC ENGINEERING, JUNE 1960 


A Torch 
Turner Kits 


new and improved! 


Do any job more comfortably with 
a Turner Hose Torch. Pistol grip 
handle and one hand operated con- 
trol knob eases the strain, reduces 
fatigue. New LP gas 240 kit 
includes all brass, CHROME 
PLATED torch, assortment of 3 
burner heads, hose adapter and 
metal carrying case. Only $39.60 
complete. 


eS 





NEW 


wt “eaotimas Oren 


Four new combination kits 

in handy storage boxes 

Your choice of Turner LP218 
Torch with spark lighter and 
either of the following burner 
heads from $21.20 complete 


=—~_ i= so —_—-——s 


LP1415—Small 
Burner with 
pencil flame. 


LP1416—Medium 
Burner for 
sweating copper 
tubing 


LP1418—Dual 
Burner with 
pencil flame to 
hot blast 


LP1417—Large 
Burner for 
heavy fittings 


Get details today from your wholesaler or write 


Turner Corporation 


847 PARK AVENUE, SYCAMORE, ILLINOIS 





THE MODERN 
+157 CIRCULATOR 


. is exceptionally 

quiet, rugged, powerful. 
The result of advanced 
engineering and precision 
manufacture, each circulator 
is pre-oiled and delivers up to 
an 8'2 foot head. 

The circulator is also available in a 
bronze body model and in a high 
velocity model. 


THE MODERN FLO-VALVE 


is made in universal, cast iron angle and 
bronze angle models. There are no springs 
to wear out or stretch and all working 
parts are non-corrosive. 


MODERN FLO-TROL PRODUCTS CORP. 


367 FARMINGDALE ROAD » BABYLON, NEW YORK 





PLUMBERS 


cut clean, round entrance 
holes FAST with this 


MILFORD 


High Speed Steel 
EXTRA DEPTH TYPE HOLE SAW 


Used in portable elec tric or air drills, 
MILFORD Hole Saws cut clean, round 
entrance holes fast for 4%” thru 2” 
standard pipe and conduit. Shatter- 
proof welded edge construction takes 
toughest use in stride. Complete selec- 
aq tions of arbors with 
il | pilot drills and adap- 
1 tors for Morse taper 
sockets are available 
b> Cuts to 2'2"’ Depth 


Write today for 
( omplete Information 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Specialists for Over 80 Years 


Ripe. New Haven 5, Connecticut te 

















EPCO 


DIELECTRIC PIPE 
FITTINGS 


Balanced design that accents on performance 
and dependability 


Ask Jobber for catalog 


3204 SACKETT AVE. CLEVELAND 9, OHIO 











* «TAPCO. 


Exclusive 
World and National Supplier for 


AMERICAN KITCHEN 


Genuine Replacement Parts . 


for the Faucets, Dishwashers, Disposers and Cabinets. Price 
List Catalogue available upon request. For name of your 
nearest wholesaler jobber, write to: 


TRACY AMERICAN KITCHEN PARTS COMPANY 
P. O. Box 7346 Pittsburgh 13, Penna. 


(Continued from page 200) 
editors during their two-week sojourn in 
the Saginaw Valley. 

“You tell Walter Reichle we’re good 
enough salesmen to change the specifica- 
tions on a job to something he doesn’t 
carry,” was the sharply worded retort of 
Bay City contractor Al Kalmes. “If an ar- 
chitect specifies fixtures only he carries, I 
can get the owner to change the specs.” 

Many contractors pointed to their annual 
gross in new work and repair to underscore 
their claim to being good businessmen. Oth- 
ers pointed out that since they’re active 
only in commercial and industrial work, they 
don’t need to carry out advertising and 
product display merchandising programs of 
the kind Reichle advocates. 


Opinions Far from Unanimous 


As in every other question raised by DE 
editors, the answers were far from unani- 
mous, however. Many contractors admitted 
that they don’t make enough of an effort to 
sell the remodeling market, which they ac- 
knowledged to have a tremendous potential. 
Many agreed that Reichle is right when he 
says “you have to display your products or 
the consumer’s available spending money 
will go for rival products that are shown— 
things like TV sets, new living room furni- 
ture, cars and vacations in Europe.” They 
also acknowledged that they probably don’t 
use Reichle’s full-line showrcom facilities as 
often as they might. 

On no single point was contractor opinion 
stronger than on the “contractor image” 
Reichle is creating with his advertising. Some 
contractors said they are not affected by it 
but Saginaw-Midland president Manny Gar- 
cia summed up the opinion of the majority 
when he said: 

“No matter how we feel about any other 
part of the plan, this is the main issue right 
now. As contractors we want to keep control 
of the retail markup in our own hands, 
which we can’t completely do under the plan. 
There are other things we question. 


Here's the Main Issue 


“But the main sore spot is the way Mr. 
Reichle’s ads make us look. We can’t pos- 
sibly match his advertising (budget, $40,000 
this year—Ed.). So the public is constantly 
seeing his ads in the newspaper and hearing 
them over radio and TV. If this keeps up, 
people around Saginaw will think of him as 
the retailer and us as the installers.” 

Garcia and everyone else who objects to 
the plan on these grounds admit that their 
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attitude is “partly emotional.” But they 
insist it’s also grounded in a “practical real- 
that 
their losing their identity as retailers “must 
be nipped in the bud.” 

A jealous regard for maintaining the con- 


ism” warns them this trend toward 


tractor’s identity manifested itself in many 
of the answers DE editors got to their prob- 
the 
“state of merchandising in the Saginaw Val- 


ing questions—particularly regarding 


ley” as described by Reichle. 


They Disagree on Merchandising 


Some contractors denied that merchandis- 
ing in the area is “not good enough.” Others 
agreed that it could be better and conceded 
that Reichle “has a point there when he says 
we should advertise more and sell more.” 
But most of the more articulate contractors 
also insisted that it wasn’t up to Reichle per- 
sonally to try to change the picture, particu- 
larly when it involves the destiny of the 
contractor. 

Said one: “Reichle took it upon himself to 
pass judgment upon the quality of local con- 
tractor merchandising. Then he took it upon 
himself to do something about it in his own 
way. He didn’t even consult us. Yet our 
identity as retailers is at stake.” 

It appeared pretty obvious to DE editors 
that the situation in the Saginaw Valley is 
charged with both emotional and practical 
There 
that if Reichle had presented his plan to 


considerations. was some evidence 
contractors in a slightly different manner, 


reaction to it might have been different. 


How He Introduced the Plan 


Reichle says that he had tried a variety 
of “dealer development” programs for years 
and that contractors didn’t show enough in- 
terest. Finally he decided to take a more 
drastic step to increase the sale of products 
at retail—by getting into the retail act him- 
self, to help contractors sell. Here’s the way 
he introduced his plan to his dealers: 

He conducted several dealer meetings at 
which he presented his plan to invited con- 
tractors. His salesmen also explained it to 
all their customers on an individual basis. In 
addition, Reichle presented a printed “‘state- 
ment of policy” that explains his motives in 
starting the plan and details the mechanics 
of how it is to work. (See page 89.) 

Says William Symons, the Saginaw group’s 
executive “We feel that 
Reichle think of this idea, he 
should have approached our association offi- 
cially, instead of introducing it to a ‘select’ 


secretary. when 


started to 


(Please turn to page 204) 
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BRAND NEW 
ITEMS 


Will help you sell more sinks 


1. The “Bloch” SINK POP-UP... 
with Remote Control 


« The “Bloch” SINK OVERFLOW ... 
a necessity for dishwashing chores. 


Designed by Bloch are two new “hot” items that 
every housewife wants . because they mean 
greater freedom from disagreeable dishwashing 
duties. Both cost little yet require installation that 
only the plumber can do . . . and therefore help 
you get a larger share of the sink business! Write 
for literature and details now. 


THE BLOCH BRASS CO. 


4744 Hough Avenue Cleveland 3, Ohio 


ee 


Two beautifully bound, rugged- 
ly constructed loose leaf price 


HERE IS YOUR 


40f Tut 


data books for the P & 
wholesaler. 24 sections of vital 
information, fully illustrated 
MASTER copy advises on mar- 
ket changes, including cost 
sheets. Size: 8%” x 11” x 3%” 
expanding to 5”. The SUP- 
PLEMENT, for wholesaler and 
jobbers desiring additional cop- 
ies for salesmen and counter 
Size: same as Master. 
Published by publisher of Brad- 
ford Price Book. 


TRADE 4 


ANSWERED 
QUICKLY aad 
EASILY! 
Published In 2 editions _ 


The SIPPLEMENT Copy 
Mac EWAN MARKET MANUAL 


QUINCY 69, MASSACHUSETTS 


use. 


~ MAID-O!-MIST’S quick hook-up — 
SADDLE VALVE No. 8 
He) A” Vole tn pipe, clamp on valve 
V4" O.D. copper tubing. 
NEEDLE VALVE 


No. 816: controls water sup- 
ply to humidifiers and water 
valves. Brass; Yg’’ I.P. male 
end; V4" O.D. copper tube 
size outlet. 


WRITE FOR CATALOG 


MAI D-O’-MIST, Inc. 


3217 MORTH PULASKI ROAD, CHICAGO 4i, ILLINOIS 


Outlet 


SOLUTION geal 


V4 
PLUMSIME b MENTING 4G 


PLUMBING & HEATING WHOLESALERS 


Yj 


full 


details 
today 


iron, brass or copper water pipe 


for 





SELL MORE HEAT 
FOR LESS MONEY 
AT GREATER PROFIT 


WORLD’S ONLY DOMESTIC 
OIL BURNER PACKAGE UNIT 
The secret of the Dynatherm's amazing perform- 
ance is the “‘Whirling Flame” action that gives 
your customers fuel savings of 40% and more. 
In fact, you can assure them that the savings 
alone will pay the cost of the Bethlehem Dyna- 
therm in just five years! The unit is assembled 
and tested at the factory, saving installation costs. 


4 sizes that give economical heating plus unlimited hot water .. . for 





homes, motels, greenhouses, small churches, apartments and garages. 
A few exclusive franchises available. 
Write or call immediately for free information. 


THE BETHLEHEM 


DYNATHERM 


manufactured only by 
BETHLEHEM FOUNDRY AND MACHINE CO., BETHLEHEM, PA. 


Sarco No. 45 Bellows 
ch Steam Radi 
/alve, Modulating 


Sarco No. 1247 Spring-Pack 
less Steam Radiator Valve Sarco No. 1126 Gland-Packed 
Modulating Type. (Also for hot Steam Radiator Valve For 125 
water, No. 1239 psi 


The complete quality line 


SARCO 
RADIATOR VALVES 


for steam and hot water 


Meet every radiator valve need with Sarco. For steam: Bellows 
Packless, Spring-Packless and Gland-Packed. For hot water 
Spring Packless and Gland Packed types Globe ingle and cornet 
patterns. Gate type, modulating and quick-opening patterns 
Write for Bulletin 155. Get valuable new data on Sarco radiator 
valves and traps. 


SARCO 635 Madison Avenue, New York 22, N 
COMPANY, INC 


4 f a 


(Continued from page 203) 

group of contractors on his own.” 

His viewpoint is echoed by the associa- 
tion’s fiery president, Manny Garcia. 

Reichle has expressed a desire to meet 
with the two local associations (Saginaw- 
Midland and Bay City, respectively) to come 
to a better mutual understanding of what he 
is trying to accomplish and whether he can 
best accomplish it by making some adapta- 
tions to the present plan 

“I'd like to hear their criticisms and sug- 
gestions about my advertising format,” he 
says. “And I'd like them to give me a chance 
to clarify any misunderstandings about my 
plan. I have no desire to bypass the associa- 
tions. In fact, ve asked for an opportunity 
to meet with them.” 


Would a Meeting Be a ‘Waste of Time?" 


So far, Bay City president Touroo has 
nixed any idea of a meeting, claiming it 
would “just be a waste of time.” 

Garcia takes a different position. He’s 
adamantly critical of the “contractor image” 
Reichle’s advertising presents to the public. 
But he’d like to iron out the differences be- 
tween dissenting contractors and Reichle, if 
possible. 

“We like Mr. Reichle personally,” he says, 
“and we need him. If there’s a chance we 
can straighten things out, we should try to 
do so. We can’t do it, unless we get together.” 

At an initial meeting between Reichle and 
his right-hand man Walt Leesch on the one 
hand and Symons and Garcia on the other, 
arranged by DE, Garcia indicated that an 
invitation to Reichle to meet with the Sagi- 
naw-Midland group would be forthcoming 
The outcome of such a meeting, if it takes 
place, will be watched with great interest. 
(See photo of initial meeting on page 117.) 


How Many Favor? How Many Oppose? 


But meanwhile, what is the consensus of 
contractors in the Saginaw Valley? As in 
the case of all important issues, it’s virtually 
impossible to arrive at a summary that is 
a true reflection of the situation—one that 
tells the whole story. 

No statistical count about “how many favor 
the plan or how many oppose it” would give 
us an accurate picture of the principles, tra- 
ditions, taboos, fears, desire for profit, and 
emotional and personal factors that color 
every opinion. 

In that case, perhaps we should confine 
ourselves to talking about rock-bottom prin- 
ciples and keep the less sharply defined 
issues out of the picture. And of course, in 
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the last analysis, when we start to editorial- 
ize, that is what we must do. 

But what about our summary of contractor 
opinion? The “summary” that will be most 
faithful to the facts is arrived at by letting 
as many contractors as possible on different 
sides of the fence speak for themselves 
That’s what we've tried to do in this report. 

However, Max Carey of Midland comes 
close to summarizing the “moderate” view- 
point—the one between the extremes of 
acceptance and condemnation. He and his 
son have one of the brightest stores in the 
area and are among its leading advertisers 

Carey doesn’t like the Reichle plan per- 
sonally, but neither does he blame Reichle 
for giving it a try as a means of correcting 
his business problem. And he’s critical of 
contractors who condemn the way Reichle 
is trying to solve some of their problems for 
them. Instead, he says, contractors should 
counteract by solving their problems for 
themselves. He adds: 

“We haven’t been hurt by the Reichle plan 
as far as I can see, but I don’t like it. | 
wouldn’t take Reichle’s commissions. Why? 
Because the money doesn’t belong to me. I 
had no part in making the sale. I didn’t do 
any work in selling the customer. When I 
get so I can’t take care of my own business, 


I'll go to work for someone else. 
“We'll Go Back to the Old System" 


“T’d hate to see Reichle’s system go nation- 
wide, and that’s the way it seems to be head- 
ing, but eventually the industry will take 
care of itself. We’ll go back to the old system 

“T won’t condemn Reichle. He gives 
damned good service. What brought on his 
system was that too many contractors from 
the tri-city were going outside local jobbers 
to Lansing and Flint and Detroit for lower 
prices. Wholesalers have been doing what 
Reichle is doing now since they were born 
The only difference is that they aren’t above- 
board about it like Reichle is. 

“Plumbers themselves should clean house 
If those guys would quit sobbing and get out 
and do something on their own, it would 
solve their problems.” END 





Next month: Read what the 
president of the Bay City 
Contractors Assn. says about 
expelling members who take 
part in the Reichle plan 
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Sd Ee: 


CONVENIENCE - SAFETY - SANITARY EFFICIENCY 
TCLS Sroteless-Culorless 
GAS INCINERATOR 





completely disintegrates Pewee ==8 «= 
all combustible trash i 

and garbage without 

any smoke or odor! 








Total secondary combustion 
guarantees smokeless, odor- 
less operation, plus elimin- 
ation of fly ash. Space-sav- 
ing design, with snow-white 
baked enamel finish, char- 
coal gray porcelain enamel 
top and gray enamel bot- 
tom. Convenient fully au- 
tomatic timing controls. 
Bound to be a top seller. 


Write for details! 





YOU’LL DO BETTER WITH BASMOR! 


The Complete Line: Gas and Electric Water Heaters, Gas-Fired 
Domestic and Commercial Boilers, Wall Heaters, Incinerators. 


BASTIAN-MORLEY CO., INC. 


LaPORTE, INDIANA . BRANCH PLANT: PITTSBURG, TEXAS 


Daas 


Ow EVERY JOB / 


SAVES ON INSTALLATION 
TIME, MAINTENANCE COSTS, 
STORAGE, AND INSTALLATION SPACE. 


The Triplex H.V.H. or H.V.L. Hot Water Circulator will give 
rugged performance because of the specially selected quiet 
motor and interchangeable flanges. 


This smaller, compact circulator operates either vertically or 
horizontally making it necessary to stock only one unit and 
it takes up less space on the jok. Just put a few drops of oil in 
each motor oil cup at the beginning of each heating season 
and forget it. It will give smooth. quiet efficient heat all 
season long. 


Write for free illustrated catalog. 





TRIPLEX HEATING 


SPECIALTY CO., INC. 
PERU, INDIANA 








ADVERTISEMENTS 





SITUATIONS OPEN 





SALES ENGINEER 


Challenging opportunity with leading 
manufacturer of hot water heating 
equipment, pumps and accessories, for 
an experienced salesman calling on 
plumbing and heating wholesalers, con- 
tractors, and mechanical engineers. Col- 
lege degree or equivalent experience re- 
quired. Willing to relocate. Send resume 
and salary requirements to: Address 
Key 223-E, “DOMESTIC ENGINEER- 
ING,” 1801 Ave., Chicago 16, 


illinois. 


Prairie 


PLUMBING-HEATING MAN 


Experienced on wholesale level. Good 
pay, pension, benefiits. Address Key 
275-E, “DOMESTIC ENGINEERING,” 


1801 Prairie Ave., Chicago 16, Illinois. 


SANITARY POTTERY 


Has need for manager in modern plant. 
Address Key 276-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


PLANT MANAGER'S 
ASSISTANT 


For cast iron plumbing fixture plant, 
needs rounded out knowledge to back 
up manager. Address Key-277-E, “DO- 
MESTIC ENGINEERING,”’’ 1801 
Prairie Ave., Chicago 16, Illinois. 


SALESMAN 


To sell plumbing and heating jobbers 
for manufacturers’ representative. Sal- 
ary and expenses. Address Key-262-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





EXPERIENCED SALESMAN 


Weil-known to purchasing agents of 
plumbing and hardware wholesalers in 
Tennessee, Mississippi, Arkansas and 
Louisiana wants situation with manu- 
facturer or agent on draw against com- 
mission basis. Formerly traveled for 
plumbing material manufacturer as re- 
gional manager. Write Address Key 
272-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


206 


| 


Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 
Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC 
Prairie Ave., Chicago 16, Illinois 
are payable in advance! Closing date 


ALL COPY IS SUBJECT TO THE APPROVAL OF 


ENGINEERING, 1801 
All Classified Advertisements 
Fifteenth of month pre- 


THE PUBLISHERS 











SITUATIONS WANTED 





REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTA 
t é ices fu owner! ind operator 
piu bins i heat tabli 

4 year Willing to travel. Age 
rse completed Addre 
DOMESTIC ENGINEER 
I rie Ave Chicago 16 


( 
ip 





REPRESENTATIVES WANTED 





MANUFACTURER'S AGENT 


Contacting jobbers to sell for manu- 
facturer of complete line of plumbing 
fixtures, heating boilers and water heat- 
ers. A few territories open. Send com- 
plete information and lines now han- 
dled, territory covered. P.O. BOX 221, 
Columbus 16, Ohio. 


PRESENTATIVE WANTED+CALL 
! »bber bing specialty line 
New England ei ind i 
Vew York Addres Key 
MESTIC ENGINEERING,” 
Ave., Chicago 16, Illinois 


I 
stu 


TERRITORIES 
manufacturers 
nt eastern 


I ¢ and terri 
red in your reply Addre 
DOMESTIC ENGINEER 
Prairi¢ Ave Chicago lt 


WAREHOUSE 
REPRESENTATION 
WANTED 


A leading manufacturer of 
stalls 


shower 
with national distribution and 
complete line of bases desires ware- 
house representation in Chicago area, 
Ohio, Upstate New York, Texas, Flori- 
da, Canada. Send complete information 
including lines carried, number of men 
traveled, territories covered. Address 
Key 267-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 





REPRESENTATIVES WANTED 
FOR PLUMBING SUPPLY 


Salesmen calling on plumbing supply 
houses—well-rated manufacturer has 
several areas open for complete pop- 
ularly priced line of medicine cabinets 
and fluorescent fixtures—top commis- 
sions—send references, experience, and 
area covered to: Don Duckwitz, East- 
ern Sales Manager, ZENITH METAL 
PRODUCTS CO., Primos, Pennsyl- 


vania. 


\NUFACTURER’S REPRESENTA 
tinted by rapidly expanding 
I t compe 


W ‘ Addre é 
MESTIC ENGINEERING 
Ave ; igo 16, Illinois 


cc 


REPRESENTATIVES WANTED 


Reliable and established representatives 
on commission basis—with related lines 
wanted by manufacturer of plumbing 
brass goods, plumbing accessories and 
plumbing fixtures to sell direct to rated 
plumbing and heating contractors, me- 
dium and large hardware stores, build- 
ing and lumber stores and farm and 
home stores. Territory Kansas, Mis- 
souri, Oklahoma, Arkansas, Illinois, In- 
diana, Kentucky, Louisiana, Memphis 
and Texas. Address Key 265-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


EXCLUSIVE PROTECTED 
ries open for national 
unique washer replacement 
pecialty item packaged for 
plumbing supply houses, 
tributors and retailers 

sells 8 out of 


TERRITO 
distributed 
plumbing 
sale to 
hardware dis- 
Unique demon- 
10 on first cal 
Address Key 218-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 208, AND 210 
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The Original SOLDER PAINT 


for Sweat Soldering 


us.--A8 17 SOtoge, 


 itanc ..ad 1 © and Tinning! 


ALL IN ONE! 


1. Apply Fluxolder by brush 2. Assemble tubes and 3. Heat, touch ends of 
to tube and fitting. fittings. joints with wire sol- 
der to check correct 


DOES 3 JOBS IN 1 OPERATION heating. 
FLUXOLDER SOLDER PAINT is a uniform mixture con- 
taining cleaner, activated flux and powdered solder—all 
in one can. 


Order from 
Your Wholesaler. 


FLUXOLDER 


PRODUCTS CO. 


438 E. Woodbridge, 
Detroit 26, Mich. 











It's a Happy Thought 
MANUFACTURERS’ AGENTS | _,, a 
REGISTER NOW! Z-NEWER” Cleaned WATER SOFTENERS 


| Reduces Service Calls. 
Manufacturers’ Agency Service maintained for years by z- NEWER Il keep new softeners ever 
DOMESTIC ENGINEERING Magazine is for your ben- prevents costly maintenance 
efit and if you have not already registered, write today ei, el ll imt_in preserving the ¢a- 
for necessary registration forms and complete details of the positive chemical caunier ie co hayes 
assistance available to agents. to foul ng of the mineral with IRON, etc 
As a clearinghouse of information for the manufac- pn te T-NEWER” Is highly recom 
turers’ agents of plumbing, heating and air conditioning Absolutely NON-TOXIC, NON-INFLAMMABLE 
equipment, DOMESTIC ENGINEERING Magazine has Does not contain sodium hydrosulfite, chlorine, oF 


: : : acids of ¢ ». Guaranteer 
proven invaluable to many leading representatives in the STORE co Sh al rege eceentt pean 


past, and if you have not as yet taken advantage, get TIGE BUILDER. PROMOTE IT . YOUR 
the details today. There is no charge. accounts will THANK you for “Z-NEWER”. 

, po P Manufactured b 

Attach this advertisement and mail it together with your : 

1 ; £ ROME CITY, 
letterhead for full information to Manufacturers’ Agency WATER CONSULTANTS INDIANA 
Service, 1801 Prairie Avenue, Chicago 16, Illinois. Phone: UL-4-3692 











Servicing pe | i dy 20 page Catalog chock-full of Dopy 
) andy Pular 
Oil Burners 7 QEPLACEMENT PARTS and SERVICE T00Ls 


YOU NEED THIS i to make your servicing easier. 
= @ FUEL UNIT PARTS ® CONTROL PARTS 
© CIRCULATOR PARTS © SHAFT SEALS 
@ STRAINERS @ GASKETS 
® IGNITION TERMINALS 


Your friendly Oil Burner Jobber stocks the 
HYDROVALVE Line. 
Ask him for a copy of Catalog #60, or write direct. 


1319 Utica Avenue, Brooklyn 3, N. Y. / BUckminster 4-1330 
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ADVERTISEMENTS 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





DUE TO GROWTH 


Long established manufacturer of flex 
ible supplies and specialties desires ad- 
ditional aggressive representatives for 
capable coverage of plumbing whole- 
salers. Areas now open: Indiana, North- 
ern Illinois, lowa, Wisconsin, Michigan, 
Minnesota, Missouri, Arkansas, Loui- 
siana, Mississippi, North and South 
Carolina and Virginia. State age, ex 
perience, territories covered, lines now 
represented, etc., Address Key 263-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


Manufacturer of baseboard radiation 
and heating equipment. Well known 
and accepted quality I.BR. line; now 
expanding sales territory desires repre- 
sentatives covering the heating whole- 
salers, areas now open, Illinois, Indiana, 
Wisconsin, Kentucky, Ohio, Western 
Pennsylvania, West Virginia, Virginia. 
State age, experience, territories cov- 
ered, lines now represented, etc. Ad- 
dress Key 238-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MANUFACTURER'S 
REPRESENTATIVES 


To the plumbing wholesaler wanted by 
rapidly expanding competitive manufac- 
turer of roof flashings for soil pipe, 
steel, transite and copper vent pipe, etc. 
Many new areas open, particularly in 
Northern and Mid- Western states. Slid- 
ing scale commission based on monthly 
sales. Excellent opportunity for aggres- 


sive organization. Address Key 206-E. 


“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS AGEN COVE! 
ing Southern Indiana nd West 
Kentucky to act a b-a nt f 
line of tubular br oil pi 
seats, coppel weat nd flare 
Plumber bra cast ror ne 
Attractive comm) ior ire Ie 
241-E, “DOMESTIC INGINEERING 
1801 Prairie Ave Chica 16, Tllinoi 
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MANUFACTURER'S 
REPRESENTATIVES 


Covering plumbing and heating whole- 
salers—manufacturer of complete line of 
domestic steel boilers, offering com- 
pletely packaged or standard units is 
seeking additional representation. Var- 
ious territories open. Reply with re- 
sume for full particulars. Address Kev 
225-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


REPRESENTATIVES WANTED 
Manufacturer of pressure’ reducing 
valves, temperature regulators, liquid 
level controllers, electric motor oper- 
ated valves and diaphragm control 
valves desires representatives in the 
plumbing and heating field, on an ex- 
clusive basis, in the following cities: 
Chicago, Milwaukee and Tulsa. Also, 
the States of North and South Dakota. 
Address Key 282-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SPRESENTATIVES 
Kentucky, Te 


line 


I 


MEG. CORPORA 


WANTED 


Manufacturers’ representative—all areas 
—by a fast growing and aggressive 
manufacturer of a very competitive line 
of domestic oil-gas steel heating boilers 
and baseboard radiation. High commis- 
sions. Address Key 237-E. “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


FACTURERS’ REPRESENTA 
te rapid expandi 
Key S1-E DOMESTIC E! 


rile \ Chicag 


Wanted by rapidly expanding manufac- 
turer of quality, competitive line of 
rough brass valves, gates, relief. To be 
sold to the wholesaler and O.E.M. ac- 
counts. Many new areas open for ag- 
gressive organization. Address Key 
283-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


WEST VIRGINIA 
EASTERN KENTUCKY 
SOUTHERN OHIO 


Manufacturers’ representative desires 
major plumbing and _ heating lines. 
Warehouse facilities. DEXTER SALES 
COMPANY, 613 9th Street, Hunting- 
ton, West Virginia. 

WESTERN MISSOURI, KANSAS, NE 
W « in give one major line 
Address 
rINEER 


lt 


nd f coverage 
DOMESTIC EN¢ 
Prairie Ave Chi 


SEEKING ADDITIONAL LINES 


Chicago manufacturer’s representative 
agency with complete warehousing fa- 
cilities seeking manufacturers who want 
large movement of their products. Con- 
centrating on plumbing supply houses 
in Illinois, Indiana, Wisconsin and East- 
ern Missouri. If you want the job done 
properly with young aggressive organ- 
ization, Address Key 214-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 
EASTERN PENNSYLVANI 


Idx 


A AND AD 
I 1, ageresslive 
concentrate on good ne Address 
Io DOMESTIC ENGINEER 
ol Pr ric Ave Chic lt 


KENTUCKY—INDIANA 


Experienced, aggressive, alert and 
established manufacturers’ agency con- 
tacting the plumbing supply jobbers and 
wholesalers—needs two additional major 
lines, must have a good volume and 
offer security and future for honest and 
productive effort. Will consider any 
good volume line. Address Key 240-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


IARRIED MAN. 34, RESIDES IN UP 
tate New ork (Ulster County)—de 
as manufacturers’ repre 

vears in the plumbing and 

Would especially be inter- 

in conimercial boiler manufac 

rer. Addre Key 264-E, “DOMESTIC 

ENGINEERING,” 1801 Prairie Ave., 

( ‘ ( inol 


positior 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 206 AND 210 
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Is the Reichle Plan Legal? 


(Continued from page 109) 
arise. Where it does arise, it 
probably doesn’t make any dif- 


The 


did the contractor earn the mon- 


ference. crucial point is: 
ey involved? 

Under the Reichle plan, the 
contractor has to give “evidence 
of participation” in the sale be- 


fore such money is paid to him. 


Suppose a consumer comes to 
the wholesaler’s showroom “on 
his own”—that is, he isn’t tak- 
en or directed there by a con- 
tractor to buy before he calls 
upon a contractor to make the 
installation. Doesn't this con- 
stitute a completicn of the sale 
without the contractor’s “parti- 
cipation?” May a contractor 
who later makes the installa- 


tion accept the retail markup? 


On the particular contract forms 
used by wholesaler Walter 
Reichle, there’s a statement to the 
effect that ‘this is not an order 
until confirmed by a dealer.” This 
means that the sale is not con- 
until the dealer ac- 
tually enters the picture. 

If, unlike Reichle, a wholesaler 
does not inject this reservation 


summated 


into his sales and makes a cash 
transaction or the consumer signs 
a contract, then the later accept- 
ance of a part of the retail mark- 
up by the contractor who makes 
the installation 


may be ques- 


tioned. In this case the installa- 
tion of the product would consti- 


tute an entirely separate transac- 


More questions & answers on interstate commerce 
and its legal bearing on the Reichle plan... 


What does “interstate 


merce” mean? 


com- 


This is an important question, 
and the answer isn’t as simple as 
it sounds. It isn’t just a matter of 
“does this man or this corpora- 
sell lines?” 


Since the 1930’s the strong ten- 


tion across state 
dency of the courts in their inter- 
pretation of the laws has been to 
enlarge the 
scribed as 


circumstances de- 


being in interstate 
commerce. 

In some instances, many steps 
are involved in the total process 
of moving a product from its raw 
source to the final point of sale 
and in this process the product 
may enter into such commerce. 

In other words, the general 
statement that the federal laws 
under discussion apply only to 
interstate commerce is correct. 
The interpretation of what is in 


fact in interstate commerce, on 
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the other hand, depends upon 
specific individual sets of facts 
and circumstances, although 
there naturally are cases on the 


books 


how the laws probably would be 


that set precedents for 


interpreted in future cases. 


What are the possible condi- 
tions under which a wholesaler 
in the p-h industry may be in 
interstate commerce? 


The wholesaler who sells within 
one state may believe he’s op- 
erating in intra-state commerce 
only, and he probably is most of 
the time. However, there may be 
certain types of transactions that 
put him into interstate trade. 
For example, the fact that a 
wholesaler buys from manufac- 
turers who produce outside the 
state is immaterial if the manu- 
facturer ships to him (the whole- 


saler) and the goods come to 


tion, negotiated by the contractor 
and consumer only 


Aren’t there some retail sales 
made in the wholesaler’s show- 
room that do not involve the 
contractor at any time? If so, 
doesn’t the statement on Reich- 
le’s forms, “this is not an order 
until confirmed by a dealer,” 


confuse the transaction? 


No. The wholesaler simply uses 
a different type of order form. 


Under the Reichle plan, when- 
ever the contractor “partici- 
pates” in the but the 
wholesaler bills the consumer, 
the wholesaler keeps from 5 to 
8 percent of the retail price 
to cover his advertising, show- 
room maintenance and other 
expenses incurred in connec- 
tion with his retail operation. 
Is it legal for the contractor to 
accept only part of the total 


sale 


(Please turn to page 211) 


the wholesaler’s ware- 
house. This doesn’t put him into 
Neither 
does the fact that he sells to con- 
tractors in 


rest in 


interstate commerce. 


his own state who 

may also do business outside the 

state. 
However, if he asks his man- 


ufacturer (who is in interstate 
commerce) to ship goods direct 
to a contractor customer, so that 
the goods do not come to rest 
the 


house, the wholesaler then is in 


first in wholesaler’s ware- 
the “flow of trade” and in inter- 
state commerce. 

Any wholesaler (or contrac- 
tor) 


operating in more than one state 


who has several branches 
or who sells in other states from 
one location obviously is in in- 
terstate commerce. 


= This means, of course, that the 
legality of the Reichle plan is 
irrelevant to an intra-state op- 
erator—as far as the application 
of federal anti-trust laws and 
concerned. Its 
legality is clearly relevant to an 


interstate operator. 


regulations are 
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LINES WANTED 


LINES WANTED 


LINES WANTED 





NEW YORK STATE 
HEATING EQUIPMENT 
THOMAS G. JONES 


37 Hillside Ave., New Hartford, N.Y. 


OURT 


MAX ROTHENBERG CO., INC. 


11-05 38th. Avenue 
Long Island City, N.Y. 


Manufacturers’ agency covering New 
York and New Jersey—Warehousing 
available. 


manu 1 \ ‘ i 

ion with ‘incinnati is base loc 

ik Addre Key 7 2 DOMESTI 
LE RING Prairie Ave 

16, Illinois 


ENGINEI 


hica 


INDIANAPOLIS, INDIANA 


Home base of manufacturers’ repre- 
sentative who can handle one additional 
line covering entire state excluding 
Lake Porter county. Concentrating on 
plumbing and heating wholesalers. Ad- 
dress Key 216-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


MISSOURI-KANSAS-SOUTHERN ILLI- 
nol were ive izency with sales 
Louis de- 
ial plumbing line Address 
DOMESTIC ENGINEER 
Prairle Ave Chicago lf 


is City and St 


IOWA 


Now contacting plumbing wholesaler 
jobbers in Iowa only. Doing an effective 
job. Will give concentrated coverage. 
Address Key 213-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


WESTERN PENNSYLVANIA AND AD 
jacent areas > veal elling 
jobbers, carrying few line will devote 
time to good line Address Key 210-F, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


leading 


CAN BRING RESULTS IN MICHIGAN 

because o yackground know-how 
and contacts for lines of pipe fitting 
plumbers brass, fixtures and seat lines 
20 years experience. Located in Detroit 
Address Key 246-E, “DOMESTIC ENGI 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


210 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key-208-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FLORIDA MANUFACTURERS’ AGENT 
‘ established with plumbing nd 
ers requires addi 
iranteed regular ca 
! l t THOMAS A. AN 
LIFFE, P Box 4091, Fort Lauder 
¢ Filc 


rida 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Mid-Northwestern Jobbers 


Important 


FACTURERS’ REPRESENTA 
‘ ering outhert California 
as Vega Wholesale plumb 
PORSEY SALES COMPANY 
ico Blve os Angele a 


i 


( 


CLARKE SALES COMPANY 
12 Years Service 


VIRGINIA & WEST VA. 
OHIO RIVER CITES 
407 Beech Ave., Charleston, W. Va. 


NEW YORK AND NEW JERSEY 


Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 209-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
EIGHT YEARS AS A MANUFAC- 
turers’ agent with excellent following 
mong the New England plumbing and 
heating wholesalers seeks additional 
discriminating line. Address Key 280-E 
DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


BOSTON 


Manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 273-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


NORTHERN OHIO—WELL ESTAB- 
lished, limited number lines, selling 
eading wholesalers, attending CSA, ag- 
gressive, intelligent coverage Address 
Key 211-E, “DOMESTIC ENGINEER- 
“pl 1801 Prairie Ave., Chicago 16, 
llinoi 





WISCONSIN 


Manufacturers’ representative selling 
plumbing supply jobbers desires addi- 
tional allied lines. Address Key 215-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


ST. LOUIS AREA 


Plumbing wholesalers contacted twice 
monthly by aggressive representative 
agency. Can handle two additional qual- 
ity lines. Address Key 212-E, “‘DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, lilinois. 





MISCELLANEOUS 





MR. PLUMBER 


Display your license—your identifica- 
tion with public health and safety— 
send for free literature. ELGAN EN- 
TERPRIZES, Box 127, Herkimer, New 
York. 

BUSINESS CARDS RAISED PRINT 

ing free it rapid service 1.000 

0 Samples Polart Business Cards 


» Goulburn Road, Detroit 5, Mich- 





FOR SALE 





I AM THE INVENTOR AND OWNER OF 

a patent for a hand operated device 
for cleaning ends of metal pipes, fittings 
ete Inexpensive tool and pocket size 
ARTHUR LEWIS PLUMBING AND 
HEATING 310 Hill Street, Southamp- 
ton, New York 


USED PIPE MACHINE—2%” TO 8& 

improved model—machine in excellent 
condition, including all dies Regular 
price $6000.00 selling price §2000.00 
FOB Seattle Address Key 261-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 


PLUMBING SUPPLY 
CENTRAL OHIO 


Wholesale and retail, doing sizable vol- 
ume profitable business. Attractive 
building, good personnel, nice trade. 
Wish to retire. Terms arranged. Ad- 
dress Key 274-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
FOR SALE—TWO NEW 4” FLANGED 
175 lbs. checks $40.00 each—one new 
1” Muller 125 Ibs. gate valve for caulk- 
ing, water tap $27.00—one lot softener 
c. I. tank tops and patterns all sizes 
» 24 ft. Mulkey Conveyor with 1% HP 
otor and starter $375.00 Address Key 
-E, “DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 206 AND 208 
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Is the Reichle Plan 


(Continued from page 209) 
retail markup if he “partici- 
pates” in the sale to the degree 
that he’s entitled to any? 


It would appear that it is, simply 
because he’s willing to settle for 
a smaller retail markup for him- 
self if he gets “help” on the sale. 


Is it legal for the wholesaler to 
keep part of the retail markup? 


Yes because he is keeping it with 
the consent of the contractor and 
he (the wholesaler) did partici- 
pate in the retail sale. 


Under the Reichle plan, if the 
consumer is billed by the con- 
tractor instead of the whole- 
saler, he (the contractor) keeps 
the full retail markup. Is this 
legal if the wholesaler partici- 
pated in the sale in its early 
stage? 


If the contractor worked closely 
enough with the consumer that 
he does the billing, it would ap- 
pear that the sale was made pri- 
marily by him and that the billing 
is done with the full knowledge 
and consent of the wholesaler as 
well as the consumer. Therefore, 
this sale is just like any other 
made by the contractor at retail 


Is it legal for a wholesaler to 
sell at retail at all? 


He is not violating any rules as 
long as it is clearly established 
that he sells both wholesale and 
retail. This must be indicated by 
adequate signs or departments or 
by actually telling the customer 
that the sale is being made at re- 
tail prices. 

The wholesaler would be vio- 
lating the rules and could be 
charged with “misrepresentation 
of trade status” if the over-all ap- 
pearance of his business caused 
a purchaser to believe he was 
buying at wholesale prices, when 
such was not the fact. A definite 
distinction between retail and 
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Legal? 


wholesale must be made. 

In the case of Walter Reichle, 
his retail and wholesale opera- 
tions have different entrances, 
with the doors clearly marked 
“wholesale” and “retail’’ respec- 
tively. The products in his retail 
showroom are tagged with retail 
prices. He says his salesmen 
make it clear that the prices are 
at retail and this fact is further 
made clear when the contractor- 
dealer enters the picture. 


If it’s legal for a wholesaler to 
sell at retail, and it’s legal for 
him to keep part of the retail 
markup on some products, then 
presumably it’s legal for him to 
keep the entire retail markup 
on sales made in his showroom 
in which no contractor is in- 
volved. 

But couldn’t the wholesaler 
be charged with competing un- 
fairly with his contractor cus- 
tomers? He’s selling a product 
on which there’s no wholesaler 


markup, in other words, at the 
manufacturer’s base price. His 
contractor customers, on the 
other hand, have to sell the 
same product with the whole- 
saler markup added to their 
costs. This means the whole- 
saler makes more money on his 
retail sales than the contractor 
does. Is this legal? 


It’s not illegal as far as the whole- 
saler is concerned, since he is 
permitted to sell at retail as long 
as he keeps his respective iden- 
tities as wholesaler and retailer 
clear and evident to his custom- 
ers. However, the manufacturer 
could be challenged on the basis 
of price This 
point is expanded upon later. 
We understand that Reichle 
calls his retail prices “show- 
room prices.” Also, in his ad- 
vertising, he uses the slogan 
“inspect, select, then buy dir- 
ect.” Would either terminology 


discrimination. 


(Please turn to page 212) 
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“Our next speaker is Congressman Phlipp, whom we 
all think of as a plumber’s friend—”’ 











Is the Reichle Plan 


Contin page 211) 


ied fro 


the 
think he’s buying at wholesale, 


tend to make consumer 
even if he is not, particularly in 
view of the fact that Reichle is 
well known to the public as a 


wholesaler in the area? 


The 


may 


term “showroom prices 


be 
but it probably isn 


somewhat ambiguous, 
‘'t misleading 
Reichle is skating on thinner ice 
with his slogan, however. “Buy 
direct” might be construed by 
the average consumer as mean- 
ing “at wholesale.” 

Reichle has acknowledged thx 
possible objections to this slogan 
looking for a better one 


be- 


sumers to 


and is 


He Says he’s been 


he 


know they can now buy from his 


using it 


cause wants Col 
showroom, whereas formerly 
they could not. In other words, 
he wants the consumer to know 


he is now also selling at retail 


Could a wholesaler following 
the Reichle plan be charged 


with discriminating against 
some of his contractor custom- 
ers if some of them participate 
in the plan and some do not? 
Can he be charged with dis- 
crimination if he “recommends” 
a contractor to a customer who 


says he doesn’t have one? 


It the 
showroom 
to all his 
does) 


whole ale make hi 
elling plan available 
Reichle 


not di 


custome! (a 
says he then he’: 
criminating 

If he “recommend 
olely the 


proximity to cu 


against anyone 


contrac 


tors on basis of their 


tomer al 


(ith 


their clear ability to do an in 


tallation, then he is not di 


inating either 


Reichl “ay ihe 


ened awe 


Customer to ise his awn pluiyh 


ine Contractor and make + Per 


OMe AEHOn Only othe ey 


Cosyyed THtaaT itt he need 


he \\) ith 
Hhyvedinye 


oat 


eye 


onal hy deny iVatedt 


Legal? 


that Reichle channeled his cus- 


tomers to certain contractors 
while others who were interested 
in participating did not have the 
opportunity to do so, and if they 
were qualified, then he might be 


deemed guilty of discrimination. 


If anything about the Reichle 
plan were illegal, would manu- 
facturers who seli to a whole- 
saler following the plan also be 
liable? 


It would depend upon the specific 
charge made against the whole- 
aler. If 
paying rebates to contractors (in 
the 


he were charged with 


illegal sense) the manufac- 
turer's role in the picture would 
probably be too remote. 

On the other hand, under cer- 
tain circumstances the manufac- 
be 


price discrimination if it could be 


turer might charged with 
demonstrated that the wholesaler 


is competing at retail (to a sub- 
tantial degree) with his retailer 
customers. In this case the manu- 
facturer’s products would in ef- 
fect be available at a lower price 
to the wholesaler than to the con 
gets it with a 


tractor (who 


wholesaler markup added) 


e Even if the manufacturer sells 
direct to the contractor as well 
as to the wholesaler, he still may 
be charged with discrimination 
gives the wholesaler adver 


that 


if he 


tising or other allowances 


‘ive the wholesaler advantages 


over the contractor in their re 


pective ales at retail 


lt appears that the Reichle plan 
in its strictest and most serupu 
But 


what about the many ways that 
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It’s easy to modernize kitchens with this 


hitchenAid ® 


DISHWASHER-SINK COMBINATION 


the plumber’s 
dishwasher 











See Hobart at the National Plumbing Exposition, Cleveland, Ohio, Booth 408 and 410 


KITCHENAID, the finest made 


This 48” KitchenAid dishwasher-sink combination with por- 
celain enamel top and sink basin is tailor-made for simple 
modification of old-fashioned kitchens. Installation is econom- 
ical and easy 


because it readily connects 


to existing lines. 
Available in pump or gravity-drain models...also available 


without top. 

The dishwasher-sink combination has every outstanding fea- 
ture that has made the superiority of the complete KitchenAid 
line famous, featuring exclusive Hobart revolving power-wash 
action with a man-sized wash arm, extending the full width of 
the porcelain enamel wash chamber. The sink cabinet has a 
chrome mixing faucet with aerator...spacious, double door 
under sink storage cabinet. Pump model has built-in drain ait 
gap. Service calls are a rarity. Protect your profits as you add 
satisfied customers—with KitchenAid. 


... by Hobart, the World's Largest Manufacturer of Food, Kitchen and Dishwashing Machines. 
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KitchenAid Home Dishwasher Division 
The Hobart Manufacturing Co., Dept. KDE 
Troy, Ohio (In Canada: 175 George St., Toronto 2) 


CJ Please send literature. 
[] Please send name of nearest distributor. 


Name____ 
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Each time you install KitchenAid... it starts to sell for you 
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Motor Housing 
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Impeller, Rotor and Shaft 


Permanently 
W ater-Lubricated 


A new smaller size perfecta circulator 


Now, the new Perfecta 152 brings you added cost- Many other extras. Why not take advantage of Perfecta 
savings for most residential installations. Smaller in size versatility and economy on your next installation? For 
than the popular Perfecta 150, the ‘152’’ means a lower complete specifications, write TACO HEATERS, INCOR- 
initial investment. What’s more, it znstalls fast in tighter PORATED, 1160 Cranston Street, Cranston 9, R.I. 


spots . . . saves you time and money. And, of course, its 


famous Perfecta simplified design features assure trouble- 

free performance ... save you unprofitable ‘‘call backs’’. 

There are no seals to leak, wear, or create extra friction. i gi 
we) 


It’s permanently water-lubricated and power-saving. SERVING THE HYDRONIC INDUSTRY S/NCE 1920 


Impeller, rotor, and shaft are assembled as a single unit. 
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Seein’ is believin’. / know Install Slant/Fin 
baseboard and know why its “Contractor Designed” fea- 
tures — the industry’s most advanced heating element, 
the piano-hinged accessories, even the carton it comes 
in — make Slant/Fin the country’s largest selling base- 
board. Our soft message for the hard-boiled: try it! 


/ 
Slant 7 baSebDoOard for men wio Ae TIRED OF HIGH-PRESSURE SELLING 


The facts in our Literature speak for themselves. Send for it now. 
SLANT/FIN RADIATOR CORPORATION, 130-15D 89th Road, Richmond Hill 18, New York 





‘‘Tea for Troops”’ 


Just ashore at Singapore, one of many McDonnell Low 
Water Cut-offs installed on oil-fired boilers delivering 
boiling water—in this case used 

for making tea or coffee for troops. 

Others at Singapore, Tanjong 

Malin, Kuala Lumpur. 


Boiler Water Feeders 


Many McDonnell No. 47-2's are 
feeding and safeguarding steri- 
lizers, autoclaves, and steam 
jacketed kettles in hospitals, 
hotels, etc. throughout the 
dominion of New Zealand. 


| No. 150 Controls 


Shipment of McDonnell Pump Con- 
trollers to Inuvik, North West Terri- 
tories, uncomfortably close to the 
North Pole. Shipper wrote: ‘We're 
glad they're the kind of controls that 
won't need servicing!’ 





~ Half way around the world! 


When “Doing One Thing Well” was just starting out, 
the most we even dared to hope for was a nation-wide 
business. 


So no wonder we now puff out our chests a little when 
we see Our products going, not just across the Nation, 
not just to the usual points of export, but to the far 
corners of the earth...places that used to be just vague 
outlines in the old family atlas. 

Here are a few examples of recent installations in 
strange and distant lands. Some people might say, “Oh 
well, the world is getting smaller,” but we like to think 
that the recognition of a good thing has gotten bigger. 

It has! Basic safety control is in ever greater demand 
today everywhere. Take full advantage of it... with the 
McDonnell Quality Line. 


MEDONNELL & MILLER, Inc. 
3500 N. Spaulding Ave., Chicago 18, Ill. 


Har the WW) Ta 


Boiler Water Feeders » Low Water Fuel Cut-offs - Pump 
Controllers « Relief Valves « Flow Switches « Related Liquid 
Level Controls for Tanks, Stills, Air Conditioning Systems 
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